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Dodge 
WIRE CORPORATION 
OME MANUFACTURING SOURCE 
FOR SEVEN PRIME 
PRODUCTS IN THE BUILDING 
INDUSTRY! 









From warehouses in Charlotte, Savannah, Shreveport, and Plymouth, Indiana, the 
Dodge Wire Corporation can now guarantee you swift deliveries on aluminum 
screen and window products that have set new standards for quality and value 
throughout the South. Your order or inquiry will bring immediate service. 





Dodge WIRE CORPORATION 


249 Spring Street, S.W., Atlanta 3, Georgia ¢« JAckson 5-4514 
Manufacturing Plants: Atlanta, Georgia * Covington, Georgia 
Warehouses: Charlotte * Savannah * Shreveport * Plymouth, Indiana 








- 


NOW, ready for distribution, 


the SSIRCO building materials 
Fact Folders. Each folder contains 
complete product information for 
your reference. These folders are 
made to fit your files and will 
prove to be great time-savers. 


They’re Free! Send today for yours. 


SOUTHERN STATES IRON ROOFING COMPANY 
P. O. BOX 1367, ATLANTA, GEORGIA 
PI d SSIRCO Fact Fold ivi th 
Southern States complete product information about each of the building 
e materials covered. | understand that these folders are Free 
Teele’ Roofi ale Co. and without obligation to me 
NAME_ 


FIRM_ 
ADDRESS 


Mail Coupon to 


Serving the Building Materials Trade Since 1914 
P.O. Box 1367 e Atlanta, Georgia 


For more details on above items, use Coupon on Page 74 











; TESTED AND APPROVED BY TOP 
CEILING TLE MANUFACTURERS! 


_CELOTEX 


00. & Sat. O88 


}/ BUILOING 
MATERIALS 


(Aymstrong 


cOoORK COM PANY 


Are you using the only 
staple designed especially 
for ceiling tile? 


e No more protruding staples! Unique leg design of Arrow’s 
CEILTILE staple enables it to be driven flush; penetrates cleanly 
without fracturing tile. Insures perfect fit of each and every tile! 





e No more buckled tiles! Special divergent leg that locks 
securely into wood plus special rosin coating assures tremendous 
holding power. Staples do not pop out! 





USE WITH ARROW’S T-50 ALL-PURPOSE GUN TACKER 


Absolutely jam-proof! Can’t jam even when : 
shot against metal! Same gun takes 6 dif- 
ferent staple sizes. Use for ceiling tile, in- 
sulation, upholstery and hundreds of other 
fastening jobs. 


Jobber-distributor plan! Send for details 
plus price list and complete catalog 





MRR owW FASTENER [[0../NC. s0i0 ony THROUGH THE TRADE 


ONE JUNIUS STREET, BROOKLYN 12, NEW YORK 
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Tel. 6-1749. President: R. B. Johnson, West Point, Va. 


West Virginia Lumber and Builders Supply Dealers Association 
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WO HEADACHE... JST PROTg | “BETTER WAY’ 
roa nk | Shared by Dealers 


TENSION tite 


SCREENS ~ | 








Oscar Ohi Says... 
We Have a 


MILLION DOLLARS 
to LOAN! 


... for Title 1 Remodeling and 
Home Improvements 


Fri., Sat., Mon. SPECIALS 


Western Red Cedar 115° 


Per 1 
| Perfect for Fencing—Yet Low in Cost cd ll 
1x6 or 1x8 Size 

































There is a jobber nearby who 
will quickly fill your orders for | 
standard or special size TEN- 
SION-tite screens. 











This Coupon Good for 
a Whopping 


10% DISCOUNT 


on All Cash Purchases—Except Specials 
Friday, Seturday and Monday 


JONES-BLAIR 


“SAL §=§S «| «| REDWOOD 
Demonstrators . . . folders... | STAIN 











mewspaper mats . . . window | ee ne a mae ye 
banners . . . measuring and in- | per gallon 4 Ean ee ee ee 
stallation instructions . . . clerk | 

training booklets and film, and | Z k L ® Cc 
many other sales aids are avail- ars y um er 0°. 
able through your TENSION- 510 N. Port (at Lipan) TU2-2575 


tite jobber. 








Discount Coupon Boosts Week-end Sales 


Borrowing a sales idea from supermarkets and certain 
types of department stores, the Zarsky Lumber Co., 
Corpus Christi, Tex., recently ran a clip-the-coupon ad- 
vertisement. Good for a 10% discount on all cash pur- 
chases Friday, Saturday, and Monday the coupon 
gimmick announces a store-wide sale without actually 
saying “sale.” 

Aimed at the Do-It-Yourselfer, the ad also promotes 
specific week-end specials (not included in the coupon 
discount) likely to attract house-proud home-owners. 

Headlining the ad is a smooth tie-in with OHI: “We 
have a million dollars to loan!” tells customers at a 
glance that Zarsky wants them to remodel now and 
pay later, because their credit is good. 





TENSION-tite is the only screen 
with a built-in template that ac- 
curately locates the position of 
all screws! 














ae pee ai | Dealer's Ad Salutes New Building 


Join the thousands of dealers 


throughout the country who | The Antrim Lumber Co., Larned, Kan., promoted its 


have profited from the great de- | own building materials and gained good-will by running 
mand for TENSION-tite . . . the a “congratulations” ad in a local newspaper. 
simplest, most practical screen | “We extend congratulations,’ the ad ran, “to the 


on the market. Call or write officers, directors, and stockholders of the Production 
today for name of nearest jobber. Credit Association on completion of their new office.” 
Showing a picture of the building, the ad also congratu- 
lated the architect and contractor. “It’s a beautiful 
building and a fine job.” And in larger type, “Building 
Materials Were Furnished By the Antrim Lumber Co.” 





a :& 2 = 
RU DIGER LANG co | What’s your ‘Better Way’? Share it with S-B-S readers via 
Rall ° ° “sae e ° 
* this department! Describe it in a letter and include drawing 
Factories in Toccoa, Ga. and Berkeley, Calif. or picture, if available and helpful in presenting your 
INTERNATIONAL TRADE MART, NEW ORLEANS 12, LA. ‘Better Way.’ If accepted for publication, S-B-S will reward 


you with $7.00! 
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SOL HERI 


THRESHOLDS an 
NA WEATHERSTRPS 


Model A40 

with Vinyl 

Inserts 
This modern 
sweep-over type of 


VP 
threshold is completely 












Trim and Molding Sample Stick 


Dick Paris, manager of the Hiawassee Hardware and 
Supply Co., Hiawassee, Ga., is pictured above, right, 
showing a customer 21 samples of molding and trim at 
one time. It’s done with a stick — the trim and molding 
samples tacked on it. 

The sample stick hangs on the wall, or sits anywhere Wad 
in the store or office. Customers find it easy to select SAY WAN. F 
from the sample stick. Prices are penciled right on the ‘ f 
samples by linear feet. 





# 


Built N vy water proof, protected at 
- !! floor contact points with long 
Suggests Paving Before Mechanizing for long- asting vinyl inserts. 
lasting We manufacture 45 threshold 
The Williford Lumber Co. occupied modernized quarters tistacti types. Send for new catalog— 
last November. Soon afterwards, Williford attended a satistaction 57A. 


convention and sat through a materials-handling clinic. 
He became so sold on mechanization for handling lum- 
ber that he bought the fork-lift truck of 6,000 pounds 
capacity, seen below, for his yard in Dallas, Tex. 

He now knows that the fork-lift is a great boon to 
a small yard — a Better Way. But he has made one 
discovery that may require an additional investment: 
paving would be the Best Way. 

The Williford Yard is not naved. Part of it is packed 
solid from continuous use, but new portions are still 
soft. Rains make new portions even softer, and the 





fork-lift often bogs down or tilts a heavy load. | A750 Aluminum 5” xy 4” B750—Brass 5” x 4” | 

So Williford suggests that yard owners considering | ee ; | 
mechanization give thought to the condition of the yard | | A new, effective latch track that will | 
in relation to level, solid support of a heavy piece of | fill the arowina school boildina cdemmad. | 
equipment, loaded. | - 4 


| 

| 

4 

l MJ Bronze 
| w/s 
l 12 coils in handy 
| dispenser with nails. 





‘Count on Southern" 


SOUTHERN METAL PRODUCTS CORP 


921 RAYNOR © PHONE BR 6-5491 © MEMPHIS,TENN. 
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free Booklet For Your Customers 


..ehelps you sell more 
Lion 
Asphalt 
Roofing 
Products 


Fp, 


1ON BLIND 
NAILING CEMENT. 


LION ASPHALT 
PLASTIC CEMENT LION ASPHALT 


R. D. PRIMER 


LION ASPHALT 
ROOF COATING 
LION METAL 
COATING NO. 3 


LION ASBESTOS 

ASPHALT ROOF 
LION ROOFING COATING 
ASPHALT 


Here’s one of the most practical sales aids you ‘“‘do-it-yourselfers’’ alike. Your distributor has 


can use... and it costs you nothing! Booklet 
tells, step-by-step, how to repair roofs, how 
to dampproof walls and foundations with 
ready-to-use Lion Asphalt Roofing Products. 


for you a reasonable quantity of this helpful 
booklet. Why not order a supply today. Just 
ask for “Roof Repairs Are Easy’’. Then put 
it to work for you to help increase your sales 


Practical guide for professional roofers and of Lion Asphalt Roofing Products. 
Free Technical Bulletin Also Available to You 


Complete information on all Lion Roofing Products. Data will be helpful 
to you and to your sales personnel in suggesting proper application. 
Bulletins are available free from your Lion Roofing Products distributor. 


*TRADEMARK OF MONSANTO CHEMICAL COMPANY 


A Division of Monsanto 
Chemical Company 
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MN Introducing... another new 


§ ARK : 





Get into the BLUE CHIPS with New... 


Republic BLUE RIDGE 


Now, with strong, new Blue Ridge channel steel roofing, you can make 
Republic Steel a single source of supply for a wide range of products for 
the farm market. Blue Ridge is a competitively priced, top-quality channel 
steel roofing sheet produced at Republic’s new continuous galvanizing 
mill at Gadsden, Alabama—centrally located for quick delivery. 


Blue Ridge Steel Roofing has all the waterproof features farmers insist 
upon. Steep “V” channels to keep wind-blown rain from seeping in under 
side laps—three cross crimps at the bottom of each sheet to prevent 
syphoning. For added strength against wind damage, new Blue Ridge 
sheets can be nailed with five nails across the bottom. Blue Ridge alone 
offers this feature with no premium in price. New Blue Ridge sheets are 
available in 29, 28 and 26 gages. 

Republic Blue Ridge, along with Republic corrugated roofing, galvanized 
flat sheets, woven wire fence, barbed wire, automatic-baler wire, chain, 
nails, nuts and bolts, and plastic pipe, now makes Republic a single source 
for a wide range of farm products. For complete information on Blue 
Ridge and the Republic Farm Products shown below, fill out the coupon 
and drop it in the mail. 








NOW...ALL THESE FARM PRODUCTS FROM ONE SOURCE...REPUBLIC STEEL 











Republic Quality Republic FE Flexible Republic Southern Republic Republic 
Bolts and Nuts Plastic Pipe Barbed Wire Nails Chain 


REPUBLIC 


Wlaniuactined tn the Soutte for 


Southern Steel Plant—Gadsden, Alabama 
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Republic Precision Wound Republic Southern 
Baler Wire Fence REPUBLIC STEEL CORPORATION 
DEPT. C-4100 


3226 EAST 45th STREET e CLEVELAND 27, OHIO 
< ? hen Send me the Blue Ridge Roofing dealer promotion kit. 


Name 


Soutteac Fwd eit. 








General Offices—Cleveland, Ohio 
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SUPPLY and DEMAND 





Retail, Wholesale Sales 
Trail 1956 Levels 


Sales by lumber and building ma- 
terial dealers during March were 
13% below a year before, according 
to the U. S. Department of Com- 
merce report. All retail sales na- 
tionally evened off with last year’s 
March level. 

Retail lumber and building mate- 
rial sales for the first quarter were 
12% under the same period last year. 
All retail sales were 4% higher. 

Sales by lumber and millwork 
wholesalers were down 20% in 
March from a year before. First 
quarter sales were off 19%. This 
compared with all wholesale sales 
being up 1% for the month, and 
3% for the quarter. 

Declining wholesale volume _ is 
reflected in the wholesale price in- 
dex for lumber and wood products. 
In April it stood at 120.2 — 6.5% 
below a year before. The wholesale 
price index for all commodities was 
3.2% higher than a year ago. 


Housing Starts Drop; 
Legislative Aid Coming 


Non-farm housing starts rose to 
92,000 units in April — up 11% 
from March — according to the 
U. S. Bureau of Labor Statistics. 
However, April starts were 17% be- 
low a year before. 

The seasonally-adjusted rate of 
private housing starts was at 940,- 
000 units in April. This was the first 
upturn in the rate since last October. 
For the first four months, however, 
housing starts were 17% below a 
year ago and at the lowest level 
since 1949. 

Early action by Congress is an- 
ticipated on a compromise housing 
bill. Down-payments on FHA-in- 
sured mortgages are expected to be 
eased for low- and middle-price 
homes, more funds provided the 
Federal National Mortgage Assn. for 
secondary loan financing, and con- 
trols may be set on discounts allowed 
on FHA mortgages. 


Use of Preservatives 
Rises 2.5% in 1956 


The volume of wood treated with 
preservatives increased 2.5% during 
1956, according to a survey made by 
the U. S. Forest Service in coopera- 
tion with the American Wood Pre- 
servers Assn. 


Some 254.6 million cubic feet of 
wood was treated during 1956 as 
compared with 248.4 million cubic 
feet in 1955. This is a preliminary 
report based on figures from 310 of 
the 345 known wood-treating plants 
in the country, and represents most 
of the output of the wood preserva- 
tion industry. It does not include 
preservatives applied by the Do-It- 
Yourselfers. 

About 152.6 million gallons of cre- 
osote were used for good preserva- 
tion in 1956, a 1% increase over 
1955. Pentachlorophenol use _in- 
creased 25% to 13.1 million pounds 
to keep the lead among solid pre- 
servatives. Second and third most 
used solids are chromated zinc 
chloride and Wolman salts. 


After Hearing, ALS Votes 
to Leave Standards Alone 


The American Lumber Standards 
Committee held an open hearing in 
Washington, D. C., on May 16 and 
followed with an executive session 
the next day. 

The committee voted to leave the 
standards as they now are. This 
means continuance of 25/32-inch 
board thickness without moisture 
limitation. 

The entire discussion centered on 
whether a maximum moisture con- 
tent should be tied to finished ALS 
sizes of boards and dimensions. 
Fixed moisture content was favored 
by spokesmen for retailers, contrac- 
tors, architects, cypress producers, 
and the Southern Pine Assn. This 
was opposed by the Northern and 
Western lumber manufacturers and 
millwork and wholesaler representa- 
tives. 

Here is the recommendation the 
Standards Committee of the Na- 
tional Retail Lumber Dealers Assn. 
made regarding the standard size 
change to % inch, which the FHA 
has accepted pending its approval 
by the American Lumber Standards 
Committee: 

“The American Lumber Standards 
for Softwood Lumber, as defined 
under Simplified Practice Recom- 
mendation 16-53, includes minimum 
rough dry thickness and widths of 
finish, common boards and dimen- 
sion. Although the word ‘dry’ is not 
mentioned in connection with the 
finished sizes in these three items, 
the inference must be assumed. 

“We endorse the recommendation 
that 24/32 inches be established as 
the minimum dressed thickness of 
all one-inch items now required to 
be 25/32 inches, and we further en- 


dorse the sizes of two-inch dimen- 
sion specified under Table ‘D’ of the 
Simplified Practice Recommendation 
mentioned above. We think, how- 
ever, that these sizes should be the 
minimum based on what they would 
be with a moisture content as de- 
fined under paragraph 3.2 of the 
Interim Federal Specification MM-L- 
00751d. 

“This committee feels that a 
moisture content restriction should 
not be placed on the mills or on the 
purchasers. Any mill should be al- 
lowed to ship, and any purchaser to 
buy, lumber in any state of dryness, 
or in any size they choose. However, 
if the American Lumber Standards 
are to apply there must be minimum 
sizes. 

“Our interest in uniformity is 
based on protecting the distributor 
and his customer. Both have a right 
to this protection. 

“It is not our intention to sug- 
gest any changes in manufacturing 
practices or the sale of lumber that 
does not meet minimum American 
Lumber Standards requirements. 

“However, we do think that if a 
mill cuts lumber to sizes which, 
when dry, will be less than the es- 
tablished sizes in American Lumber 
Standards they should describe the 
product exactly or risk being ques- 
tioned.” 


Lumber Output Off 4% 
in Softer Home Market 


During the week ended May 11, 
lumber production was 4.6% below 
that for the comparable weeks in ’56, 
according to the National Lumber 
Trade Barometer. Shipments for the 
week were 3.7% below production, 
and new orders 0.1% off. 

For the year to date, production 
was 4% below 1956. Shipments to 
date were 1.4% below output, and 
new orders were 0.3% less than pro- 
duction. 

Southern pine production for the 
year to date equalled 95% of ’56, 
while orders totaled 100% of ’56. 
Douglas fir output was 99%, and 
orders 93%, of ’56. Western pine 
production was 95%, and orders 
92%. 

West Coast lumber prices declined 
an average of 68 cents during the 
two weeks ending May 17, according 
to Crow’s Lumber Price Index. This 
brought industry average prices in 
12 months down $13.82 per 1,000 bd. 
ft. WPA species lost most ground. 

Sanded plywood remains steady 
at $72 base price. Plywood sheathing 
grades remain strong. 
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redwood 
information = 
chart “1 “* 


@ As a service to lumber dealers, architects and builders, Simpson Redwood Company is now publishing 
a series of practical wall charts that will help you sell more redwood and make more profit from it. 
REDWOOD INFORMATION CHART NO. | “Grades and Their Uses” e A handy reference wall-chart, 
size 7” x 22” printed on heavy card stock e Lists all the common redwood uses and the grades recommend- 
ed for each e Gives you extra space to add your own special uses and recommendations. 

Send for your FREE Information Chart today! Just fill out coupon and mail. s 





redwood 
fact: 


The Heartweod of redwood 

is one of the most durable woods known. 
Its natural preservatives make it 
uniquely resistant to termites and decay. 
Underground pipe lines built out 

of redwood over 100 years 

ago are still giving 

excellent service. 


San Francisco, Calif. 


Please send me FREE Redwood Information Chart No. 1 


Watch for 

Simpson full page, 

full color ads in 

the Saturday Evening Post. 
SR-72-A 





Simpson Redwood Company 


235 Montgomery St., 








— Member. ‘Calin 7 = =e Association 
a Sales: Office, 235 Montgomery. St, San Francisco + Regional Offices: Chicago; New York, Los angen 
bE: home. ate alias, Cleveland, eee: Mies « Mills at Arcata,” cents “Wamath, Korbel, Calif, a 


52 REC oh 





_— pig eee 


ge BI ~ eho esi, GRA 
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TOP NEWS 





Celotex Names Dent 
Asst. Sales Manager 


Arthur L. (Dick) Dent Jr. has 
been appointed assistant general 
sales manager of the Celotex Corp. 
by Vice-President Marvin Green- 
wood, director of merchandising. 

Formerly manager of the com- 
pany’s Atlanta branch, Dent will be 
directly responsible for operations 
of the Cincinnati, Atlanta, New Or- 
leans, and Texas sales branches. 
His new office is in the company’s 
Chicago headquarters, along with 
three other similar sales executives. 

Dent has been with Celotex since 
1941, starting as a salesman in Texas. 
He is a graduate of the University of 
Texas and has served during the 
past year as president of the At- 
lanta chapter of the Producers 
Council. 

Succeeding Dent as manager in 
Atlanta is R. C. Moore, formerly 
manager of the Pittsburgh sales 
branch, who will be responsible for 
Celotex product sales in the South- 
east. 

Moore has been with the company 
since 1948. He served as assistant 
manager of the Atlanta branch from 
1952 to 1954. His office is located at 
1410 Fulton National Bank Building, 
Atlanta. 


Mississippi Cement Plant 


The Mississippi Valley Portland 
Cement Co. has begun construction 
of a multi-million-dollar plant at 
Redwood, Miss., near Vicksburg. 

According to company president 
Robert W. Hyde, the plant represents 
a $3,700,000 investment that will be 
producing 680,000 barrels of cement 
annually by early 1958. 

This will be Mississippi’s second 
cement plant. The first one is owned 
and operated at Brandon by the 
Marquette Cement Manufacturing 
Co. 


Alum. Window Makers 
Name 3 Vice-Presidents 


The Aluminum Window Manu- 
facturers Assn., at a May meeting in 
Dallas, Tex., re-elected Robert L. 
Klein, Windalume Corp., Kenvil, 
N. J., president and treasurer. John 
Jansson was re-named executive 
vice-president. 
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William E. Zipp, Ceco Steel Prod- 
ucts Corp., Chicago, Ill., A. G. Mon- 
roe, Reynolds Metal Co., Window 
Division, Louisville, Ky., and E. C. 
Munro, Ware Laboratories, Inc., 
Miami, Fla., will serve as vice-presi- 
dents. 

The new board of directors in- 
cludes Charles H. Thompson, Wil- 
liam Bayley Co.; John J. Donovan 
Jr., Universal Window Co.; Tyler L. 
Riggen, Valley Metal Products Co.; 
James Allinson, J. S. Thorn Co.; 
A. L. Munsell, Truscon Steel Di- 
vision, Republic Steel Corp.; George 
A. Murdock, Primalum, Benada Di- 
vision of Textron, Inc., and Ford 
D. Albritton Jr., Albritton Engineer- 
ing Corp. 


Dixie Outlook Bright 


Howard B. Johnson, president of 
the Atlantic Steel Co., Atlanta, de- 
clared in Miami, Fla., before the 
National Assn. of Credit Men, that 
“the post-war decade will be re- 
garded by history as the beginning 
of a brand-new economy for one- 
third of the entire nation.” 

Every new primary plant in the 
South opens up the possibility of 
secondary plants, Johnson said, “and 
along with them the development 
of a skilled labor force, large 
pools of equity capital, and many 
new business and service enter- 
prises.” 


OLIN MATHIESON ADVANCES FOUR OFFICIALS 


NEW ASSIGNMENTS among the 
top management group of the Olin 
Mathieson Chemical Corp. include, 
from left to right: John W. Hanes, 
Stanley de J. Osborne, John M. Olin, 
and Thomas S. Nichols. Hanes, the 
retiring chairman of the Finance 
Committee, was appointed financial 
consultant and member of the Fi- 
nancial and Operating Policy Com- 
mittee. Osborne, formerly execu- 
tive vice-president for finance, was 
named president of the corporation. 
Olin, former chairman of the board, 
is now chairman of the Financial 
and Operating Policy Committee and 
continues as chairman of the Ex- 
ecutive Committee. Thomas  S. 
Nichols, formerly president, was 
elected chairman of the board. 

A graduate of Harvard, Osborne 


has held high-level positions with 
the Atlantic Coast Fisheries Co. and 
Eastern Air Lines. During World 
War II, he was special assistant to 
the rubber director in Washington, 
D. C. He joined the Mathieson 
Chemical Corp. in 1950 as treasurer 
and financial vice-president. With 
the formation of Olin Mathieson in 
1954, Osborne was named execu- 
tive vice-president in charge of the 
International Division. In 1956, he 
was made executive vice-president 
for finance. 

Nichols has been president of Olin 
Mathieson Chemical Corp. since the 
company was formed in 1954. Before 
that he had been president and chair- 
man of the Mathieson Chemical 
Corp. During World War II he served 
on the War Production Board. 
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Dealers all over the country applaud 
AFCO's new expanded line of complete 
wall panel surfaces. Newly added are 
AFCO Marble-Board and AFCO Wood- 
grains. —- are Lig ~~ cus- 
tomers will want. Nowhere else will you 
find such beauty of color and raat MOULDINGS 

If you are not familiar with AFCO, ask A complete line of qualit 


your jobber, or write us. extruded aluminum with all 
face metal or nosings chro- 


modized — never rub off 

: , 3 black — at no extra cost. 

TIL-LITE Four-inch tile squares Also Cap, Divider, and Base 

with s exclusive tangential 3 tn all AFCO colors of hard- 
scoreline. ae board mouldings. 


GLO-LINE The modern pattern Ra bb 
—eight-inch horizontal lines for har- i> % 8 MARBLE PATTERN 
mony and beauty. ~ » New and attractive, a true 
reproduction of beautiful 
Verdi Antique marble avail- 


HI LITE An unbroken mass of \ ca able in nine compatible 
gleaming baked enamel to harmonize colors. 
with other wall finishes. 


WOODGRAIN PATTERNS 


The beauty of AFCO 
woodgrains will amaze 
you. Available in maho- 
ganies, oaks, walnuts, 
birch, and fruitwood. 





DISPLAYS FOR DEALERS 


Free displays for dealers—attrac- 
tive and practical counter displays, 
boxed samples, literature, all back- 
ed by national advertising. 


NEW AFCO WATERPROOF CEMENT 


New formula of superior wy 
dressed up in a bright new label. 


For satisfactory adhesion recom- 
mend AFCO Waterproof Cement. 


ALEXANDRIA, LOUISIANA 





Aluminum Firm Elects 
Milliken as President 


L. C. MILLIKEN, above, recently 
was elected president of the Quaker 
State Metals Co. of Lancaster, Pa., 
producers of aluminum mill supply 
and building products. 

A Boston graduate of Dartmouth 
and the Harvard Business School, 
Milliken was formerly a vice-presi- 
dent of William Iselin & Co., New 
York bankers. He later served as 
treasurer and president of Karl 
Lieberknecht, Inc., Reading, Pa., 
machinery manufacturers. Most re- 
cently, he was treasurer of Quaker 
State Metals. 

A. H. Charlton, formerly company 
vice-president and general manager, 
was named executive vice-president. 
Charlton, a former sales manager 
for Reynolds Metals, has been with 
the Quaker State Metals Co. since 
its inception in 1947. 

Appointed vice-presidents were 
H. Y. Smuck and Tom Zimmerman. 
Smuck is general sales manager. 
Zimmerman heads production. 


Lumber Dealers Aid 
Okla. Tornado Victims 


On April 2, a tornado swept across 
the town of Durant, Okla., destroy- 
ing or damaging many of the town’s 
homes and businesses. 

Shortly afterwards, two lumber 
companies—one intact and one suf- 
fering damage itself—published their 
intentions to help. 

The Steger Lumber Company, un- 
hurt, immediately offered all its re- 
sources to assist the tornado victims 
in rebuilding or repairing their 
premises. The company offered its 
staff to make free estimates and give 
advice on materials needed. In addi- 
tion, the company devised a new, 
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no-down-payment, 36-months-to-pay, 
plan to help victims finance their 
purchases. 

The Hi-Way Lumber Company, on 
the other hand, was damaged by 
the tornado. None-the-less, its stock 
was usable—and needed by the com- 
munity. So it advertised new low 
prices on $10,000 worth of lumber, 
gypsum board, paint, roofing, doors, 
windows, and other building ma- 
terial. This company was helping 
itself recoup while it helped others 
rebuild. 

Both companies helped their neigh- 
bors. And at the same time success- 
fully courted their community’s 
good-will and future business. 


Yale & Towne Buys 
Thomson Hardware Firm 


The Yale & Towne Manufacturing 
Co. has acquired the patents and 
business of the Thomson Hardware 
Division of the Standard-Thomson 
Corp. and will transfer the manu- 
facturing operations from Vandalia, 
Ohio, to Yale’s lock and hardware 
plant at Salem, Va. 

The Thomson Hardware business 
consists of the manufacture and 
sales of a broad line of “roto op- 
erators” and other accessory hard- 
ware used as components in the 
manufacture of metal and wood awn- 
ing windows, casements, jalousies, 
and projected windows. 


CARL H. THEDE 
pointed manager of the 
district for the Ruberoid Co. 
of Lincoln, Neb., he attended the Uni- 
versity of Missouri and the University 
of Kansas City. Thede was first with 
the American Asphalt Roof Corp. and 


recently was ap- 
Mobile 
A native 


sales 


when it acquired 
American 1952. He 


recently was Denver sales manager. 


Ruberoid 
Asphalt in 


joined 
most 
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BILT-WELL...the cabinet line that offers more 
advantages for you and your prospects... 
Most Talked About Kitchens the line with the greatest consumer acceptance 
built up through a continuing program of 

Feature national advertising and promotion. 


America’s 


BILT-WELL Cabinets have been seen by 


BI i ; j -W i J , millions of kitchen prospects in glamour kitchen 


“packages” promoted across the country. 


Storage Cabinets Such kitchens as... 





THE LIVING-CONDITIONED KITCHEN BILT-WELL—FRIGIDAIRE ‘PINK CLOUD’ KITCHEN 
...designed and featured by Living for Young Homemakers ... Shown at | jer and home shows throughout the country 
magazine. and featured editorially in national magazines. 








- 2 i} 
THE AMERICAN LUMBERMAN KITCHEN 
...Chosen for the American Lumberman Model Store at the 
N.R.L.D.A. Show Chicago as the type of kitchen local dealers 

should promote 


7" = 
BILT-WELL Cabinets take the costly “stall” | = 4 | L_ WY ELL. 
out of “install.” Come factory pre-fitted for quick, WY © © DNV ORK 


money-saving assembly and installation. Kiln-dried, The BILT-WELL Line—WINDOW UNITS, Double-hung, Awning, 
P 3 Casements, Basement, Storm and Screen. CABINETS, Kitchen, 


all-clear, Ponderosa Pine with choice of pine or birch Multiple-use, Wardrobes, Storage, Vanity-Lavatory and Vinyl 
Counter-tops. DOORS, Exterior, Interior, Screens and Combination 


doors. Over 100 cabinet units for multiple use, not sm) 


THE AMERICAN GAS ASSOCIATION KITCHEN 
... The “hit” of the A.G.A. Unified Gas Exhibit at the '57 Builders 
Show and featured editorially in New Homes Guide Magazine. 


Get complete 


only in the kitchen but in every room of the house. ee ee eee 
wooo ¥ work BILT-WELL jobber or write: 


All best reasons in the world why you can sell more CARR. ADAMS & COLLIER COMPANY 


and make more with BILT-WELL. nce 1866 Dubuque, lowa 
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Stanley Specialties 
Open Atlanta Branch 


The Aluminum Window and Door 
Division of Stanley Building Spe- 
cialties Co., a subsidiary of the Stan- 
ley Works, has opened its South- 
eastern warehouse, showroom, and 
offices in Atlanta, Ga. 

The company has leased a 12,000 
sq. ft. building at 950 Ashby Street, 
N. W., and has modernized the 
structure as its Southeastern di- 
vision headquarters. The new di- 
vision features aluminum sliding 
glass doors, jalousies, awning win- 
dows, horizontal sliding windows, 
tub enclosures, and many other 
products manufactured in N. Miami. 

Larry L. Putzel has been appoint- 
ed manager of the Southeastern di- 
vision. He was formerly Southeast- 
ern sales manager for Arnold Prod- 
ucts, and general manager of Na- 
tional Aluminum Enterprises. 

L. C. Dinsmore, formerly with 
Metal Arts Manufacturing Co., has 
been named local branch manager. 

The Atlanta branch will serve 
dealers and distributors in Geor- 
gia, Alabama, North Carolina, 
South Carolina, Tennessee, North- 
west Florida. It will sell directly to 
builders and contractors in the At- 
lanta area. 


250 Attend NBMDA 
Meet in New Orleans 


Some 250 members, suppliers, and 
other guests attended the spring 
meeting of the National Building 
Material Distributors Assn. at the 
Jung Hotel in New Orleans, May 
15-18. Gordon Hampton of the 
Building Products Co., Baton Rouge, 
served as program chairman. 

The association adopted a resolu- 
tion requesting manufacturers to list 
their distributors in trade-paper ad- 
vertising. 

A panel discussion on “Efficient 
Distribution,” moderated by Donald 
L. Moore, editor of SOUTHERN BUILD- 
ING SUPPLIES, concluded that it is 
continuing — instead of being over 
or just beginning. 

C. T. Gilchrist, Western area sales 
manager for the American Steel and 
Wire Division of U. S. Steel, Chicago, 
and J. Vaux Wilson Jr., vice-presi- 
dent of the Homosote Co., Trenton, 
N. J., gave manufacturer views of 
the functions of wholesalers. 

Robert C. Bourne, president of 
Tomkins Bros., Newark, N. J., and 
J. M. Hoak, vice-president of the 
Wheeler Lumber, Bridge and Sup- 
ply Co., Des Moines, expressed 
wholesaler views on efficient dis- 
tribution. 


Sam M. Arnold, Arnold Lumber 
Co., Kirksville, Mo., and Robert L. 
Hamilton, Plank Road Lumber Co., 
Baton Rouge, explained the dealer’s 
attitude toward efficient jobber 
service and distribution. 

G. F. Hoppe, sales promotion man- 
ager for Insulite, reported on a sur- 
vey to show how distributors are 
“Solving Slipping Sales.” More sales 
meetings of jobber personnel, more 
dealer meetings, more display serv- 
ice, and sales calls are paying off, 
he said. 

Dr. Wesley Wiksell, Louisiana 
State University professor of Eng- 
lish, captivated the wholesalers 
with his speech on “Have You Tried 
Listening?” He said the biggest job 
of management is a communications 
center, and that a National Assn. of 
Manufacturers survey had showed 
that “poor listening” is a main one 
of the five reasons why management 
is inefficient. He listed 16 reasons 
why managers don’t listen — and 
explained how to avoid each. 

Friday afternoon, the distributors 
and their wives visited the produc- 
tion plants of Celotex, U. S. Gypsum, 
and other local manufacturers. 

The annual meeting of NBMDA 
will be held in Chicago at the Shera- 
ton Hotel, November 11-13. The next 
spring meeting will be held in Phila- 
delphia about April 20. 


400 See Armstrong Plant at 10th Distributor Meet 


WHOLESALE distributors of the 
Armstrong Cork Co. returned to its 
expanded Macon, Ga., fiberboard 
plant — where the first convention 
was held — for their 10th annual 
meeting. New expansions had just 
increased the plant from 278,000 to 
615,000 square feet — and the types 
of fiberboard materials produced in 
it had been increased from five to 
14. 

Along with several new products, 
J. O. Sampson announced the for- 
mation of a new bureau of lumber 
dealer merchandising. Sampson, 
manager of Armstrong’s § lumber 
dealer products department, intro- 
duced Fred W. Huffman as manager 
of the new bureau. It will aid deal- 
ers in warehousing, materials han- 
dling, advertising, display, and cus- 
tomer relations, Huffman said. 

Huffman is seen in the lower pic- 
ture, at right end, with a group 
renewing friendships in the stock- 
enclosed “convention hall.” Others 
include N. H. Bundy Jr. of Norfolk, 
Fred Losch of Los Angeles, David 
Kritzer of Amarillo, and Al Dunlap, 
Dallas district manager for Arm- 
strong. 

Edgar B. Sterrett Jr. is the assist- 
ant manager of the new Armstrong 
bureau of jumber dealer merchan- 
dising. He and Huffman held com- 
parable positions formerly in pro- 
motion and sales training. 

Seen in the top picture are past 
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and present Southern members of 
Armstrong’s Wholesaler Policy Com- 
mittee, a five-man advisory group. 
From left, the distributors are J. M. 


Hagood of Charleston, S. C.; new 
member M. E. Pipkin Jr. of Miami; 
N. H. Bundy Jr. of Norfolk, and 
W. D. Bates of Monroe, La. 
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A BETTER LINE BRINGS IN 


BIGGER RESULTS 


ALENCO SINGLE 
HUNG ALUMINUM 
WINDOWS 


ALENCO DOUBLE 
HUNG ALUMINUM 
WINDOWS 


Designed for beauty — 
Engineered for permanence 








More and more Sash and Door Jobbers and Wholesale 
Building Material Companies in the South and Southwest 
are swinging to Alenco, the best line you can stock for 
faster turnover — bigger profits. Immediate delivery in 
our Own vans enables you to enjoy a larger volume 
business from a smaller inventory. ALENCO JR. 
America’s most economical 
quality single hung alum- 
inum window — priced in the 
same range as wooden 
windows. 


For bigger and better sales in the year 
ahead, it will pay you to stock Alenco’s 
complete line of products now. Write today 
for the complete Alenco story. 


SOLD ONLY THROUGH DISTRIBUTORS 


ALBRITTON ENGINEERING CORPORATION 
2501 WROXTON RD. HOUSTON 5, TEXAS BRITT SLIDING 


; GLASS DOOR 
Ves As new as tomorrow — 
G) OD We) designed and engineered 


gist with the “Forward Look.” 


— Materials, Constiee 
awMa testi Speeead A Tatitteation reqaite 
vee. ee entened 0 PirTseuece Testine 
‘wunpow MANUFACTURERS 
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MOVING UP 
im the industry 





Tectum Corp. ... E. W. DouGLass 
has been promoted to the newly- 
created position of director of mar- 
keting. R. D. ALBYN succeeded Doug- 
lass as general sales manager. J. 
SCHLEGEL has stepped up to the po- 
sition of manager of sales services. 
United States Plywood Corp. . 
ALFRED W. TEICHMEIER has been ap- 
pointed to the newly-created post 
of sales manager of hardwood ply- 
woods. Teichmeier was formerly 
manager of the Burnside, Chicago, 
Ill., branch. He has been with U. S. 
Plywood for 16 years. 

Lamson Mobilift Corp. ... JOHN L. 
BALDRIDGE has been transferred to 
district manager of the Southern 
region, with headquarters in At- 
lanta, Ga. Baldridge was previously 
district manager of the Dallas office 
for this manufacturer of industrial 
trucks. 

The Crane Co... . JOSEPH W. GREENE 
has been elected vice-president of 
sales for this Chicago manufacturer 
of valves, fittings, plumbing and 
heating equipment. Greene, who 
moves up from his post as director 
of industrial sales, has been with the 
Crane Co. since 1936. CHARLES W. 
LOVELACE, manager of the company’s 


CHASE C, COFFEY has been appoint- 
ed Southern factory representative for 
the Paine Co. of Addison, Ill. He will 
work with Paine representatives in At- 
lanta, Charlotte, New Orleans, Hous- 
ton, San Antonio, and Dallas. A gradu- 
ate of the University of Illinois, Coffey 
was associated with the Celotex Corp. 
before he joined Paine in January. 
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valve and fitting department suc- 
ceeds him. 


Kentile, Inc. ... DONALD H. UFFINGER 
has been appointed general sales 
manager for this manufacturer of 
resilient tile flooring. Uffinger, who 
has been associated with Kentile 
for ten years, was formerly division- 
al sales manager in charge of the 
Cleveland office. 


Youngstown Kitchens .. . This 
manufacturer of steel kitchen cabi- 
nets, a division of American-Stand- 
ard, recently named C. D. ALDERMAN 
as president, MicHAEL L. ONDO as 
vice-president in charge of sales, 
and A. D. LEMONTE as director of 
market research and product devel- 
opment. Alderman succeeds GEORGE 
E. WHITLOCK, who will continue as 
division consultant and as a director 
of American-Standard. 


Ceco Steel Products Corp. , 
ELMER T. GUSTAFSON has been ap- 
pointed vice-president and general 
sales manager of this producer of 
steel products. Replacing him as 
vice-president in charge of the 
structural steel products division is 
GErEorGE R. WERNISCH, former Eastern 
regional manager. 


O’Brien Corp. .. . WILLIAM Morris 
has been appointed general man- 
ager of the Oklahoma City plant 
for this manufacturer of paint, var- 
nish, and lacquer. Morris had been 
with O’Brien at Ft. Wayne, Ind., 
for 11 years. His father served as the 
company’s general sales manager for 
40 years. Bup BeErc continues in his 
post as plant superintendent. 


Yale & Towne Manufacturing Co.... 
WILLIAM H. Matuers has been elect- 
ed a vice-president and secretary of 
this New York manufacturer of 
hardware and material - handling 
equipment. Mathers has served on 
Yale & Towne’s board of directors 
since 1952, and has handled the cor- 
porate legal affairs of the company 
since 1950 as a partner of Milbank, 
Tweed, Hope & Hadley. 


Federal Housing Administration .. . 
W. Howes MeEabpe of Lexington, Ky., 
is zone operations commissioner for 
Zone III of FHA. He will supervise 
FHA’s loan insurance operations in 
eight Southeastern states, Puerto 
Rico, and the Virgin Islands. Meade 
succeeds ALBERT E. JOHNSON, who 
was named head of the FHA office 
in Indianapolis. 


Baldwin-Hill Co. . . . RaymMonp F. 
GOEKE has been appointed general 
sales manager of this Trenton, N. J., 
firm. Goeke formerly served as gen- 
eral sales manager of the building 
materials division of this national 
manufacturer of spun mineral wool 
insulating building products. HaRoLp 
WITTKOP succeeded Goeke in the 
latter position. 


NLMA Appoints Doyle 
Executive Vice-President 


MORTIMER B. DOYLE of Chicago, 
above, has been elected executive 
vice-president of the National Lum- 
ber Manufacturers Assn. He succeeds 
Leo V. Bodine, who recently resigned 
to become a vice-president of the 
Diamond Match Co. 

As NLMA’s chief administrative 
executive, Doyle will be responsible 
for the association’s headquarters in 
Washington, D. C., and its field offices 
in New York, New Orleans, Chicago, 
and San Francisco. 

Doyle comes to the lumber post 
from his position as manager of 
Midwest operations of the National 
Association of Manufacturers. He 
joined NAM in 1947 after holding 
executive positions in the communi- 
cations and heel manufacturing in- 
dustries. He is an alumnus of the 
Industrial War College. 

Factors responsible for the grow- 
ing popularity of one-story wood 
schools comprised the main topic 
at the spring meeting of the board 
of directors of the National Lumber 
Manufacturers Assn., May 13-15, at 
the Statler Hotel in Boston, Mass. 


Architecture Exhibition 


The development of American 
architecture over the past century 
will be illustrated in a photographic 
exhibition running to July 15 at the 
National Gallery of Art, Washing- 
ton, D. C. 

The first large-scale architectural 
display and one of the largest tem- 
porary shows ever held at the Na- 
tional Gallery, the exhibit will occur 
during the Centennial Celebration 
Program of the American Institute 
of Architects in the nation’s capital. 
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New ° 


- TEAR TAPE 
FOR EASY 


OPENING! 


First to introduce the handy Nail Caddy, Atlantic Steel 
ZIP... ANDTHE (2 Company is first again with another great advance in 
TOP COMES OFF! 8 = % nail packaging. 
The Nail Caddy now comes with a built-in tear tape that makes 
it easy to open. 
Nothing else has been changed. It’s the same sturdy, reinforced 
fiberboard container, easier to handle, store, display, and use. 
Order DixisteEEL Nails in the new Nail Caddy with the con- 


venient tear tape. 


MAKERS OF 


ATLANTIC STEEL COMPANY | 


P.O. BOX 1714 e ATLANTA 1, GEORGIA e TRinity 5-3441 
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Tensulate spun mineral wool insulation... 


A DIVISION OF THE CHEMICAL, 
PAINT AND METALLURGICAL 
DEPARTMENT OF 


MERRITT-CHAPMAN AND SCOTT 


PRODUCTS & CHEMICAL cailamana 


NASHVILLE, TENNESSEE 
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TENSULATE 


Foitost dolivery ix Dinio! 


.. ,another reason it pays to sell 


E’VE gone one better than the 

Colonel’s steed by offering 
moment’s-notice truck delivery of 
Tensulate spun mineral wool and 
Tensulate perlite within 300 miles 
of Nashville. 

Spun mineral wool, in granulated, 
full-thick, semi-thick or nominal batts, 
fully paper enclosed or aluminum foil 
reflective, is the ideal insulation to 
stock for profit. Attractively pack- 
aged in extra strong tubes or bags 


for economical handling and storage. 

Tensulate perlite is the lightweight 
aggregate contractors are asking for. 
One aggregate is suitable for plaster 
and lightweight concrete. Special 
transit mixer aggregate insures high 
yield for “ready mix” operations. 

Stock both Tensulate mineral wool 
and Tensulate perlite... for rising 
sales, higher profits. Send the coupon 
below for complete Tensulate litera- 
ture and prices. 


Nothing beats Tennessee’s service in Dixie! 


and Tensulate perlite for plaster or concrete... 


“malt ony, 


Name 


{) Tensulate Spun Mineral Woo/ 
Have your representative cont 


on eolame 
fireproofing 
costs 


TENNESSEE PRODUCTS & CHEMICAL CORP. 
Nashville 3, Tennessee 
Please send complete information on 


Tensulate Perlite 


act us 





Title 








Company 


quality building materials 


pe Ww : — aa 


| 
| 
| 
| 


Address —— 
City 








| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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Sales idea that works: 
the beauty of windows 
in lasting wood! 


Man to man, here’s some girl talk to help you sell more windows. 


For, whether you're talking to a home builder or home buyer, you know it’s 
the girl who says yes on a particular home. 

And to her, the most important things in a home are her kitchen—and beautiful 
windows. Give her a kitchen with Andersen WINDOWALLS and she'll love it. 
Perhaps Andersen Casements, like these, that give her a view... swing outward 
at a fingertip touch... yet close weathertight. 





WINDOWALLS with the warm beauty of wood, in keeping with the new trend 
toward paneled kitchens. Wood, so she knows she’s in a home, not an institution. 
Wood, the natural insulator, toxic treated by Andersen against moisture, rot, 
termites. 

Arm your builder-customers with those sales points. Use them yourself when 
you talk to buyers. And see how you close those sales. 

For full information on all types of Andersen Wood Window Units, see your 
WINDOWALL distributor or write direct to Andersen. 


Andersen Windowalls are quien 


available from complete stocks of these distributors: 


ALABAMA MISSOURI 

Birmingham Sash & Door Co. Birmingham American Sash & Door Co. Kunsas City 
FLORIDA Huttig Sash & Door Co. S/. Louis 
Huttig Sash & Door Co. Jacksonville Toombs & Co. Springfield 


GEORGIA NORTH CAROLINA 
Huttig Sash & Door Co. Atlanta Huttig Sash & Door Co. Charlotte 









KANSAS 
Rock Island Wholesale Co. Wichita 
United Sash & Door Co. Wichita 


OKLAHOMA 
General Sash & Door Co. Tulsa 







KENTUCKY TENNESSEE 
Huttig Sash & Door Co. Louisville Huttig Sash & Door Co. Knoxville and Nashville 


Weyerhaeuser Distributing Yard Louisville Memphis Sash & Door Co. Memphis 















LOUISIANA TEXAS 


Davidson Sash & Door Co. Davidson Sash & Door Co. Austin 
Alexandria, Lafayette, Lake Charles 


New Orleans Sash & Door Co. New Orleans 
United Sash & Door Co. Baton Rouge VIRGINIA 


Huttig Sash & Door Co. Dallas 


MARYLAND Huttig Sash & Door Co. Roanoke 


Morgan Millwork Co. Baltimore Morgan Millwork Co. Arlington 
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Gil DATA 


RELEASED BY UUi-O-WAL 


Independent Study Now 
Available to Industry 


In an effort to obtain pertinent 
information as to how joint re- 
inforcing actually affects the 
strength of masonry construc- 
tion, Dur-O-waL sponsored a 
program of research carried on 
by the Research Foundation of 
the University of Toledo in 
1956. The study was designed 
to provide data on the following 
items: 

1. The relative lateral strength 
of walls constructed with var- 
ious types and amounts of re- 
inforcing. 

2. The relative effectiveness of 
various types and amounts of 
reinforcing used in walls laid 
up with mortars of widely vary- 
ing strengths. 

3. The effect of deformation in 
the side rods on the bond in 
both weak and strong mortars. 


4. The effect on bond of the 
joints formed by the side rods 
and cross rods. 

5. The effect of deforming on 
the strength of the side rods. 


A total of 39 walls, 9’-4" x4’ 
were built and tested. More 
than two dozen tension tests 
were made on plain and de- 
formed wires; 80 pull-out tests 
were made to determine bond 
characteristics. 





Guide for Comparison 








Three points of importance in 
comparing quality — 
1. Weight of material 

a. Comparison of actual 
weight per 1000 lineal 
feet. 

b. Flexural strength in re- 
lation to weight of 
steel in wall. 

Deformation 

a. Report of tests 

Mortar Locks 

a. Report of comparative 
tests 


Dur-0-wal Distribution 


More than 8,000 dealers stock 
Dur-O-waL, which is distributed 
in key markets throughout the 
United States. It is readily 
available in your area now. 





Widening Design 
Horizons 


By scientifically combining steel 
with concrete, architects are 


provided with new freedom of | 


design and new economy of 
construction. 
signed to fill a basic need for an 
economical, fabricated _ rein- 
forcing member for masonry 
walls. You are invited to send 
for your copy of the research 
findings to learn how this truss 
design member provides su- 
perior lateral and horizontal re- 
inforcing. 


Adequate Manufacturing 
Facilities 


Dur-O-waL is manufactured by 
the Dur-O-waL Division, Cedar 
Rapids Block Company, Cedar 
Rapids, lowa; Dur-O-waL Prod- 
ucts, Inc., Box 628, Syracuse, 


N.Y.; Dur-O-waL of Illinois, 
119 N. River Street, Aurora, 
Illinois; Dur-O-waL Products of 
Alabama, Inc., Box 5446, Bir- 
mingham, Alabama; Dur-O- 
waL Products, Inc, 
Lombard St., Baltimore, Md.; 
Dur-O-waL Div., Frontier Mfg. 
Co., Box 49, Phoenix, Ariz.; 


and Dur-O-waL, Inc., 165 Utah | 


St., Toledo, Ohio. 





Advertisement 
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Dur-O-waL is de- | 


4500 E. | 


STRENGTH 
for heavy duty 


GRAIN 
for finish beauty — 
you get them both with 


LARCH 


one of the dependable woods 


from the Western Pine mills 


Larch is a strong, beautiful wood that 
can be used ideally for either structural 
purposes or for many types of interior 
architectural woodwork. 


It comes in 3 select, 5 common, 3 
structural, 4 dimensional grades, and 
can be ordered in straight or mixed car 
lots along with other woods from the 
Western Pine mills. 


Get the facts on LARCH. Write 
for the FREE illustrated booklet 
to WESTERN PINE ASSOCIATION, 
Yeon Bldg., Portland 4, Oregon. 


The Western Pines 


and these woods from 
the Western Pine mills 
WHITE FIR 

INCENSE CEDAR 

RED CEDAR - DOUGLAS FIR 
ENGELMANN SPRUCE 
LODGEPOLE PINE - LARCH 


idaho White Pine 
Ponderosa Pine 


Sugar Pine 


. 


ing, grading, 





are manufactured to high standards of 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 
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New FRY 3-D has natural slate dark colored 
top strip, with tabs in your choice of 13 gorgeous 
colors. When brightly colored tabs overlay dark 
slate strip, the black showing through the tab 
cutouts makes the shingles look 3 times thicker. 
Roof has wonderful massive appearance! 


> The most exciting development in asphalt shingle roofing 


since the advent of color! Amazing three-dimensional effect . . . strikingly beautiful . . . 
that shouts “‘A Fry Roof!”’ from as far as you can see it. Prospects look 
admire... then want it. Yes, the new Fry ‘‘Shado-Bilt”’ is its own salesman. 
About all you have to do is tell the home-owner about Fry’s FULL-VALUE 
20-Year Bond . . . and the deal is clinched! 


v> LLOYD A. FRY ROOFING COMPANY 


World's largest manufacturer of asphalt roofing and allied products— 
19 roofing plants strategically located coast to coast 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 
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“EVERYTHING HINGES ON HAGER !." 


a & am 
hol 
C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. HAGER #@ 


Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 











HINGES 
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Your builder customers will go for 
this easy-to-demonstrate shingle 


..- - the New FLINTKOTE 
self-sealing, 
hurricane-resistant 


Now you can offer builders and applica- 
tors an exciting new idea in an asphalt 
shingle. A shingle loaded with special ad- 
vantages... special selling points for you 
and your customers. 

You can convincingly show customers 
how SEAL-TAB* provides the easily 
demonstrated self-sealing, hurricane-re- 
sistance that really impresses home 
buyers and home owners. 

You see, each SEAL-TAB shingle has 
a special adhesive on the underside of the 
butt. The sun’s heat bonds the SEAL- 
TABS together to produce an integrated 


7 
BUILDING 
MATERIALS 


Oniginaifor 


roof... so tightly bonded that even 
hurricane winds can’t lift a tab. 

In SEAL-TAB, you can offer a variety 
lors. A 


ands for 


of specially handsome, pleasing c 
shingle backed by a name that st 
extra years of service: Flintkote, orig- 
inator of the asphalt strip shingle 

Ask your Flintkote representative to 
demonstrate the SEAL-TAB adv 
to you. Or write for complete inf 
Build 


kefeller 


antages 
rma- 
tion to: The Flintkote Company, 
ing Materials Division, 30 Ro 
Plaza, New York 20, N. Y. 


Quick...Easy...and Trouble-free Application 


The SEAL-TAB has an exclusive Flintkote 
Aluminum Strip that retards the action of 
the adhesive until it is needed. It keeps the 
shingles free in the bundle . . . they don’t 
have to be broken apart on the job. A 
SEAL-TAB roof is quick, easy and eco- 
nomical to apply. 


f The LA, intkote Com ipany, Patented— 
so patent pending. 


*4 trademark o; 
U. S. Patent 2,210,209— 





of the peclrdeed 


coun aie o 
$” Guaranteed by > 
Good Housekeeping 


oe 
<r as apyennisto HS 








Any Drain-Cleaning Compound 
can be used SAFELY with 


Sp "" CLAY PIPE 


























SPECIFY 


OCONEE 


Clay Products Company 


MILLEDGEVILLE, GEORGIA 





You’ve seen drain-cleaning compounds 
sizzle and foam as their caustic corrosive 
chemicals react together. Perhaps you've even 
seen some types of won-clay pipe that 


were eaten away by these compounds. 


But Vitrified Clay Pipe is completely 
unaffected by these chemicals—in any con- 
centration, and in any quantity. At the 

Clay Pipe research laboratories in 
California, production-line samples of Clay 
Pipe were soaked for weeks in concentrated 
solutions of 10 different drain-cleaning 
compounds. Result? Every section of Clay 
Pipe came through as sound, true, and 


free from corrosion as the day it was made. 


Tests like these have been going on 

for years. You can be sure you're getting 
the latest and best when you use 

Vitrified Clay Pipe. 
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THE PICTURE WINDOW BEAUTY OF RIMCO “VIEW,” IN 
COMBINATION WITH RIMCO VENT, PROVIDES THE 
UTMOST IN EVERY DESIRABLE FEATURE 


PRECISION ENGINEERED — TESTED, PROVEN PERFORMANCE 
] NO ADJUSTMENTS NECESSARY — REMOVABLE SASH 
e PERFECTLY BALANCED — SO VERY EFFICIENT 


THE ULTRA-MODERN REMOVABLE, HORIZONTAL-SLIDING 


the 8 ] G S W | 4 G T WOOD WINDOW UNIT — INSTANT SASH REMOVAL — 
0 MAY BE TRIPLE GLAZED — FEATURES GALORE — VALUE! 


VALUE! VALUE!!! 


A TRULY BEAUTIFUL CASEMENT WOOD WINDOW UNIT — 
AVAILABLE WITH 2° INSULATING GLASS — WIDE SIZE 
RANGE ARCHITECTURALLY CORRECT — COMPARE FOR 
DESIGN 


wooD | DESIGNED 
WINDOW QM ‘for HOUSE time” 


OF SATISFACTION 
e 
YOUR GUIDE TO WINDOW QUALITY 
PS ye 
American W000 WINDOW Institute ) 
comfomms 5S COm. STeOutes 


umireo stare oe / 
- a 


* 
FLOOR 
DISPLAY 
MODELS 
AVAILABLE 
o 


avAbir, 
* rece 











SYMP ANILLWORK COMPANY 


FACTORY DIVISION 
ROCK ISLAND ILLINOIS 


If Rimco Wood Window Units are not available from your Distributor, write Factory Division for name of your nearest source of supply 
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MONARCH MeraL 


For more than a generation MetaLane®, a pioneer 
development by Monarch, has proved its superi- 
ority and permanence in millions of installations in 
every locale and climate. 


The alloyed aluminum, from which MetaLane is 
made, is produced to Monarch’s critical specifica- 
tions for strength, resiliency, formability and 
hardness. When delivered to Monarch and in- 
spected, it is then cleaned and etched to achieve 
its distinctive silvery color. Next step is anodizing 
in an electrolysis of diluted sulphuric acid to give 
it an anodic oxide coating. After rinsing and dry- 
ing, the billions of sub-microscopic pores in the 
aluminum oxide surface are then permanently 
sealed with a lubricant. 


This costly method, similar to Alumilite finishing, 
but supplemented by several Monarch exclusive 
processes, results in the exceptional durability, 
serviceability and beauty for which MetaLane 
is famous. 








ANE weatHerstrip 


The hard, smooth, impervious surface of MetaLane 
weatherstrip provides the ultimate in resistance 
to climatic corrosion®, abrasion and wear®o, 
discoloration and stains. Its clear, lustrous metallic 
finish stays bright and beautiful®, won’t roughen 
or collect dirt®, and in normal usage will protect 
during the entire life of any windows and doors 
on which it is installed. 

Insist that the window and door units you sell or 
buy are equipped with Monarch MetaLane Weath- 
erstrip. Although costing no more, it far exceeds 
any other weatherstrip in efficiency, permanence 
and value. 


» “Anodic Coatings On Aluminum’”’ by F. Keller and J. 
Edwarde, Aluminum Research Laboratories, New Kensington, 
Pa. Iron Age Nov., 1946. 

2?) “Finishes For Alcoa Aluminum,’”’ Aluminum Company of 
America, 1955. 


3) ‘Finishes For Aluminum”’ by R. V. Vandenberg. Machine 
Design, Oct., 1953. | 


MONARCH METAL WEATHERSTRIP CORP. + 6343 ETZEL AVE. + ST. LOUIS 14, MO. 
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CORRULUX DISTRIBUTORS 


ALABAMA 
Birmingham Birmingham Steel Buildings 
Dothan Glass Co 
Kimball Paint & Glass Co 
Mobile Underwood Builders Supply Co 
Montgomery Alabama Steel Buildings 
Pitman Brothers 
Prichard Prichard Glass Co. 


ARKANSAS 
Little Rock Arkansas Foundry 
Binswanger & Co. 


DELAWARE 
Wilmington Budd Metal Co., Inc 
Hires Turner Glass Co 


DISTRICT OF COLUMBIA 
liires Turner Glass Co, 


FLORIDA 
Fort Myers Bob Dean’s Welding Service 
Jacksonville Chaplin- Hobson Co. 
Hull Metal Supply Corp. 
A. C. Ferguson Co. 
Miami Florida Glass & Mirror 
Orlando Acme Glass Co. 
Panama City Panama Glass Co. 
Pensacola Gulf Coast Steel Buildings 
Southern Insulating & Awning Co. 
Tampa Florida Steel Buildings 


GEORGIA 
Atlanta AAA Brands Company 
Atlantic Steel Co. 
Augusta Slusky Builders Supplies, Inc 
Columbus Columbus Glass Co 
Steel Builders, Inc 
Macon Binswanger & Co 
Dixie Metal Buildings 
Savannah Southern Glass Co 


KENTUCKY 
Lexington Central Kentucky Supply Co 
Louisville American Builders Supply 


LOUISIANA 
Baton Rouge Ero, Inc 
New Orleans Karl Hansen Co 
Metal Building Products Co 
Shreveport Binswanger & Co. 


MARYLAND 
Baltimore Rink Building Systems 
Salisbury Heger Enterprises 


MISSISSIPPI 


factories —— os z Jackson Acoustics & Specialties 
- 2 Binswanger & Company 


NORTH CAROLINA 
Asheville Pritchard Paint & Glass Co 
Charlotte Pritchard Paint & Glass Co. 
Durham Pritchard Paint & Glass Co 
Fayetteville Binswanger & Company 
Greensboro Binswanger & Company 
Tidewater Supply Co., Inc 
Raleigh Pritchard Paint & Glass Co 
Wilmington Atlantic Glass Co. 


OKLAHOMA 
Oklahoma City Fiberglass Industries 
Tulsa Braden Steel Corp. 


SOUTH CAROLINA 

Charleston Hts. B. L. Montague Company 
Columbia Binswanger & Company 
Florence Binswanger & Company 
Greenville Binswanger & Company 
Roebuck Roebuck Steel Buildings 


TENNESSEE 

Chattanooga Hale & Wallace, Inc. 

Kingsport Holston Glass Co 

Knoxville Southeastern, Inc. 

Memphis Acoustics & Specialties, Inc 
Binswanger & Company 


TEXAS 
Amarillo Amarillo Plate Glass & Mirror Co 
Panhandle Steel Building Co 
Austin Binswanger & Company 
Beaumont Binswanger & Company 
Corpus Christi Safety Glass Co 
Dallas Binswanger & Company 
Macatee, Inc. 
+ ~~ ~ Banes Co., Inc. 
" ° ort or Binswanger & Company 
IS colors — Corrulux sales are ready-made, a quality product 2 Thornton Steel Co 
iej e e ° ° ouston Binswanger & Company 
Grenitized end nationally advertised and widely distributed. Buie Building Materials Co 
smooth Wilson Building Suppl 


. . , y ‘ 
Farm, residential Thousands of successful installations have proved the Lubbock Avenne Et Saneas Meeiels 


and industrial . : _ ; sidelichts Steel Bilt Products Co 
corrugations industrial need for shatterproof skylights, sidelight Odessa Darhvshire eiack Cumann: Inc 


Flat panels — and flat glazing. Commercially and for residential San Antonio = Howard Kelts 


Samuels Glass Co 


° . : awni _ = Vietori Scott Sales Comp 
also factory-cut construction — decorative canopies, awnings, lumi wen” a Sather Comaane 


wane: ae nous ceilings and partitions are only a few applica- nani 
- ’ ; B i ‘ we Norfolk Building Supplies Co 
tions of this versatile and beautiful translucent 1 al Rinoweneee & Company 
building panel.* Roanoke Binswanger & Company 
P : : WEST VIRGINIA 
There is a Corrulux distributor near you — call him Chaviesine ‘Albied Sinviees, Tan 


~ Parkersburg Wholesale Distributors, Inc 
and learn the Corrulux story. Wheeling Scott Lumber Company 





We take pl e in ing the 
appointment of a new Corrulux distributor 


y gf (@) SOUTHERN STATES IRON ROOFING CO. 
A 4 Savannah, Ga. Nashville, Tenn. 
Miami, Fla. Richmond, Va. 


L:O-F GLASS FIBERS COMPANY, | Peleigh, N.C. Atlanta, Ga. 
P. O. BOX 20026, HOUSTON 25, TEXAS See Ragni Tom 





Louisville, Ky. 








SOUTHERN BUILDING SUPPLIES for JUNE, 1957 For more details on above items, use Coupon on Page 74 








ROOF DECK - INSULATION 
FINISHED CEILING 


A in Lprodact/ 


omerenemenencesem 






SAVE TIME, LABOR, MATERIALS! Big, lightweight 2’ x 
' 8’ units, with modified tongue-and-groove long edges, 
speed installation. Easy to saw, nail. Available in 142”, 
2” and 3” thicknesses for specific degree of insulation 
required. 
VAPOR SEAL TYPE: Celotex Insulating Roof Slabs are 
also available with built-in vapor barrier and exclusive 
vapor seal gasket. 
ALL CELOTEX INSULATING ROOF SLABS are Ferox*- 
processed for effective protection against dry rot and 
termite attack. 


_ FOR SAMPLES, HELPFUL LITERATURE, CON- 
_. STRUCTION DATA, CONTACT YOUR CELOTEX 
| _ REPRESENTATIVE OR WRITE DIRECT. 
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GROWING POPULARITY of open-beam construction increases de- 
mand for this multi-function product. Celotex Roof Slabs feature 
an attractive white factory-finished under-surface and bevel-edge 
that shows off exposed beams to best advantage. Paintable, too, if 
desired. This is the modern way to build. Smart. Better. Cost-cutting. 
And, with Celotex brand, just one product, one application, provides 
rigid, strong structural roof deck . .. comfortable, all-weather insula- 
tion... attractive, finished ceiling . .. plus the performance assur- 
ance of a name nationally known for quality. 





THE CELOTEX CORPORATION + 120 S. LA SALLE ST. + CHICAGO 3, ILLINOIS 
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The Most Complete Window & Door Unit 


MERCHANDISING PACKAGE 


ever offered Building Material Dealers 


Never in the history of windows and doors has a job easier, your volume of business bigger. To 
Southern manufacturer offered its dealers so get the complete story about how you can take 
many complete sales tools. Merchandising aids, part in this effective sales program, contact. us 
product literature, home-owners’ warranties, field and tell us when to come see you. We suggest you 
promotions, newspaper and radio advertisements don’t delay. This is the biggest program in build- 
... everything conceivable to make your selling ing materials history! 


Vter0 wre some of the saber hele 


Store Displays Newspaper Ad Mats 


In one compact, attention-getting Effective newspaper advertising 

floor display you can show your mats are available free for local 

builder-customers the National promotions. These mats combine 

window and door units that are a strong home-owner appeal with 

engineered for every opening in a hard-hitting sales message. They 

the house. Small, removable are available on the most popular 

samples of each unit manufac- window, r and closet-front 

tured by National are attached units. 

to this self-supporting display. 

These are operating models con- RADIO COPY IS SUPPLIED FREE, ALSO 
taining all the outstanding features of the National line. 


em Home-Owners 


Warranty 


catalog sheets on panel windows, : To back up your sales 
double-hung windows, closet c : <=="- 4\ of National Woodworks 
fronts, awning windows and door a | a Window and Door Units, 
units list advantages and practical * #7 4 eek ~ home-owners’ warranties 
applications of these units. Com- SIs are issued guaranteeing 
plete specifications and details ; good workmanship and 
will appeal to architects, builders, cf materials. Builders and home- 
contractors. Space is left on the owners know what they are getting and know that the 
back of each for your name imprint, making these pieces factory stands behind its products. There’s no doubt 
ideal for handouts to prospective customers. about National’s quality and you will find it easy to sell. 


Attractive, two-color folders and 


Catalog Folders Rows aS 


Sales Training Meetings 

National will work with you in training your sales personnel, in holding sales meetings 
for your own staff. Trained National representatives will work with your people in 
conducting field or store meetings for your customers. For technical training, plant 
training schools are being held at the National factory. 


INCREASE YOUR UNIT SALES BY TYING IN AS A NATIONAL MERCHANDISER. 
WRITE OR WIRE FOR A FACTORY REPRESENTATIVE TO GIVE YOU COMPLETE DETAILS. 


National Woodworks manufactures a window and door unit 
for every opening in the house. 


NATIONAL WOODWORKS, INC. 


2201 29TH AVENUE, NORTH BIRMINGHAM 7, ALABAMA 





5 REASONS T0 
ba /// HOMASOTE 


the weatherproof insulating - building boards 
> 


E ASSOCIATE with Banking, the idea of valuables— 
money, stocks and bonds, deeds, insurance policies, 
jewelry. These are articles of dependable value which the 


banker keeps safe for us—against our needs. 


In the present building market—with its ups and downs— 
the builder and the dealer will do well to consider and weigh 
the dependable value of the building materials they handle. 
Doubly important is their involvement and investment in the 
bread-and-burtter, $21-billion modernization market. If they 
work with known quantities, they can protect themselves 


against costly surprises. 


QUALITY 
is one of the yardsticks of dependable value. As the makers of 
Homasote, we are not suggesting that Homasore Boards are 
so precious they require storage in bank vaults. We can estab- 
lish Homasote quality with one simple fact...there are no 
storehouses at the Homasote Mill. Winter or Summer, any 
Homasote on hand is stored outdoors—as it has been for 42 
years. That is why Admiral Byrd could build Little America 
with Homasote—and find the material “as good as new” 16 
years later. That is why you can use this true “outdoor board” 
for exposed exteriors as safely as for the finest interiors. 
Homasote can wait weeks, months, or years to be painted, if 
need be. That is why leading architects and builders now 
specify this top-quality product for their top-quality homes. 


All Homasote Products are Quality Products —born of almost 
half a century of American pioneering. They have stood the 
test of time—and of every kind of climate and weather con- 
dition. They are made—each piece individually molded —by 
careful, scientific engineering. Every end use is the result of 
extensive research, backed by the experience of satisfied users 
over periods as long as 40 years. 


Homasote Products are usually cheaper applied—always 
cheaper in the long run. And—Homasote always stands back 


of its products. 
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KNOWN POLICIES 


There was once a bank president who said, “I keep my desk 
in the bank’s front window. The least I can do is to let the 
customers and the stockholders know where I am at all times.” 
Similarly, you always know where Homasote stands. 
Homasote’s business policies are known policies— made clear 
to all by every Homasote Representative, frequently reaffirmed 
in writing by Homasote Management. Whether it is a matter 
of allotment, distribution methods, or discounts, there are no 
variations. By this adherence, the interests of the retailer and 
the distributor are just as fully protected as are the interests 
of Homasote Company. 

In essence, you can feel that your trading in Homasote Prod- 
ucts is a dependable lifetime investment—the kind of business 
and the kind of security on which there is never any buying 
or selling on margin, never any under-the-table dealings. 


[ 














DEPENDABLE PRICES 


There is no greater proof of known policies than dependable 
prices. Over the past 20 years, Homasote prices have slowly 
increased by 40%; the prices have never receded. In the same 
period, many other products have gone up in price by some 
70%; this increase was on a fluctuating and frequently unpre- 
dictable basis. The end result is that no retailer or distributor 
of Homasote has ever bought at a given price and found, 
the next day, that the price had been cut. 
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WIDE RANGE 


Given quality and dependability, a wide range of products becomes an 
asset—to the dealer, the distributor, and to the manufacturer. One stand- 
ard of research, field testing, and know-how goes into every product. 
The multiplicity of products and applications enables you to place com- 
bination orders with one manufacturer—on the basis of true economy. 


SHEATHING — The famous Homasote 
One-Man Sheathing, in 2’ x 8’ 
V-jointed panels, is in a class by 
itself. In sizes up to 8 x 14’, 
Homasote '%,’’ Big Sheets are the 
economical sheathing materials for 
all types of finished exteriors. 


WALLS — Standard Homasote (with 
linen finish) is available in 2 thick- 
nesses and 17 stock sizes—for inte- 
riors and exteriors. Striated and 
Wood-textured Homasote panels are 
available in 3 widths, for decorative 
use inside or out. 


ROOF DECKING—Homasote Type RD 
comes in 2’ x 8’ slabs, in 4 thicknesses. 
Properly applied, these panels sup- 
port shingles, tiles, built-up roofing, 
or 4” of lightweight concrete. 


SIDINGS—A beautiful exposure of 
either 10” or 14” is provided by 
economical, durable Homasote Bev- 
eled Siding. Now also available is 
Homasote grooved vertical siding 


for strikingly modern designs. AIR-COR PANELS—Scientifically en- 


gineered to overcome condensation 
problems under roofing, these multi- 
layer panels use Nature’s own prin- 
ciple of weather-air ventilation to 
draw off moisture — reduce heating 
and cooling costs as well. Wilson 
Air-cor panels also make excellent 
sound-deadening partitions. 


UNDERLAYMENTS — 3%” Resilbase 
and %%’’ Homasote Underlayment — 
both in 4’ x 4’ sheets—are resilient— 
for walking comfort and for the 
longer life of quality floor coverings. 
Resilbase takes the place of a pad 
under wall-to-wall carpeting. 








AIR-FLOAT CONSTRUCTION — SOFFITS 


“Continuous dry-wall 
tion” is at last 

ceilings— with the Wilson Air 
float method. Homasote 
are suspended fr 


panels 


ceilings, 


SOFFITSOTE — This grooved 
soffit material—another Air- 
float application — is the 
answer to the soffit prob- 
lem. Soffitsote matches the 
modern design of large 
overhangs — eliminates the need for 
boxing the rafters for support. 


= 
eas stilted 
AIR-FLOAT 


joists, rafters, or collar beams, 
with great economies in labor 
and materials. 


PRECISION-BUILT CONSTRUC- 
TION—When you want to sell the 
whole house—or the 
of the pieces 
this research-tested accomplish 
ment in prefabrication. By the 
Precision-Built System, $36-million 
of housing has been built—in record time—with quality unquestioned. 


arts instead 
you can rely on 


SUPPORTING YOUR EFFORTS 


The Homasote Estimating System gives you the means for esti- 


mating the cost whole house in less than one hour. The 
68-page Homasote Handbook gives you complete, practical detail 
—the know-how 
Easi-Bild* Pattes 


to turn (on the average) 


f construction—for every part of the house. 
for the do-it-yourself market—enable you 
an initial investment of 52¢ into a 


profit of $35.36 tion pictures are available for your use on 


basic construction, 1o-it-yourself projects, on the rich Christ- 


mas figure market. Sales literature for use with consumers, archi- 


} 


tects and builders, is supplied for every line. This is practical 


literature with fication data, application instructions and 
blueprint detail. Homasote’s nationwide advertising reaches con- 


sumers, architects Iders, dealers, and the farm market. 


We invite you t a special meeting with a Homasote Repre- 


sentative. Let hi ou re-appraise the present building mar- 
ket; let him s| n detail and with facts, figures, and films, 
why you have five good reasons to bank on Homasote. 


*T.M. Reg. Easi-Bild Pattern Company 


HOMAS OTE ecomeany, reenton 3, NEW JERSEY 


IN CANADA: TORONTO, ONT. 


SOUTHERN BUILDING SUPPLIES for JUNE, 1957 


P.O. Box 35, Station K - 


MONTREAL, P.Q P.O. Box 20, Station N 


For more details on above items, use Coupon on Page 74 
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LOGAN-LONG presents 


A NEW CONCEPT IN ROOF PROTECTION! 


TESTED AND PROVEN, WE CAN NOW OFFER 
YOU THE ULTIMATE IN SELF-SEALING SHINGLES 


PERMA-WELD 


Foil separator strip pre- 
vents sticking in bundle. 


Adhesive spots 
protected by foil 
remain fully oper- 
ative under the 
warmth of the sun 
to make a perfect 
seal. 

















ADVANTAGES OF PERMA-WELD 


For the roofer. For the home owner. 


No tapes to strip off and clean up. The foi! stays on. Freedom from worry of damage from high velocity 


: ‘ , : ’ winds. 
No reversing or turning over shingles during applica- 


tion. Use them just as they are packed in the Beauty of design. No tricky patterns just architec- 
bundles. turally correct straight lines. 


No sticking in the bundles. The foil separator does Beauty of color. A choice of the most modern 
the trick. pastels and white. 


No moisture trapped between shingles. Frequent Long-Life on the roof, backed by over thirty-five 
openings between the adhesive spots allows easy years of specialized experience in the manufacture 
drainage. of asphalt roofing. 


THE LOGAN-LONG COMPANY 


6600 S. Central Ave. Dixie Terminal Bldg. First National Bank Bldg. North First Street 
Chicago 38, Ill. Cincinnati, Ohio Birmingham, Alabama Fulton, New York 
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The Wholesaler 
Plays Vital Role 


“SPEAKING AS A DEALER.” Paul Ely, president 
of the National Retail Lumber Dealers Association, 
recently told Florida dealers, ‘‘the first important fact 
for dealers to accept is the fact that any producer or 
distributor has the right to sell anyone he chooses. 
Carrying this thought to the industry (producer, dis- 
tributor, and dealer) we must realize that sales vol- 
ume belongs legally to no one. 

“Under our system of free enterprise, the distribu- 
tion of any product will inevitably flow through the 
outlet or outlets that set up the most effective sales 
and service outlets.” 

Due to the fast increase in the number of products 
handled by retail lumber and building supply dealers 
— and in the number of manufacturers offering 
them, the wholesaler is now more essential than ever 
before. Whether classed as distributor, jobber, or 
wholesaler, he belongs in the chain of distribution of 
lumber and other building materials because of the 
essential functions he performs. 

Our pattern of distribution has been established for 
the movement of lumber and other building materials. 
A few ‘“fast-buck boys,” of course, will always be 
around. But it does no good to get upset about their 
doings or to cuss them out, for no rule or system is 
completely perfect. 

The answer lies in each factor of our industry har- 
moniously working with the other groups that make 
our distribution system the finest in the world. 

For efficient distribution, we believe that each 
segment of the industry must be honest with the 
other. The manufacturer must have confidence that 
the wholesaler and retailer are doing the best possi- 
ble jobs for him. The wholesaler, in turn, must have 
confidence in his suppliers — and also in the retail 
dealer. Finally, the retailer must respect the integrity 
and value the services of both the wholesale distribu- 
tor and the manufacturer. 

In the expansion of our standard of living to even 
greater heights, the manufacturer, the wholesaler, 
and the dealer each serves a good purpose in moving 
materials from factory to end-use. With the whole- 
saler at work in the service of both dealers and manu- 
facturers, he efficiently and economically channels 
orders and deliveries between the hundreds of manu- 
facturers and thousands of dealers. 


below show the vital role that the 
in orderly distribution of building 


The diagrams 
wholesaler plays 
materials. 

BUILDING MATERIAL MANUFACTURERS are 
served in these important ways by the wholesaler. 
He takes over the cost of warehousing, hauling, stor- 
age, handling, billing, credit, and sales. This means 
for the manufacturers lower inventories, fewer ac- 
counts to handle, saving on collection costs and credit 
losses, and saving on cost of sales and deliveries. 

The wholesaler is permitted by his frequent trade 
contacts to know best the local market conditions and 
buying habits. He has great influence over brand 
choices, introduces new items faster, and merchan- 
dises and promotes a supplier’s line. 

IMPORTANT WAYS DEALERS are served by the 
wholesaler include immediate availability of stocks, 
faster deliveries, one source of many items, saving 
on warehouse space, less money tied up in inven- 
tories, less “paper work,” simplified purchasing, lower 
transportation costs, emergency service, assistance in 
introducing new products to personnel and customers 
— and in making special sales. 

This efficient teamwork helps eliminate wasted 
effort, exorbitant cost, unnecessary delays, and slow 
turnover. By drawing on the wholesaler’s warehouse 
stock, the dealer frees more working capital for carry- 
ing additional, profitable ‘accounts receivable” and 
for other business needs. Consequently, the dealer 
enjoys a better net profit from faster turnover of 
stocked items with less “headaches.” 

Again, this June, it is a privilege for SOUTHERN 
BUILDING SUPPLIES to spotlight the functions and 
activities of the wholesaler in the distribution of 
building materials from the producer to the retailer. 





10 MANUFACTURERS 10 DEALERS 


1 
JOBBER 














Why we sell only to 
Retail Lumber Dealers 


By W. O. PALMER, Exec. Vice-President 
Rounds and Palmer Company 


»» The answer to the above ques- 
tion is rather self-evident to the 
writer. Yet in attempting to create 
a short and pertinent answer, fac- 
ets of history and our modern 
society must be examined. Per- 
sonal and _ business satisfaction 
must be included in the answer. 
And, finally, economic needs must 
be emphasized. 

It is our policy to sell only to 
the retail lumber dealer — that 
is a true and correct answer. But 
it does not tell why the policy, 


Texas salesmen of the Rounds & Pal- 
mer Company are seen above. From 
left, they include Carroll Woldt, 
Raford Cade, Cecil Williams, George 
Mullins, and Ross Morgan. The Dallas 
warehouse of this “strictly wholesale” 
firm is shown at right. This jobber 
has another big, well-stocked ware- 
house in Fort Worth. 


so let’s start at the beginning. 
The Rounds & Porter Lumber 
Company was originated as an 
Oklahoma corporation in about 
1900. In 1918, with building mate- 
rials difficult to obtain during the 
First World War, the Rounds & 
Porter Lumber Company establish- 
ed a practice of buying carloads of 
materials in excess of its require- 
ments, and dividing these mate- 
rials with other lumber dealers 
in the Altus and Tulsa areas. Out 
of this arrangement, wholesale 


distribution warehouses later were 
established throughout Kansas and 
Oklahoma, known as Rounds & 
Porter Company. 

In 1947, Texas was chosen as 
an area with a year-round build- 
ing season, aggressive and deter- 
mined business people — a state 
with an unlimited future. The 
Rounds & Palmer Company was 
incorporated under Texas laws. 
Within 10 short years, the Rounds 
and Palmer Company has ex- 
panded into two modern Texas 
warehouses; one on a new site in 
Fort Worth, and the other on the 
original site in Dallas. 

This growth can be attributed 
once again to the original guiding 
principle of the company: serving 
the retail lumber dealer. Being 
retail lumber dealers originally, 
we knew well enough the mer- 
chandising and warehousing prob- 
lems of the retail lumber dealer. 

Through these years there has 
been a definite need for a central 
warehouse stock of building mate- 
rials available to the retail dealer. 
The need is even greater today. 
The many colors, styles, and sizes 
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COLEMAN 


DICK PALMER 


ROUNDS 


Texas warehouse managers of the Rounds & Palmer Company and the senior 
officers are seen above. Ray Coleman is manager of the Fort Worth warehouse. 
John R. (Dick) Palmer is manager of the Dallas warehouse. Ralph M. Rounds 
is president of the Dallas firm. The author of this article, W. O. (Bill) Palmer 
is president of the Fort Worth subsidiary and executive vice-president of the 


Dallas company. 


of the vast amount of commodi- 
ties now manufactured — and in 
demand by the public — become 
serious retail problems. The re- 
tailer can warehouse a tremend- 
ous inventory of building sup- 
plies and thereby destroy the 
advantages of the ever-important 
inventory turnover. 

This inventory turnover is more 
easily controlled when the serv- 
ices of a jobber are used. There 
is a definite need for a jobber to 
perform these functions. We elect 
to sell our merchandise only to 
the retail lumber dealer for one 
can not profitably go in two direc- 
tions at the same time. 

Our company travels five sales- 
men out of the Dallas, and Fort 
Worth warehouses. They are high- 
ly-trained specialists in the tech- 
nical and practical aspects of 
building materials and their ap- 
plication. These salesmen help the 
lumber dealer with his day-to-day 
problems concerning the proper 
and economical use of materials. 
They are available at all times 
to assist the dealer on any par- 
ticular large job or project, rela- 
tive to estimates, specifications, or 
special construction details. 

Through the recognized chan- 
nels of distribution — manufac- 
turer, jobber, retailer, and con- 
sumer we consider all contrac- 
tor and consumer sales to be the 
function of the retail dealer. In 
connection with the dealer’s effort 
we offer him assistance in this 
function. It is difficult to justify 
one’s operational position in any 


of these first three categorie 
in any instance a deviation occu! 

In the Texas area served by 
Rounds & Palmer, there are 5 
lumber dealers. Many are contact 
ed by the salesmen, on a close time 
schedule, once a week. The | 
ance are covered every other wee! 
The salesmen’s calls are then f 
lowed by a truck delivery wit! 
two days. Adequate facilities art 
maintained to give special delive 
service, when needed. 

The Dallas and Fort Worth ware 
houses carry a complete and well 
balanced line of materials. Among 
them are many brands that are 
pre-sold through advertising, such 
as Celotex, Flintkote, Kaiser Alu 
minum, Long-Bell, Visador, A & 
Tileboard, and Philip Carey. It 
our responsibility to work closely 
with these manufacturers in the 
sales and educational programs 

Through their literature, san 
ples, specifications, etc., we keep 
ourselves as technically current 
on their products as are their ow: 
salesmen. In this manner we act 
as a liaison between the manu 
facturer and the dealer, serving as 
an economical medium for the dis 
tribution of these materials be- 
tween the manufacturer and the 
retail dealer. 

Some people have made 
tempts to bridge the gap, so to 
speak, and to eliminate segments 
of this channel of distributior 
Rather than to condemn this prac 
tice, it seems sufficient to point 
out that a majority of the nation 
ally known brand-name manufac 
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turers retain their original plan 
of merchandising their materials 
through the jobber. This same 
merchandising policy is gaining 
emphasis among the lesser known 
manufacturers. 

While return on investment and 
inventory turnover, with their 
close relationship, are the _ by- 
words of the retail lumber dealer, 
there are certain justifications in 
buying in carload, or part carload 
quantities. Such orders are for di- 
rect-mill shipments and have no 
relationship to warehouse stock. 
We take pride in offering for sale 
all the products we handle for 
the dealers’ consideration from a 
shovel full to a carload. However 
the lumber dealer wants to buy, 
we stand ready to serve him and 
to give him all the help possible 
in making his decision. 

We stand ready to defend the 
risk and privilege of the dealer 
in conducting his business to serve 
the best interests of his community 
in the way that only the retail 
lumber dealer can best serve it 
We believe the manufacturer-job- 
ber-dealer relationship is the only 
sound economic manner of distrib- 
uting building materials. Such suc- 
cess as we may have been obtain- 
ing during 39 years as building 
materials jobbers, can only be at 
tributed to dealer patronage. 


Architectural Plan 
Reading Course by Mail 


The University of Wisconsin Ex- 
tension Division has developed a 
correspondence course, “Engineering 
406, Architectural Plan Reading,” 
for persons in the construction in- 
dustry without previous training in 
drawing. The course provides enough 
explanation and drill to enable a 
person to understand any set of 
building plans and take from them 
the information he needs. 

“Architectural Plan Reading” was 
prepared under the supervision of 
the University of Wisconsin Exten- 
sion engineering department. As 
there was no available text in this 
field, a study manual was written 
by Alan H. Marks, a registered pro- 
fessional engineer with a Madison, 
Wis., firm. 

The 16 assignments cover general 
discussions of building plans, scale, 
representing an object on paper, 
interpreting drawings, symbols and 
abbreviations, plot plans and _ sur- 
veys, floor plans, elevations, sched- 
ules, architectural sections, general 
details-architectural, structural fram- 
ing, electrical drawings, plumbing, 
heating and ventilating, and spec- 
ifications. 











Wholesaler Swaps Golf 
for Aberdeen-Angus Cattle 


»» Seven years ago, when Harry 
Roell became interested in rais- 
ing cattle, he bought a run-down 
130-acre farm near his home in 
Jackson, Mississippi. He sought a 
diversion from his “exclusively 
wholesale’ Southern Sash and 
Door Company in Jackson. 

Today his herd consists of 62 
head of cattle, entirely registered 
members of the great Aberdeen- 
Angus strain. 

“Until I bought the farm,” he 
said, “I played golf regularly. Now 
my Saturday afternoons — in fact 
all my off-time are taken up 
looking after my farm and herd.” 

When Roell first started in his 
cattle business-hobby, he raised 
cattle of all breeds. But he had 
many losses due to calving, pink 
eye, cancer eye, and dehorning in- 
fections. So it wasn’t long before 
he was concentrating solely on 
Aberdeen-Angus, the hardy black 
cattle that originated in the rough 
country of northeast Scotland. 

There were many reasons for 
his choice. He explained that the 
smooth, blocky Angus has almost 
set the standard for all beef cattle 
in America: in breeding and com- 
mercial herds, in the feedlot and 





42 


at the market. The Angus are 
hornless, disease-resistant, excel- 
lent for cross-breeding, and pro- 
duce superior meat. Angus has 
dominated the championship class- 
es at the International Livestock 
Show ever since it began in 1900, 
winning the clean-sweep grand 
championship in 1954. 

Roell picked a winner. 

But winner or not, his hobby 
is far more expensive than greens 
fees and caddy fares. 

At first, his farm was cared for 
by share-croppers who lived in 
the same neighborhood. He paid 
them by the job. As his herd grew, 





Harry Roell, left, and his herdsman 
Allen Biggers show off Aberdeen-Angus 
triplets born at his Roell Angus farm 
near Jackson, Miss. Roell owns and 
manages the Southern Sash and Door 
Co., Jackson wholesale firm. 


however, he had to hire a man 
to supervise the herd and farm. 
His full-time herdsman, in com- 
plete charge, is Allen Biggers. And 
when additional help is needed, 
Biggers hires labor by the day — 
one, two, or three days a week, 
depending on the job’s urgency. 

Showing cattle is quite expen- 
sive. ‘‘We have shown twice this 
last year,” Roell said. “Once being 
at the Laurel Fair in Laurel, Mis- 
sissippi, where we showed our 
champion bull. But we do not 
intend to go into showing on a 
big scale.” 

Is his hobby profitable? ‘‘Up to 
the present time, it has not been.” 
But the future looks good, Roell 
said. “We have been increasing 
the size of our herd by saving some 
of the better heifers to add to our 
brood cows. With the cattle mar- 
ket depressed as it has been for 
several years, the cost of feeding 
a purebred animal is about the 
same as a grade animal. The re- 
turn for Aberdeen-Angus offspring 
will be three to four times what 
a grade calf will bring. And as 
the grade market rises, the pure- 
bred rises along with it. 

“By using good bulls, we have 
continually increased the quality 
of the cattle in our herd individ- 
ually, pedigree, and family wise 
— the three items considered in 
purchasing a purebred animal.” 

“We hope,” said Roell, “we will 
be receiving an income from our 
Aberdeen-Angus in the near fu- 
ture.” 

If enthusiasm for his unusual 
hobby is a yardstick, Roell is sure 
to reap many profits. 


What Wholesalers and Dealers 
SAY ABOUT EACH OTHER 


INFORMAL surveys by S-B-S of 
the opinions of retailers and whole- 
salers in the South and Southwest 
about each other point up both the 
interdependence of each on _ the 
other, as well as their frustrations 
in an intensifying buyers’ market. 
Here are some of the things that 


“gripe” wholesalers about the way 
dealers do business with them: 
From Tennessee—‘‘Demanding un- 
earned discounts, expecting you to 
stock all types of all things made.” 
5 “They forget too easily the 
value to them of a 100% whole- 
(See WHAT THEY SAY page 98) 
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In Our Store 
Jobber Salesmen Are Always Welcome! 


By J. R. HERRIES 


Assistant Secretary-Treasurer, 
Lingo Lumber Company, Dallas, 
Texas 


» The wholesaler engaged in the 
lumber or building supply busi- 
ness is an important factor in 
any community, in any territory 
he serves. Without him, retail 
dealers would operate under an 
almost mountainous handicap. 

This thought is advanced from 
the viewpoint of our own retail 
business, but it suggests repre- Toby Knight, jobber salesman for Buell and Company of Dallas, at right, above, 
anatve thinking throughout the presents a new cabinet hardware catalog to two Lingo Lumber Company 
PAUSE. Many, many nee bse salesmen, Ward Bell and Robert West. Knight takes every opportunity to main- 
find n not only convenient, but tain contact with the key salespeople of his dealer accounts. 
essential, to take advantage of 
the inventory maintained by the 
wholesalers, or jobbers as they 
are more generally called. 

In a number of items we could jobber salesmen representing etl This is understandable in view 
not possibly stock all the styles cal suppliers are welcome in ou of the fact that, currently, we are 
and colors that are called for. So store. called upon by the representatives 
we rely upon the jobber, his Yet I should hasten to add some of 23 firms, all engaged in whole 
broad inventory, and his service. reservations, for by that stat or part in the wholesale business. 
He maintains this inventory and ment I do not mean come Monday used to be a hectic day 
service for our convenience, and come all, whenever they are it for us, with our store practically 
he also extends to us certain price our vicinity. For we have found overrun with jobber’ salesmen. 
advantages in less than carload that some restraint must be placed This resulted in a great waste 
lots. upon the frequency of calls of time for us as well as many 

For those reasons, I say that jobber salesmen. salesmen, since the majority of 

our purchases are made from only 
a limited number of houses. The 
other salesmen keep coming back 
and, for the most part, keep going 
away without an order. We do 
not encourage them, nor do we 
(See JOBBERS WELCOME page 98) 


Salesman Knight uses his big catalog 
in conference with John L. Martin, 
manager of Lingo Lumber’s hardware 
department. The author of this article, 
J. R. Herries, does most of the buying 
for the Lingo retail firm. Herries is 
seen on our S-B-S cover this month 
welcoming Buell’s salesman on_ his 
regular visit to the Lingo store. 
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SSDJA SURVEY RESULTS— 


Southern Jobbers Add New Products... 
Offer More Door, Window, Metal Items 


Jobbers throughout the South 
are handling more kinds of build- 
ing products now in their efforts 
to help dealers economically meet 
building needs, a survey just com- 
pleted by the Southern Sash and 
Door Jobbers Association indicates. 
Trends in the decline and upswing 
in the demand for certain mate- 
rials are also revealed. 

Upturns are indicated in the 
lines of metal products sold by the 
jobbers. Downturns are obvious in 
jobber sales of asphalt and asbes- 
tos roofing and siding, and in cer- 
tain insulation board and_hard- 
board materials, as more dealers 
either buy pool cars or mixed cars 
directly from the factory. 

In the products survey. 147 job- 
bers in 19 states reported on which 
of 144 different kinds and types of 
building products they now handle. 

These results compare with re- 
sponse by 124 jobbers in the same 
area on 91 items listed by the 
SSDJA in February ’54. States 
covered in the periodic product 
surveys include Kansas, Okla- 
homa, Texas, Alabama, Louisiana, 


Mississippi, Arkansas, Indiana, 
Kentucky, Missouri, Tennessee, 
Maryland, District of Columbia, 


Pennsylvania, Virginia, Georgia, 
the Carolinas, and Florida. 
Here’s the rundown on classes 


Dallas, Tex., headquarters and ware- 
house of the U. S. Plywood Corpora- 
tion are pictured here. Occupied a 
year ago, the plant has 6,000 square 
feet of office space and 42,000 feet 
of warehouse space. The ceilings are 
18 feet high to permit tall stacking of 
plywood and other materials by fork- 
lift trucks. The great increase in job- 
bers handling both soft and hard ply- 
wood is revealed by the SSDJA survey 
reported on these pages. 


a4 


and types of building products in- 
cluded in the SSDJA survey this 
year for the first time. Percentage 
of jobbers handling item: 

Floor maintenance products, 
27%. 

Stove hoods, 20%. 

Accordion folding doors, 29°. 

Patio doors: steel, 13°; alu- 
minum, 46%. 

Sliding doors: KD frames, 57%; 
packaged hardware, 52%; assem- 
bled units, 53%. 

Fireplace units, 27%. 

Building paper, 47%. 

Steel products: fence, 24°; posts 
and gates, 22%; smooth wire, 23° 
poultry netting, 24°; reinforcing 
barbed wire, 


0, 
bars and mesh, 279%; 
24%. 

Cabinet hardware, 43° 

The percentage of jobbers han- 
dling metal windows is gradually 
climbing. Three years ago, 27% 
were selling aluminum windows. 
This year, 54% were selling dou- 


ble and single hung; 46%, hori- 
zontal sliding; 39%, awning; 18%, 
other types. In 1954, 20% of the 
jobbers sold steel windows. This 
year, 12% sold DH and SH; 20%, 
casement; 8%, other types. 

In three years, jobbers handling 
jalousie windows have increased 
from 20% to 34%. 

This survey breaks wood win- 
dow units into types for first time. 
Three years ago, 89% of the job- 
bers sold this item. Now, 88% sell 
DH and SH; 59%, stack type; 31%, 
horizontal sliding; 48%, awning; 
and 41°, casement. 

After. the post-war hit of metal 
tension screens, full-bound metal 
screens now vie for top honors. 
Jobbers handling tension screens 
rose from 69% to 74% in three 
years; wood frame, down from 
63° to 59%; fixed metal screens, 


up to 71% from 18%. 
The proportion of jobbers han- 
dling types of screen wire cloth in 
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Upturns in the numbers of jobbers now handling prefabricated wood window 


units are found in the products handled survey of the Southern 


Sash and 


Door Jobbers Association, reported on these pages. The Building Products 


Company 


introduced the complete Crestline line of 


wood window units at 


a dealer-builder meeting in St. Louis recently. Some 200 persons attended 


the dinner session at the Coronado Hotel. In photo, Knox Burno, vice-president 


in charge of Silerest window 


production, is 


addressing the group. Eugene 


Fahrenkrog is president of the St. Louis wholesaling firm. 


three years changed thus: galvan- 
ized, 58% to 55%; aluminum, 40% 
to 56%; bronze, 37% to 46%. Now, 
30% of the jobbers sell fiber-glass 
screening and 37% handle alumi- 
num shade screening. 

Jobbers are swinging from sell- 
ing mere wood doors to prefabri- 
cated door units. Jobbers handling 
interior units, up from 47% to 
56%; exterior units, 12% to 46%. 
57% of the jobbers sell wood closet 
folding doors, and 30% sell metal. 

This survey shows that 82% of 
the jobbers handle interior KD 
door frames and exterior frames, 
while 78% sell KD window frames. 

Louver doors are gaining, as the 
jobbers handling them increase 
from 74% to 90%. So are metal 
garage overhead doors, with 61° 7 
of the jobbers selling them com- 
pared to 47% in ’54. 

Now, 73% of the jobbers sell 
wood combination doors, and 29% 
handle metal combinations. 


Each spring the Builders Supply Com- 
pany in San holds a “Tell 
More-Sell More” meeting in its ware- 


Antonio 


house. There displays of major prod- 
ucts handled are manned by factory 
representatives who give Texas dealers 
and architects all information desired 
on their brands, The SSDJA survey of 
lines handled by jobbers shows that 
43 per cent of them now sell cabinet 


hardware. 


In the 54 survey, 64% jobbe 
sold blinds. Now, 69% 
decorative outside blinds and 22 
sell interior venetian blinds. 

The percentage of jobbers s« 
ing plate-glass rose from 15‘ 
32% in three while 
handling window and rough g 
dropped slightly. 


years, 


More jobbers are stocking wood- 


treating chemicals—66°% now 


50% three years ago. 


As to moldings, the jobbers sell- 


ing fir have increased from 42 
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handle 


those 


to 65°; metal, 58° to 62°°: pack- 


aged trim, 51% to 65°; WPP, 
68° to 66%. 
About 20° fewer jobbers handle 
asbestos roofing and siding now. 
But jobbers handling asbestos 
board are increasing: up from 
29% to 40% for 4”, and up from 


31% to 44% for 3/16”. 

Now, 42% of the jobbers handle 
fiber-glass flexible insulation, while 
the number selling rock-wool have 
dropped from 67% to 53%. 

In the insulation board class, 
fewer jobbers are now handling all 
standard items except these: '2” 
lath, 19% to 24%; acoustical tile, 
72% to 76%. 

More jobbers now sell gypsum 


lath, up from 11% to 22%, and 
gypsum sheathing, up from 11% 


to 25%. 

Prefinished wallpanels of hard- 
board grow in jobber popularity. 
Standard tile pattern is sold by 
65% of jobbers now compared to 
60% in ’54; horizontal pattern, 46° 
to 19%; unscored, 59% to 54%. 

The metal product parade lines 
up like this: jobbers handling gal- 
vanized roofing, 27%; aluminum 
roofing, 19%; galvanized formed 
goods, 29%: aluminum formed 
goods, 9%; galvanized nails and 
staples, 35%; aluminum nails, 16%. 

Jobbers handling builders hard- 
ware (not on door units) increased 
in three years from 44% to 54°. 

Jobbers selling hardwood-ply- 
wood have increased from 32% 
to 63%. Three years ago, 86% of 
jobbers sold some_ softwood-ply- 

(See LINES HANDLED page 100) 
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There is one big reason why a 
‘selling’ business is successful. 
And that is, having what your cus- 
tomer wants when he wants it. 

I believe this to be particularly 
true in the wholesale business. 

Here at Martin Wiegand, Inc., 
our policy is precisely this: having 
on hand the stock a dealer wants— 
when he wants it—so he can get 
it out on the job; plus promoting a 
constant interchange of ideas and 
facts that make for good whole- 
saler-retailer relations. Each one 
is in business to “‘sell’’; each should 
try to help the other do it— 
profitably. 

Maybe I can explain some of my 
ideas on successful wholesaling by 
going into the many ramifications 
of this policy, as we see them and 
apply them. 


‘ 


In photo above, Martin T. Wiegand 
calls a speeial order to a lumber mill 
for a dealer customer of Martin Wie- 
gand, Inc., Washington, D. C., whole- 
salers. Wiegand is first vice-president 
of the National-American Wholesale 
Lumber Assn. and past snark of the 
universe of the lumbermen’s fraternity, 
International Concatenated Order of 
Hoo-Hoo. At right, a Wiegand sales- 
man introduces a new type of ceiling 
tile to dealer personnel — one of 
many ways wholesalers serve dealers 


and manufacturers simultaneously. 





Ideally, a dealer wants one com- 
petent source for everything. And 
of course each wholesaler wants to 
be that “one source” for all deal- 
ers. Therefore, our inventory is 
huge. 

We carry lumber items in hard- 
woods and softwoods to the amount 


of $250,000, a lumber stock of 


1,500,000 feet, and a $150,000 stock 
of specialty items. 

We try to make a retail dealer 
feel that our inventory is his in- 
ventory. If a dealer knows exactly 
what a wholesaler has, he can use 





SOUTHERN 


ays Wholesalers 
Serve Dealers 


By MARTIN T. WIEGAND 


President, Martin Wiegand, Inc. 
Washington, D. C. 


this knowledge to do a better sell- 
ing job himself. 

A well-balanced stock is a whole- 
saler’s most valuable asset. Our 
variety is wide. And we stock 
brand-name items known for qual- 
ity. For instance, dealers know 
they can get the following items 
from us at any time: Balsam Wool 
insulation; Owens-Corning Fiber- 
glas insulation; Flintkote roofing 
products of all types; Marlite pre- 
finished hardboard panels, plank 
and blocks; all types of Marlite 

(See SERVING DEALERS page 66) 
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The Andrews Builders Supply Company in 
that North Carolina mountain town was one 
of the first dealers to receive the Fact 
Folders provided by the Southern States 
Iron Roofing Company. In photo, Neil 
Matheson watches Dickey Shurling place 
some new literature in the Fact Folder for 
aluminum roofing. 


Fact Folders solve 





Dealer filing problem 


Dealers who have longed for a classifications of building material in one convenient place all litera- 
compact filing system for product merchandised by this South-wide ture, installation details, and spec- 
literature are being provided a wholesaler. ifications. Thus, the dealer can set 
solution by the Southern States The Fact Folders are standard up a system that will keep all data 
Iron. Roofing Company. It is a size for a letter file, 11% by 9 handy in one reference file. 
series of Fact Folders on the major inches. They are designed to hold This Fact Folder service grew 


out of the illustration idea for 
the advertisement of the South- 


Now, when a customer ern States Iron Roofing Company 

















wants full details on that appeared in SOUTHERN BUILD- 
the choices of alumi- ING SUPPLIES in January and Feb- 
num roofing and how ruary. This ad showed a spread 
it is installed, Hiawas- of file folders labeled by product 
see personnel merely classifications. It is a new ap- 


have to look in = one 
place: Fact Folder No. 
lL. At left, salesman Joe 
Jackson, right, lets cus- 


proach to a catalog service by 
a wholesaling firm. 
Each Fact Folder is numbered 


tomer “see for himself” and labeled with a major product 
about item he seeks for grouping. Folders will be supplied 
poultry buildings. dealers on Aluminum Roofing and 






Siding; Asphalt Products; Cedar 
Shingles; Garage Doors; Gates — 
Farm and Industrial; Glass-Fiber 
Panels, Panes, Domes; Gutter, Pipe 
and Accessories; Hardboard Prod- 
ucts; Insulation — Duct and Pipe; 
Insulation — Flexible Residential: 
Insulation Boards; Louvers and 
Ventilators; Nails; Polyethylene 
Film; Plywood; Screens — Alu- 
minum; Stairways; Steel Roofing 
and Accessories; Wall Panels — 
Baked Enamel. 

The front cover of each kraft 
folder reproduces the major brand 
of the product that Southern States 
distributes, together with sales 
pointers. The back of each folder 
lists the address and telephone 
number of each of SSIRCO’s nine 
branch warehouses. They are lo- 
cated in Atlanta, Savannah, Mem- 
phis, Nashville, Louisville, Rich- 

(See FACT FOLDERS page 68) 


Dick Paris, manager of 
the Hiawassee Hard- 
ware and Supply Com- 
pany in north Georgia, 
asserted that the Fact 
Folders would permit 
him to consolidate in 
one handy file all lit- 
erature pertaining to 
each class of building 
materials, Right, SSIR- 
CO salesman Shurling 
helps Paris assemble 
material in his Fact 


Folder file. 
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INCENTIVE PAY PLA 


good deal for workers, jobber, an 





dealer 














A manufacturing woodwork 
wholesaler doesn’t have to have a 
large staff to make an incentive 
plan pay off. 

Proof is the success of the plan 
in operation at National Wood- 
works, Inc., in Birmingham, Ala., 
where the plant employs an aver- 
age of 50 men the year-’round. 
This wholesaling firm manufac- 
tures four different types of win- 
dow units, four different types of 
door units, trim, and other wood 
items. 

In the past three years, National 
Woodworks have been able to in- 
crease their productivity per man 
from an average of 65 per cent of 
standard to approximately 115 per 


cent — and still maintain a high- 
quality line of products. 
This comes’ about partially 


through a complete incentive pay 
plan that enables the firm’s pro- 
duction workers to earn as much 
as 30 per cent over their base con- 
tract scale. The workers like the 
plan because the more work they 
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do in a given number of hours, the 
more take-home pay they get. This 
benefits their fellow employees and 
families because it tends to re- 
duce costs. 

It also is a good deal for the 
dealer customers of National 
Woodworks. For, in spite of three 
increases in labor rates during the 
past three years, this company has 
been able to maintain their price 
line. This assures the dealer a con- 
stant price structure rather than a 
door and window market that fluc- 
tuates. 

To bring this industrial achieve- 
ment into being, National Wood- 
works took five major steps which 
enable them to fulfill this slogan: 
“National Woodworks manufacture 
a window and door unit for every 
opening in the house. These units 
are sold through qualified building 
material dealers and distributors 
only.” 

The five steps taken were: (1) 
establishment of an incentive pay 
plan for all production workers; 
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(2) complete modernization of pro- 
duction facilities; (3) standardiza- 
tion of products and design; (4) 
simplicity and uniformity of work 
flow, and (5) automation — at least 
to a degree. 

Explained Robert W. Block, 
executive vice-president, “‘An in- 
centive pay plan for workers pro- 
vides a controllable basis for figur- 
ing production costs by standardiz- 
ing on a high-quality of line of 
materials and producing only those 
building products. The incentive 
pay plan tells us exactly what our 
cost line is. The incentive plan is 
a stick our superintendent, fore- 
man, and management use in meas- 
uring the quality and quantity of 
work produced by each in the 
various departments.” 

All employees in the machine 
and assembly departments are on 
the incentive pay plan. Superin- 
tendent Ralph Weed and his staff 
now are developing an incentive 
plan for the service department. 
Its six to eight men move materials 









The incentive pay plan at National 
Woodworks, Ine., in Birmingham, 
Ala., enables the production workers 
to earn as much as 30 per cent over 
their base wage scale. 

In photo at left, milling parts for 
NW wood window units are Alton 
Brown, moulder operator; Bill Bar- 
row, machine department foreman; 
Buford Lowe, moulder feeder; Lewis 
Hays, moulder operator, and Grady 
Weaver, moulder feeder. 

On our S-B-S cover this month, 
operator Charles Fechter is seen feed- 
ing window sills to the automatic 
double-end tenoner. His helper in 
background is Elijah Smith. 


to and from machines, and delive: 
material to the various depart- 
ments, by means of fork-lift trucks 
and electric transporters. 

Once a new product has been 
developed or re-designed, a mock- 
up is presented first to President 
Charles L. Bromberg, Block, and 
the administrative staff, so they 
can see how it fits into the produc- 
tion and sales plans of National 
They carefully measure their 
plant’s capacity to the new product 

If an “O.K.” is received from 
management, the product is then 
submitted to the sales department 
They make a market survey among 
dealers and architects to _ see 
whether the unit will suit the resi- 
dential construction field. If the 
sales department agrees the prod- 
uct can be sold, it is then detailed 
and engineered into the plant by 
Terrell Bridges, the plant engi- 
neer. An initial production run 
set up. 

While the production run is 
process, usually for about eight 
weeks, time-and-motion studies as 
well as methods and machines ar‘ 
studied to develop the most ec 
nomical means of production. Aft 


el 


these studies have been made and 
production methods have been 
ironed out, the various operations 
are rated and incentive pay points 
are established. 

Two kinds of work are done in 
the National Woodworks plant. 
One is the standard production 
orders which are listed as stock 
units in the company’s catalogs 
and are carried ready for imme- 
diate shipment. These orders are 
produced to warehouse inventories, 
so do not directly require special 
scheduling in the plant. 

Special orders for other than 
the unit sizes and details normally 
carried in stock must be run 
through the mill on a “special” 
basis. Therefore, this firm actually 
performs two separate functions 
in production. 

Each production worker keeps a 
daily time ticket of the job per- 
formances and quantities that he 
has produced each day. These are 
recorded in the payroll clerk’s 
office. Explains Superintendent 
Weed, ‘“‘We guarantee each pro- 
duction worker his base contract 
pay for all hours on the job. All 

(See INCENTIVE PLAN page 92) 


It takes a lot of planning, record-making, and book-work to keep the 


National Woodworks’ unusual incentive pay system rolling, but the 
financial controls show that it pays for itself. 

At upper left, Ralph Weed, plant superintendent, points out a critical 
item in the working drawings for a new window unit to Terrell Bridges, 
industrial engineer and draftsman. 

At left, Miss Lena McLaughlin checks with Charles Berry and Ed 
Thomas, foremen, on bonus clock hours the workers earned by their 
above-standard production output. 

At lower left, Superintendent Weed and Mrs. Elsie Cockrell, produc- 
tion clerk, check on the progress of a stock order in the mill. 

At lower right, Executive Vice-President Bob Block and Superintendent 
Weed check the standard cost figures on a new door unit planned for 


production. 
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S. M. Van Kirk, right, 
general manager of the 
National Building Ma- 
terial Distributors Asso- 
ciation, receives the na- 
tional award of the 
American Society of As- 
sociation Executives 
from A. Boyd Campbell, 
left, chairman of the 
board of the U. S. 
Chamber of Commerce. 
The award for “out- 
standing service to the 
public and to the _ in- 
dustry which it repre- 
sents’”” was given to a 
building group for the 
first time. NBMDA was 
selected from 80 entries 
in the 1956 ASAE an- 
nual awards competi- 
tion. 





National Assn. of Distributors 


Active in Thirty-Nine States 


THE NATIONAL Building Material 
Distributors Association has spent 
the past year growing rapidly toward 
the aims set down by its 29 whole- 
saler-founders in 1952. Those aims 
are to educate the retail dealer and 
the manufacturer in the value of the 
wholesale building material distribu- 
tor, and to provide a clearing house 
for the exchange of business and 
operating data. 

The first of two yearly national 
meetings was held last November 
10-13 at the Sheraton Hotel in Chi- 
cago. 518 attended. The second meet- 
ing, in New Orleans May 16-19, 
brought together wholesale distribu- 
tors from 39 states and manufac- 
turers’ representatives from major 
building material companies through- 
out the country. 

This year the association inau- 
gurated a series of product seminars 
at the annual meetings. Such sub- 
jects as insulation and roofing prod- 
ucts, lumber and millwork, steel and 
merchant wire products, were topics 
of these round-table discussions 
limited to 50 wholesale distributors. 

Other association meetings have 
been at the state or regional level. 
Seventeen active NBMDA-affiliated 
wholesaler groups are now meeting 
on a monthly or bi-monthly basis. 

Several business management sem- 
inars have also been held since last 
year. These 214-day sessions bring 
together non-competitive distributors 
to discuss the complete operation of 
the individual’s business — an inter- 
change of information which has 
been enthusiastically received by 
participants. 

NBMDA activities at the retail 
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dealer level have also increased. 

NBMDA officials appeared on eight 

of the state convention programs. 
The NBMDA Annual Operating 


Cost Survey was revised and aug- 
mented this year to give members 
more statistical data. It is now one 
of the most comprehensive surveys 
undertaken by a distributor associa- 
tion. 

Manufacturer contacts have been 
increased with over 300 national 
manufacturers now on NBMDA’s 
mailing list. The roster is being used 
by over 200 national manufacturers 
in selecting additional outlets for 
their products. 

NBMDA officers for 1957 are: pres- 
ident, Eldon P. Reising, Indiana 
Wholesalers, Inc., Evansville, Ind.; 
vice-president, T. J. Dougherty, Ohio 
Valley Supply, Inc., Cincinnati, Ohio; 
and treasurer, D. N. Peterson, Build- 
ing Material Products Distributor, 
Inc., Philadelphia, Pa. 

In addition to the officers the 1957 
board of directors includes: A. J. 
Brewster, Jr., Akron, Ohio; J. C. L. 
Evans, Buffalo, N. Y.; R. E. Freeman, 
Los Angeles Calif.; Morris Goldberg, 
Tarrytown, N. Y.; Gordon Hampton, 
Baton Rouge, La.; J. B. Haskell, 
Omaha, Neb.; Norman Herr, Newark, 
N. J.; J. M. Hoak, Des Moines, Iowa; 
P. F. King, Milwaukee, Wis.; Don 
Knecht, Rapid City, S. Dak.; J. L. 
Mills, Manchester, N. H.; and L. W. 
Wheeler, Sterling, Il. 

Offices of the National Building 
Material Distributors Association are 
located at 22 West Monroe Street in 
Chicago. S. M. Van Kirk is general 
manager. 


Southern Sash and Door Jobbers Assn. 


Holds Regional Meets Twice a Year 


COMPOSED of most of the leading 
strictly wholesale millwork distribu- 
tors throughout 19 states, the South- 
ern Sash and Door Jobbers Associa- 
tion will wind up another year of 
varied activities and teamwork at 
the annual meeting in Memphis, 
June 10-11. 

Following last year’s annual get- 
together, Secretary-Treasurer Tom 
Birchfield held a round of regional 
fall meetings in Memphis, Washing- 
ton, McAlester, Okla., Dallas, At- 
lanta, Orlando, and New Orleans. 
Spring regional meetings were held 
in Atlanta, Miami, Memphis, Tulsa, 
Dallas, New Orleans, and Washing- 
ton. 

The 17th winter meeting of the 
sash and door jobber organization 
was held in Dallas. It was sand- 
wiched in between special board 
meetings at New Orleans in Sep- 
tember and March. 

Other meetings attended by Secre- 
tary Birchfield included joint meet- 
ings of Ponderosa Pine Woodwork 
and the National Woodwork Manu- 
facturers Assn. in San Francisco 
last July and in Chicago last Febru- 


ary, and the Northern Sash and 
Door Jobbers Assn. in Washington, 
D. C., last October. 

In behalf of the interests of 
SSDJA, Birchfield also made special 
trips to the Douglas Fir Plywood 
Assn. and Western Pine Assn. head- 
quarters and to a few plywood mills 
on the West Coast last July; and 
to the Housing Center of the Nation- 
al Assn. of Home Builders and the 
Commodity Standards Division of 
the U. S. Department of Commerce 
last March. 

For the first time since early ’54, 
the Southern Sash and Door Job- 
bers Assn. recently conducted a sur- 
vey of the entire membership as to 
the types and kinds of building 
products they now handle. (See de- 
tailed report on page 84 of this 
S-B-S.) 

To be more useful, the “Inven- 
tory Condition Report” was revised 
several months ago. It is tabulated 
each month from the returns by 
members throughout the Southern 
area. 

For the April report, 100 jobbers 
returned forms to show their stocks 
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solve all opening problems easily with 




















id C255 








TM. REGISTERED 





NO FLOOR GUIDE 
OR TRACK 
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‘=-FOLD 


the only folding doors with an 
air-vented, all-wood grid core 
and advanced-design hardware 


Completely packaged—ready to install. For closets, 
room dividers, passageways. Standard two and four- 
door units available for openings from 2’-0” to 6’-0” 
wide and 6’-8” to 8’-0” high. Easy-to-follow install- 
ation instructions in each carton. 


REZO-FOLD hardwood panels are hand matched for 
both grain and color. Available in any commercial 
species of natural wood to complement any decor- 
ating motif. Door thickness — 1-3/8”. 


REZO-FOLD Doors have air-vented, all-wood grid 
core construction for rigidity, strength, light weight, 
and dimensional stability. 


No floor guide or track required. 


Tongue and groove meeting stiles guarantee snug, 
secure fit when closed. 


New type, advanced-design hardware and swivel 
hangers with 4-wheel nylon rollers assure smooth, 
easy, trouble-free operation. 





TONGUE AND GROOVE NEW TYPE ADVANCED DOORS ARE ALL-WOOD 
MEETING STILES FOR DESIGN HARDWARE AIR VENTED GRID CORE 


SNUG FIT. 


IT’S ALL IN THE 
CARTON—READY 
TO INSTALL! 
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aie al a _" 
> Pail \ x 
Swivel hangers \ \ 
with 4-wheel 


nylon rollers Air vents help All-wood grid 
operate smoothly equalize moisture core assures 


extruded content through- rigidity, strength, 


aluminum track. out the doors. light weight. 


Fo 


Backed by over a century of experience and nine 
million successful installations, REZO-FOLD Doors 
are made with all the precision, care and quality 
that has made the Paine REZO name famous the 
world over. For full information, write: 


AINE 


LUMBER COMPANY, LTD. 


ESTABLISHED 1853 e OSHKOSH, WIS. 


r more details on above items, use Coupon on Page 74 




















Pictured above are the current officers of the Southern Sash and Door Jobbers 
Association. They are: F. R. Weddington, center, president; J. W. Zuber, left, 
vice-president; and Thomas Birchfield, right, secretary-treasurer. 


of selected products. These include 
wood and metal sash; glass and 
panel, hardwood and softwood flush, 
and metal doors; door and window 
frames; wood and metal screens; 
moldings and trim; kitchen cabinets; 
fir and fancy plywood; hardboard; 
rigid insulation; fiber wallboard; pre- 
finished hardboard; and glass. This 
report also indicates cars of prod- 
ucts on order this year, last month, 
and last year. Such data help job- 
bers to gauge their inventory ac- 
tivities. 

The Southern Sash and Door Job- 
bers Assn. is actively participating 
in the newly-formed Millwork In- 
dustry Coordinating Committee. 
SSDJA representatives include J. 
Reese Jones Jr. of the Victoria Sash 
and Door Co., Shreveport; President 
F. R. Weddington of Wm. Cameron 
& Co., Waco, Tex., and Birchfield. 

To bring into focus the basic serv- 
ices of its members, SSDJA last 


January published a two-color folder 
entitled “Some important facts about 
MILLWORK and MONEY.” It re- 
ported on the “facilities and man- 
power” of its association members— 
and spot-lighted the “objectives of 
the association.” They read as fol- 
lows: 

“To develop, through research and 
promotion, new uses and markets 
for the products of the woodwork 
industry; and to promote, through 
advertising and publicity, increased 
consumption of such products. 

“To encourage correct grading and 
branding of such products and to 
suppress false advertising and mis- 
branding. 

“To furnish traffic information and 
to assist the industry in its trans- 
portation problems; to furnish in- 
formation with respect to govern- 
mental laws and regulations; and 
to provide data on substitutes and 
new products in the industry.” 


Southern Wholesale Lumber Assn. 


in Touch with Government Agencies 


The members and board of directors 
of the Southern Wholesale Lumber 
Association will hold their annual 
meeting June 11 at the Dinkler Plaza 
in Atlanta. 

The association was organized in 
1943 by a dozen lumbermen to attain 
concerted action by wholesalers 
dealing in all types of Southern 
lumber. It now has 135 members in 
23 states. 

The principal objectives of the 
Southern Wholesale Lumber Asso- 
ciation are to promote the interest 
and welfare of the wholesaler in the 
lumber industry; and to improve re- 
lations between manufacturers and 
wholesalers, and with the lumber 
dealers wholesalers depend on for 
their livelihood. 

This year, as in the past, the asso- 
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ciation has kept in close touch with 
all government agencies, constantly 
on the alert to protect the interests 
of its members, their suppliers, and 
customers. Changes in the American 
Lumber Standards have been of pri- 
mary interest. The group collaborat- 
ed with other associations in opposi- 
tion to increases in freight rates on 
lumber from the South. 

Bulletins are issued periodically 
to SWLA members concerning gov- 
ernment lumber auctions, market 
conditions and legislative matters. 
SWLA provides a credit interchange 
service, together with assistance in 
collecting slow accounts and the 
settlement of controversies between 
wholesalers and manufacturers, and 
between wholesalers and dealers. 

(See SWLA PROGRAM page 92) 


Nat.-American 
Assn. Opposes 
Freight Hikes 


MEMBERS of the National-Ameri- 
can Wholesale Lumber Association 
have booked all accommodations at 
the Mount Washington Hotel at 
Bretton Woods, N. H., for the group’s 
65th annual meeting to be held 
June 10-11. 

For five years, according to Execu- 
tive Vice-President Sid L. Darling, 
NAWLA has averaged over 500 mem- 
bers. Headquarters recently were 
moved to 3 East 44th Street in New 
York City from 42nd Street. 

Since its last annual meeting, the 
National-American has held special 
meetings in Portland and Eugene, 
Ore., and at Seattle, Wash. These 
were largely for discussing the pro- 
posal now before the American 
Lumber Standards Committee with 
relation to %-inch minimum thick- 
ness for 1-inch lumber and the set- 
ting of moisture content in relation 
to size. 

Current President J. Philip Boyd 
spoke on NAWLA’s slogan, “It’s 
Good Business To Do Business With 
Wholesalers” at a March meeting of 
the Interior Lumber Manufacturers 
Assn. in Penticton, British Columbia. 

Other current officers of the whole- 
sale body include Martin T. Wiegand 
of Washington, D. C., first vice- 


president, and Donald R. Meredith 
of New York City, second vice- 
president. 
The National-American is cur- 
rently a joint petitioner with the 
(See NAWLA ACTION page 92) 





SID L. DARLING 
NAWLA Exec. Vice-President 
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In the home eS ve in the store 


Buillt-ins Valances, soffits Shadow boxes Displays island dividers 


So many big markets for... 


MASONITE 


DUOLUX 4 


SMOOTH 2 SIDES 


Do you have any idea of the real 
need for Masonite Duolux in your 
trading area? 


Homes need it. So do retail stores, 
local industries, schools and 
institutions and farms. Wherever 
there’s a need for an extra strong, 
extra hard panel that’s smooth 

on both sides, there’s a place to sell 
Masonite® Duolux®. 


You can recommend Duolux with 

the utmost confidence. It’s one of 
the best-known Masonite panel 
products and you can sell it at a 
generous profit. It’s also available 
with Masonite Primecote®, a superior 
primer-sealer for even smoother 
surface finishing. Duolux is now _ |} 
available in greater supply and at L 
reduced prices. Ask your Masonite —__ 
representative or write Masonite 
Corporation, Dept. SBS-6, 

Box 777, Chicago 90, Illinois. 


In the plant 
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Bin separators Partitions Hand trucks 
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Sell Wore Kitehens 


Kitchen of the Future 
Described by Specialist 


Planners of the home of the fu- 
ture may be dreamers, but they are 
practical dreamers, a Westinghouse 
kitchen specialist recently told the 
Building Research Institute of the 
National Academy of Sciences at its 
sixth annual convention in Chicago. 

Will M. Kline Jr., manager of the 
Westinghouse custom kitchens de- 
partment, described a 1962 kitchen 
planned around modern living pat- 
terns — the growth in the use of 
pre-cooked and partly prepared 
foods, the trend toward more “liv- 
ing” in the kitchen, the migration 
of the kitchen into other parts of 
the home, and the movement toward 
combination of functions. 

Kline’s futuristic kitchen consists 
of seven uniformly designed work 
units, any number of which may be 
installed, depending on size and 
price limitations. 

He talked of a unit which keeps 
foods frozen until, by a pre-selected 
timer, any four are automatically 
moved from the freezer to one of 
four ovens where each is cooked. 

Another unit combines the func- 
tions of a serving buffet, bar, dish- 
storage cabinet, and dishwasher. 

One unit contains dispensers for 
ice water, orange juice or any bever- 
age. Other units are for mixing, food 
preparation and cooking, each with 
its own storage space. 

The portable cooking unit contains 
refrigerated sections, an electronic 
oven, clock-controlled outlets for 
portable cooking devices, and stor- 
age space for utensils and foods. It 











Dealer's Display Sells Kitchen Products 


Alamance Builders, Inc., of Bur- 
lington, N. C., is selling more than 
the idea of a complete new kitchen 
with its attractive display. 

Occupying a prominent nook, 
Alamance’s_ kitchen-display shows 
off the following individual products 





can be wheeled anywhere there is 
an electrical outlet. 

The Laundro-closet is a pre-pack- 
aged unit which carries soiled cloth- 
ing on moving tracks through wash- 
ing, rinsing, and drying chambers 
— and finally to a conventional 
hanging closet, ready for wear. 

Kline also talked of sinks that 
clean themselves; refrigerated draw- 
ers where they are needed, rather 
than a central refrigerator; lighting 
by means of electro-luminescent 
wall and ceiling panels; and re- 
frigeration without motors or com- 
pressors. 








to excellent advantage: plywood 
doors and drawers, in many different 
types of wood; Masonite doors; 
Weldwood Micarta plastic surfacing 
and Unitop; Amerock hardware in 
chrome, black, copper and _ brass; 
Johns-Manville Terraflex tile; Ther- 
mador electric ovens and surface 
units; Washington line mixer shelf 
and other items; Waddell wood 
knobs; and Trade-Wind hoods. 

Seen above, showing the display 
to a prospective customer, is star- 
salesman Dan Beason. He recently 
won a gold watch from the U. S. 
Plywood Corp. because he “sold”’ its 
products so well to a “mystery cus- 
tomer.” 


Indoor Barbecue Grills 


To meet the requests of archi- 
tects, builders, and D-I-Y fans, 
charcoal grill units are now avail- 
able for indoor use, as seen at left in 
Majestic Co., Inc., sketches. 

Interest is rapidly growing in grill 
units that can be built into a cabi- 
net or counter-top inside a kitchen. 
New models are easily installed in 
modular or custom-built cabinets 
of steel or wood, or into masonry 
construction, in any modern kitchen. 

Many of these units come with 
carrying handles and legs as acces- 
sories — so they may be used in- 
doors or out. Portable units can be 
used on a patio table-top or brought 
indoors to an open fireplace, provid- 
ing barbecue facilities all year round. 

Attractive enough for use in any 
setting, these indoor-outdoor grills 
are constructed so that the charcoal 
can be lighted in the pan outside 
and then inserted into the unit, to 
avoid the odors and smoke from 
lighting fluids. 
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DEALER PRESENTS: 


He lives in your area... . a dreamer 
. .. reading a Donley Outdoor Fire- 
place Catalog .. . he got it from you. 








The dream is complete now . . . and he has headed your way how to build this backyard dream... In fact the 
for all the items he’s going to need. The Donley catalog is catalog will help both of you . . . dealer and builder, 
complete . . . it tells him what and... because the 32 pages of pictures and plans outline 


the needs right to the point of finish! You’re ...and you’re just the gent 
the hero now. He’ll show his bit of ‘“‘magic’”’ to help them. You may even 
to all the neighbors. Others will want to get in on the very first steak. 
duplicate his efforts... 


y vache mane a. ‘4 a = —_ Wiside cle tee cc 
merica ave use ‘ omiey rep ace Uatalogs THE BROTHERS CO. copy of your new 
to aid home owners in the selection of fireplaces catalog on Outdoor 


and allied equipment. : 
wt 13905 Miles A se, Cleveland 5, Ohio Fireplaces 


Tens, hundreds, thousands... yes millions of 
people have requested the Donley Fireplace Name — 
Catalogs over the years. Here is a chance for 
you to capitalize on these requests. Send today 
for a copy. It tells where, when, how... Address — 
drawings, suggestions, details and photos fill . 

736-DB in the whole scheme. Use this coupon... City State 





Company 
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an exciting NEW kind 
exclusive features to 
boost your sales! 


SCHS O11 CONNECT... 


AND 


the seal sells it for you 


muce-nive Masterseal 


Your customers will be enthusiastic 
about this new shingle that goes 
on so fast, sticks so tight regardless 
of weather, and looks so beautiful. 
Demonstrate the durability and practicality 
of the ‘‘Wind-Tite”’ tabs and the giant 
size .. . Show them the eight bold new color 


blends... You'll make sales fast. 


Wind-Tite tabs seal Mule-Hide 
Masterseal Shingle roofs against all 
kinds of weather, including gale winds. 
Each shingle has a wide continuous 
strip of special factory-applied adhe- 
sive which is fresh and tacky when the 
covering tape is zipped off. Pressure 
sensitive, it seals overlapping shingles 
upon contact . . . and they stay sealed 
permanently! 
















NEW GIANT TIME-SAVING SIZE 
“The 16 x 42.85-in. size of the Mule-Hide 
Masterseal Shingle makes application 
quicker. It’s designed for double or 
triple coverage ...atwo-in-one shingle 
that saves you space and handling 
costs. It dramatically strengthens the 
long horizontal lines of modern roofs 
—gives 60% greater color exposure 
than other seal type shingles. 


Sensitive Adhesive 
Seals Shingle Instantly 








Pressure 





on Contact 


MULE-HIDE 


ROOFS 





A GREAT NAME 
FOR OVER SO YEARS 


THE LEHON COMPANY 
Plants at 
Wilmington, lilinois 


Memphis, Tennessee 
Cincinnati, Ohio 

Perth Amboy, New Jersey 
Houston, Texas 





ASSOCIATION ACTIVITIES 





Georgians Reorganize Assn., Hear Tips on Profits 


NEARLY 200 PERSONS attended 
the 32nd annual meeting of the 
Building Material Merchants of 
Georgia in Savannah, May 13-15, 
where the business sessions featured 
a film and talks on ways to more 
profits and good management. 

Silent prayer and a memorial res- 
olution noted the passing of the or- 
ganization’s well-known counselor, 
Joseph G. Rowell, last March. 

The Georgia dealers adopted a 
new constitution and by-laws and 
authorized Pat Campbell of Coving- 
ton to proceed with incorporation 
action. The duties of secretary and 
treasurer were combined into one 
office and James H. Flowers of Col- 
lege Park was elected. 

Retiring President Charles W. 
Peek Jr. of Cedartown was elected 
acting executive secretary of the 
Building Material Merchants of 
Georgia until a man is selected for 
the full-time post. Ed H. Chambers 
of Gainesville was advanced to the 
presidency. Harrell C. Murray Sr. 
of Savannah, who served ably as 
convention general chairman, was 
elected vice-president. 

New congressional district direc- 
tors were chosen as follows: (1) 
Charles B. Mikell of Savannah; (2) 
Graham P. Dozier Jr. of Albany; 


New officers of the Building Material 
Merchants of Georgia are seen at upper 
right. Seated from left are E. H. 
Chambers of Gainesville, president; 
Harrell C. Murray of Savannah, vice- 
president; and James H. Flowers of 
College Park, who was elected secre- 
tary and re-elected treasurer. Standing 
are, left, Charles W. Peek Jr. of 
Cedartown, retiring president, who was 
elected acting executive secretary of 
the Georgia dealer association; and 
Oertell Collins of Savannah, dealer- 
director to NRLDA. 

Principals in the panel discussion on 
keys to more net profits are seen 
checking the program with Chambers. 
Left to right from him, they include 
John Wilson Sr., Highland Lumber 
Co., Fayetteville, N. C.; C. S. Baker, 
All-Weather Insulation Co., Nashville, 
Tenn., building supply dealer; Mack 
Taunton, Taunton’s, Ine., Fairfax, 
Ala., homebuilding dealer; and John 
Vann, Builders Supply Corp., Bruns- 
wick, Ga. Donald Moore, editor of 
SOUTHERN BUILDING SUPPLIES, 


moderated the panel discussion. 
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(3) Hugh Campbell of Montezuma; 
(4) Jeff Daniel of LaGrange; (5) 
Cleon Smith of Decatur; (6) Eugene 
Cook of Dublin; (7) Steve Tumlin 
of Marietta; (8) H. W. Lang of 
Brunswick; (9) Hubert Deaton of 
Gainesville; (10) John P. Bondurant 
of Athens. Directors-at-large include 
B. W. Fleming of Atlanta, J. P. Short 
of Tifton, and B. I. Thornton of 
Cordele. 

With new housing off substantial- 
ly in the state, the Georgians were 
advised to go for more home im- 
provement business via installment 
selling. In a panel discussion, C. S. 
Baker of Nashville, Tenn., told how 
his building supply firm had spon- 
sored a 12-day Home Improyement 
Show in May that had attracted 
10,000 visitors to the exhibits of 40 
manufacturers. 

Baker said national banks and 
savings and loan associations are 


eager to handle Title I FHA im- 
provement loans. He said dealers 
can profit from both materials and 
labor when an improvement de- 
partment is practically managed. 

John Vann told how his Builders 
Supply Corp. in Brunswick had 
slashed handling costs by using fork- 
lifts and conveyors to store and 
deliver brick, lumber, roofing, and 
other materials. 

John Wilson Sr. of Fayetteville, 
N. C., said his Highland Lumber Co 
had increased its cash sales from 5 
to 20 per cent of total sales in the 
two years they have operated a cash 
and carry department in their store. 
Prices in this department are from 
15 to 20 per cent under those for 
charge and delivery sales, he re- 
ported. 

Mack Taunton of Fairfax, Ala., 
recommended that dealers arrange 
to sell shell (inside unfinished) 
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FIR PLYWOOD PROFIT POINTERS 


1¥ 


Texture FIT 


EXTERIOR FIR PLYWOOD - EXT- OFPALS 
















PROFITABLE: Texture One-Eleven 
—the grooved Exterior fir plywood — offers 
scores of sales opportunities: residential 
and commercial siding . . . interior panel- 
ing... accent walls... fences and screens. 
A wonderful “do-it-yourself” material! 
Shiplapped edges eliminate all joint prob- 
lems, make application easy for anyone. 


SALEABLE: Texture One-Eleven has 

i WATERPROOF BOND all the time-tested sales features of Ex- 
= terior-type fir plywood — plus the added 
a beauty of a “natural” unsanded surface, 
grooved 2” or 4” o.c. to combine line and 
texture in one practical panel. Remember: 
EXT-DFPA on the panel edge means 
100% waterproof glue, for permanent out- 
door use. 





PROMOTABLE: DFPA has plenty of 
sales helps for you, with Texture One- 
Eleven as the feature—ad mats, envelope 
stuffers, plans, idea folders. Application 
and finishing data, too, for your contrac- 
tor customers. Write today for sample and 
information! 





TEXTURE 1-11 PARTS 
STORAGE BOX 


re mae eT 








FOR COMPLETE INFORMATION 


INSIST ON DFPA GRADE -TRADEMARKS about fir plywood sales tools, including 
samples, write (USA only) Douglas Fir 


Plywood Association, Tacoma 2, Wash. 







You protect your reputation (and repeat sales) 
when you sell fir plywood carrying the DFPA trade- 
mark—your assurance of quality-tested panels. 
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At the annual meeting of the Building Material Merchants of Georgia, suppliers 
held a breakfast conference to consider ways and means of cooperating more 
closely with the dealer group. The manufacturers and wholesalers elected an 
advisory committee to act as liaison with the dealer association. The committee 
is seen in photo above. Chairman is Derry Burns, Burns Brick Co., Macon, at 
left. The others include R. F. Edwards, Central Woodwork, Inc., Atlanta; 
George Arnold, Atlanta district manager of the National Gypsum Co., and J. W. 
(Bill) Zuber, Zuber Lumber Co., Atlanta. 


houses to families short of new-home 
funds but capable of finishing them. 
Ansel Alewine of Taylors, S. C., 
brought greetings from the Carolina 
Lumber and Supply Assn., of which 
he is president. He urged Georgians 
to cater to store traffic and DIY 
sales to keep profits up this year. 
Dr. Philip M. Webster, industrial 


economist of the Federal Reserve 
Bank of Atlanta, predicted easing 
of mortgage funds throughout the 
year, and forecast another era of 
million-plus houses a year by 1965. 

Ed H. Libbey as secretary report- 
ed on promotional and legislative 
activities of the National Retail 
Lumber Dealers Assn. 


Alabamians Promised 
Treat at Fishing Rodeo 


Persons attending the 27th annual 
Alabama dealers’ deep-sea fishing 
rodeo at Panama City, Fla., June 
14-15, are given a poetic preview 
of what’s in store by John Thames, 
Birmingham wholesaler. His dash- 
ing verse on the rodeo treats follows: 


It’s a-fishing we go on the rodeo, 
Our spirits are carefree and gay, 
Dolphin and Ling! Tarpon and King! 
We'll land ’em for sure today! 


We shove off at seven toward our 
blue heaven, 


Those sons of the deep to entreat; 


The last boat is cheered, the harbour 
is cleared, 
The Gulf is as smooth as a sheet. 


Good fellowship reigns and has full 


domain 
As the cares of this world are no 
more; 
It’s joking and jesting—gay wits 
contesting, 


All troubles are left on the shore. 


It’s a-fishing we go on the rodeo, 
And though all hopes are not 
satisfied, 
We carry in our heart before we 
depart, 
Friendships that will e’er abide. 





PLAN AND PROMOTE ASSOCIATION ACTIVITIES FOR VIRGINIANS 











The Virginia Building Material Association elected the 
people pictured above as their officers and directors at the 
association’s recent 31st annual convention in Richmond, 
Va. 

Seated, left to right, are: Maurice R. Large, Farmville, 
treasurer; Carolyn B. Nettleton, Covington, vice-president: 


R. B. Johnson, West Point, president; William N. Neff, 
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Abingdon, director; and W. Albie Barksdale, Charlottes- 
ville, member of the executive committee. 

VBMA directors, standing left to right, are: W. Coleman, 
Newport News; George H. Burton, Norfolk; Robert E. 
Holsinger, Staunton; S. F. Winiker, Danville; Lester E. 
Andrews, Farmville; Frank W. Kellam, Princess Anne; 
and Roy C, Brown, Abingdon. 
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REYNOLDS 3% ALUMINUM 


Announces a New Superior 
Cellular Reflective Insulation 





INSULFOIL 















Steadily, more and more architects and builders 
have come to prefer the cellular reflective type of 
insulation. They recognize its very high thermal 
insulation efficiency—summer and winter. They 
acknowledge the superiority of aluminum foil as a 
vapor barrier. They like the quick, clean, economi- 
cal installation. 


Reynolds now brings a powerful new impetus to this 
growing field...with INSULFOIL. Exclusive with 
INSULFOIL is the extra strong centerpost, which 
automatically provides optimum spacing of the re- 
flective surfaces and lateral expansion for full stud- 
to-stud insulation. Easy to handle, with no irritating 
particles, INSULFOIL requires very little storage 
space. It cannot deteriorate. And this one low-cost 
type meets most ceiling requirements. 


In addition, this new product gives you the tremen- 
« dous sales advantage of the Reynolds name, one of 
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REYNOLDS ALUMINUM 


fellular Reflective insu 


New INSULFOIL provides up 
to four reflective-faced dead 
air cells...self-spaced by a 
unique centerpost for maxi- 
mum efficiency summer and 
winter. Widths 16” and 24” 
—250 and 500 sq. ft. rolls. 


the great names in the building industry! Profit by 
this...and by Reynolds promotion of INSULFOIL. 
Mail the coupon now for a sample and descriptive 
brochure including testimonial data. 

Reynolds Metals Company, Building Products Di- 
vision, Louisville 1, Kentucky. 

See “CIRCUS BOY”, Sundays, NBC-TV Network. 
MAIL THIS COUPON FOR FREE BROCHURE 











| 


oe ee 
| Reynolds Metals Co., Building Products Division, | 
| Louisville 1, Ky. | 
| Please send me your free INSULFOIL brochure | 
| with full technical data. | 
| Name__ ] 
Address___ 
! City. State | 
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S. W. Lumbermen 
Form “40” Plus Club 


The pioneers of the lumber busi- 
ness in the Southwest have organ- 
ized themselves into the “40” Plus 
Club, with its only qualification for 
membership being active association 
with some phase of the lumber in- 
dustry for 40 years or more. Spon- 
sored by the Southwestern Lumber- 
men’s Assn., the “40” Plus Club 
held its first luncheon meeting at 
the association’s 1957 convention in 
Kansas City. 

The following men attended the 
“40” Plus Club luncheon meeting— 
together they represent 2,359 years 
in the lumber business: George W. 
Alexander, Everest, Kan.; Rufus 
Angle, Louisiana, Mo.; Wilbur C. 
Baker, Kansas City, Mo.; H. G. Ben- 
son, Pawhuska, Okla.; J. W. Black, 
Corning, Ark.; Leland Brown, Mays- 
ville, Mo.; Lance I. Coffey, Wichita, 
Kan.; Willis H. Coleman, Enid, Okla.; 
Clare J. Cowley, Olathe, Kan.; A. C. 
Davidson, Little Rock, Ark.; P. W. 
Doherty, Medicine Lodge, Kan.; Jim 
Dutton, Ponca City, Okla. 

Frank L. Eberhardt, Salina, Kan.; 
Les Everitt, Kansas City, Mo.; Frank 
E. Fitzgerald, Waterville, Kan.; B. L. 
Foote, Enid, Okla.; Charles W. Good- 
rum, Kansas City, Mo.; Hy Guhle- 
man, Jefferson City, Mo.; F. W. 


Hey! Don’t neglect 
the BACK DOOR! 


More people ENTER the Back Door than any other. 


So ...choose a handsome back door design for added sales 
features. No need for mixing interior FLUSH and exterior PANEL 
doors to get ‘‘half-glass'’ designs. Visador offers numerous possi- 
bilities, a few of which are illustrated here. 


Cutaway view of installed VISADOR LIGHT reveals 
beauty, strength, and quality of VISADOR hardwood 
moulding. Precision mitres are permanently held together 
by special joint-nails ... not just ordinary staples. Glass is 
bedded in full 2-inch of caulking compound for water- 
proof fit-— and is CENTERED in door by IDENTICAL halves 
of two-piece moulding. These features and many more show 
why you get MORE PERFECTION, DOOR-AFTER-DOOR in 
VISADOR quality door lights and louvers. Prices are more 
than competitive with other flush door glazing methods! 





Hayes, Burlingame, Kan.; Sherman 
Henkins, Hamilton, Mo.; W. L. Hu- 
lett, Baxter Springs, Kan.; Frank P. 
Hunter, Kansas City, Mo.; Elmer D. 
Jewett, Bonner Springs, Kan.; Wal- 
ter A. Lambert, Leavenworth, Kan.; 
Virgil E. Loyd, Kansas City, Mo.; 
Ralph Marteney, Wichita, Kan.; Chet 
McAllister, Garden City, Kan. 

D. O. Metz, Wichita, Kan.; M. J. 
Miles, Kansas City, Mo.; Frank 
Miller, Pawhuska, Okla.; J. R. Moore- 
head, Cape Girardeau, Mo.; J. R. 
Proctor, California, Mo.; Jay L. Reni- 
ker, Miami, Okla.; W. H. Robey, 
Perry, Mo.; Fred M. Robinson, St. 
Louis, Mo.; Cliff G. Scruggs, Jeffer- 
son City, Mo.; G. S. R. Sharp, North 
Little Rock, Ark.; William Stewart, 
Shawnee, Okla.; Nate O. Swanson, 
Kansas City, Mo.; Glenn C. Taylor, 
Lyons, Kan.; Merle Tyner, Butler, 
Mo.; E. J. Van Buskirk, Kansas 
City, Mo.; Wesley J. Vaughn, Lib- 
erty, Mo.; Harold E. Webster, Kansas 
City, Mo.; Anton K. Westh, Kansas 
City, Mo.; Ernie E. Woods, Inde- 
pendence, Kan.; Frank Wooldridge, 
Kansas City, Kan.; Noble J. Young, 
Spickard, Mo.; and Charles Hest- 
wood, Kansas City, Mo. 

Other “40” Plus Club members in- 
clude: W. G. Archibald, Emporia, 
Kan.; Edward W. Bank Sr., Enid, 
Okla.; Arthur W. Castle, St. Joseph, 
Mo.; C. E. Clutter, Larned, Kan.; 
R. T. Currell, Lawton, Okla.; Reed 


Gammill, Camden, Ark.; H. E. Jones, 
Pawnee, Okla.; John Kilpatrick, Ok- 
lahoma City, Okla.; Bert L. Lewis, 
Wichita, Kan.; Harold S. Mangus, 
Norton, Kan.; John D. McCarthy, 
Springfield, Ill.; L. T. Metz, Poplar 
Bluff, Mo.; W. A. Mudgett, Hope, 
Ark.; W. T. Nethery, Hayti, Mo.; 
Ralph M. Rounds, Wichita, Kan.; 
Marlowe R. Russell, Cameron, Mo.; 
and H. C. Wildgen, Hoisington, Kan. 


SLA-Sponsored Training 
Gets Membership Support 


More than 200 employees of 
Southwestern Lumbermen’s Assn. 
member-dealers in the past year 
have enrolled in and passed an SLA- 
sponsored 10-week basic drawing 
and light-frame construction cor- 
respondence course, according to 
Sales Development Committee Chair- 
man Dwayne C. Larson. 

Under the direction of Phinney 
O. Larson of Saint Paul, Minn., the 
correspondence courses consist of the 
10-week basic drawing course, a 
five-week home modernization draw- 
ing and estimating course, and a two- 
day, personally-conducted estimat- 
ing school. 

The individual employee enroll- 
ment fee, assumed by the employer, 
is approximately $100. 

































Insist on getting 


LIGHTS 








P.O. BOX 
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genuine 
V1IS’ADOR 


SINCE 





Sold through leading Door Jobbers and Manufacturers 


The_NISADOR G- 


10312 . 


DALLAS, TEXAS 
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DEALER NEWS 





TEXAS 


DALLAS: Vernon Hale has opened 
the South Buckner Builder’s Supply 
here. 


FORT WORTH: New partner in 
the Sternberg Lumber Co. here is 
S. W. Berry. 


ABILENE: John Clary is the new 
manager of the Home Lumber Co. 
here. . . . West Texas Lumber Co. 
here is the former Biggers Lumber 
Co. re-named. 


JACKSONVILLE: The Andrews 
Lumber Co. has recently occupied 
its new building here. The old one 
was destroyed by fire. 


PINELAND: W. C. Davis Jr. has 
been named manager of the Temple 
Lumber Co. here. He was formerly 
assistant manager of Temple’s Lufkin 
yard. 

OVERTON: Doyle Meador has 
been appointed assistant manager 
of the W. C. Powell Lumber Co. 


COLEMAN: Harry Crews has been 
named manager of the South Texas 
Lumber Co. here. 


BROWNSVILLE: New manager of 
the Zarskey Lumber Co. here is Phil 
Owens. 


HARLINGEN: Warren Jackson 
has been named assistant manager 
of the South Texas Lumber Co. here. 


DONNA: Larry Crocket is the new 
manager of the South Texas Lumber 
Co. here. 


MISSION: Walter L. Guenzel is 
now associated with the Campbell- 
White Lumber Co. here. 


CORPUS CHRISTI: Merell Bur- 
ditt now manages the Factory Outlet 
Building Materials Co., on the site 
of the old Terrace Lumber Co. 


YOAKUM: Bob Drake, formerly 
of Roseburg, has been named man- 
ager of the Burton Lumber Co. He 
succeeded Don Manning, who re- 
cently purchased a _ house-moving 
business in Yoakum. 


GOLIAD: New manager of the 
Alamo Lumber Co. here is James 
Johnson, formerly of Smiley. 


AGUA DULCE: A. Gammill has 
been named local manager of the 
Zarskey Lumber Co. 


HOUSTON: Joe Gaulding is the 
new manager of the Gateway Lum- 
ber Co. here. 


ALTA: The Hudler-Moore Lumber 
Co. of LaMarque has opened branch 
facilities here. 


BOERNE: Edgar Bergman is new 
owner of the Jack Ammann Lumbe! 
Co. here. He was formerly connected 
with the Wilson Lumber Co. of San 
Antonio. 


VICTORIA: Wood Lumber Co. was 
recently purchased by Jack Hamil- 
ton of Taylor. Hamilton was in the 
lumber business at Taylor for several 
years. 


BRAZORIA: The Barnes - Jones 
Lumber Yard has been purchased 
by Henry Harang of the Brazoria 
Lumber Yard. 


HOUSTON: The Houston Retail 
Lumber Dealers Assn. held open 
house in conjunction with the Cham- 
ber of Commerce’s Houston Beauti- 
ful Week. 


PORT ARTHUR: Bob Wyde, ma: 
ager of the Wyde Lumber Co., wa 
elected president of the Jaycees here 


HOUSTON: Thad Plumme: 
been named manager of the newly 
formed glass and glazing division 
of the Buie Building Material Co 


EDINBURG: M. C. Vackar, former 
manager of the John F. Grant Lum- 
ber Co., has purchased the McKin- 
ney Lumber Co. 


CORPUS CHRISTI: The Sechrist- 
Hall Co. has moved to new quarte! 
at Omaha Drive and Highway 44 
The warehouse and offices will have 
over 20,000 sq. ft. of floor spac« 


LITTLEFIELD: Elbert Joe Dillon, 


partner in the Dillon Lumber Co 
here, and Frances Janet Kuykenda 
were married in Sudan recently 


WEST VIRGINIA 


WHEELING: Ronald Pelkey has 
been named manager of the Wa 
wood store of the Scott Lumber Co 
He replaces Robert Risinger who has 
been made manager of the Phillips 
Lumber Co., New Martinsville, r: 
cently acquired by the Scott Lun 
ber Co. 


MISSISSIPPI 


HERNANDO: J. Reed Hudson ha 
purchased Hudson and McCracken 
retail lumber firm here, and changed 
its name to the Hudson Lumber Co 


BELZONI: J. R. Bunting has 
joined the Y. & D. Lumber Co. hers 
He was formerly with the F. J 
Jacks Lumber Co. of Tunica 
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MRS. ANN K. REES, seen above, is 
new assistant editor of SOUTHERN 
BUILDING SUPPLIES. She is a grad- 
uate of Mount Holyoke College, South 
Hadley, Mass... and is a_ native of 
Atlanta. Mrs. Rees has been a staff 
writer for the Atlanta Journal, and an 
advertising copywriter fer Davison- 
Paxon Co. in Atlanta. 


MISSOURI 


EXCELSIOR SPRINGS: Clarenee 
McQuerrey has been named manager 
of the Excelsior Lumber Co. He 
succeeds the late Frank D. Baird. 


ARKANSAS 


VAN BUREN: Mrs. Jessie Gilstrap 
has sold the Gilstrap Lumber Co. 
to her nephew, Lee Edwards, who 
has managed the yard for the past 
six years. Mrs. Gilstrap will con- 
tinue to operate her yard at Benton- 
ville. 


JONESBORO: The Jonesboro 
Lumber Co. plans to build a new 
office building on South Fisher 
across the street from the building 
that was recently damaged by fire. 


ARKADELPHIA: Jim Williams 
has been appointed manager of the 
Clark County Lumber Co. He has 
been with the company 20 years. 


CLARENDEN: The Benton Lum- 
ber Co. has changed its name to 
the Brown Lumber Co. Louis Brown 
is manager. 


BLYTHEVILLE: Elwood Deen has 
been appointed manager of the 
White Lumber Co. He was former- 
ly with the Wright Supply Co. here. 


WEST MEMPHIS: The West Mem- 
phis Lumber and Supply Co. has 
changed its name to the West Mem- 
phis Lumber Co. 
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VIRGINIA 


LYNCHBURG: Eugene Brown has 
opened a new firm, the Lynchburg 
Window Co., at 1212 Rivermont Ave- 
nue. He has sold the Rusco Window 
Co., 2406 Twelfth Street, to the 
Southern Realty Co. 


RICHMOND: The Tredegar Tim- 
ber Co. plans to build a steel manu- 
facturing plant in Chesterfield coun- 
ty. 


NORFOLK: Reece L. Wickers, 
vice-president of the Portsmouth 
Lumber Co., has been appointed 
chairman of the finance subcom- 


mittee of the Merrimac Park Com- 
mittee here. 


FLORIDA 


WINTER HAVEN: Jake Suiter, 
manager of the Villa Lumber Co., 
recently attended a four-day man- 
agement workshop in_ Rochester, 
N. Y. The conference was sponsored 
by the Northeastern Retail Lumber- 
men’s Assn. 


POMPANO BEACH: William D. 
Harper has been elected president of 
the Pompano Lumber Co. For the 


Another good reason why it pays to be a| | Dickey Dealer 


NEW Dickey PVC Coupling 


outperforms other joints 


The new Dickey PVC Coupling of poly- 
vinyl chloride is fused to Dickey Perma- 
Line” Pipe at the factory. It makes Dickey 
the easiest pipe there is to lay. A firm 
push completes the joint...and what a 
joint it is! It shuts out roots and ground 


water...locks in sewage. 


Dickey Perma-Line Pipe, with the new 
Dickey PVC Coupling, gives Dickey 
Dealers a pipe that can be promoted and 
sold effectively and conscientiously in 
the face of all competition. Its perform- 
ance exceeds the claims made for pipes 
of other materials. Now you can offer the 
world's most enduring material...clay... 
with a coupling that defies comparison, 


*Registered Trademark 


Send today for free 
fact-filled Bulletin 718 


Providing improved sanitation 
for better living 


—tBICKEY 


sanitary salt-glazed clay pipe 


ww. Ss. DICKEY CLAY MFG. CoO. 
Birmingham, Ala., Chattanooga, Tenn., Kansas City, Mo., 
Meridian, Miss., San Antonio, Tex., Texarkana, Tex.-Ark. 


if it's made of clay it's good...if it's made by Dickey it's better 
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MAIL THIS COUPON TO 
NEAREST DICKEY OFFICE 


W. S. DICKEY CLAY 

MFG. CO. 

Please send me, without cost or 
obligation, a copy of your illus- 
trated Bulletin 718 — ‘The New 
Dickey PVC Coupling.” 

Name. 

Company. 


Address. 
City. 














past five years Harper has been ac- 
tive in the lumber business in this 
area. 

KEY WEST: The Strunk Lumber 
Yard has opened a large customer 
parking lot at Simonton and Greene 
streets. 

ST. PETERSBURG: Frank I. Stet- 
son has been named manager of the 
factory outlet recently opened here 
by Stanley Building Specialties Co. 
of North Miami. Stetson was former- 
ly manager of the Clearview Dor- 
windo Corp. 

ARLINGTON: The Tucker Lum- 
ber Co. has opened a branch here at 
5760 Arlington Road. 


LOUISIANA 


MORGAN CITY: The Morgan City 
Lumber & Supply Co. has enlarged 
and modernized its showrooms and 
warehouse on Brashear Avenue. 


NEW ORLEANS: The Modernfold 
Door Sales Co. has changed its name 
to the Norton Co. The firm is located 
at 7202 Washington Avenue. 


CHARTERS OF INCORPORA- 
TION: Lester E. Tisdale Brick & 
Building Supplies, Inc., Lafayette; 
and McDonald-Gilbert Builders Sup- 
ply, Inc., lumber and building sup- 
plies, Jonesboro. 


TENNESSEE 


MEMPHIS: William C. Chadwick 
has joined Clark & Fay, Inc., as a 
sales representative in the firm’s 
building supply business. 


MEMPHIS: Wayne Roetzel has 
joined the staff of the Jordan Lum- 
ber Co. here. He was formerly with 
the North Memphis Lumber Co. 


MEMPHIS: Bob French is the new 
manager of the White Station Lum- 
ber Co. here. He succeeds Frank 
Owen. 

CAPLEVILLE: Al Altremira has 
been appointed manager of the Ca- 
pleville Lumber and Supply Co. He 
succeeds A. B. Myers Jr. 


KANSAS 


COLUMBUS: Archie Crawford of 
Aline, Okla., has purchased the 
Cherokee County Lumber Co. from 
W. O. Gilstrap of Coffeyville. 


DODGE CITY: The Long-Bell 
Lumber Co. has purchased a site for 
a lumber yard here. 


DODGE CITY: Charley Hager, 
manager of the Isely Lumber Co., 
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re you getting your share 
of this business? 


One K&M ad in BETTER HOMES & GARDENS did 
this. Because homeowners who read the top shelter 
magazines (BH&G and GOOD HOUSEKEEPING) 
want to know more about K&M Asbestos Shingles 

.and they want tosee them at their K&M dealer’s. 


Are you the Keasbey & Mattison dealer in your 
area? Are you benefiting from the hard-hitting 
advertising and resulting sales leads K&M sends 
out to aid its dealer network? 

Send the coupon for information about how K&M 
Asbestos-Cement Roofing & Siding Shingles can 
increase your profits from sales to the home- 
owner, the builder, and the roofing-siding appli- 
cator. Act now! 
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KEASBEY & MATTISON CO. Gocar¥case> 
Ambler « Pennsylvania ss 


— 
How can K&M Asbestos-Cement Roofing and Siding Shingles help me 
get a greater shar f the remodeling and new-home market? Send 
full details 

MAME iccsctcsnes 


COMPANY 


ADDRESS... 





was instrumental in having an 
acoustical tile ceiling installed in the 
Chamber of Commerce meeting 
room here. 

LIBERAL: The Paul W. Light 
Lumber Co. recently held an open 
house in celebration of its 50th anni- 
versary. 


SOUTH CAROLINA 


CHARTER OF INCORPORATION: 
Twin City Lumber Co., Inc., lumber, 
building materials and wood prod- 
ucts, Leesville. 





OBITUARIES 





JOE STEIN, 68. Partner in the Stein 
Lumber Co., Fredericksburg, Tex. 


DICK HUGHES. Retired representa- 
tive of the Buell Lumber Co., Dallas, 
‘Tex. 


WILBUR S. HOLTON, 52. Vice- 
president of the Orangeburg Manu- 
facturing Co., Inc., Norwalk. 


J. B. GOODYEAR, 53. One-time 
manager of the Pacific Lumber & 
Supply Co., Miami, Fla. 





Makes TW&J 
A Dependable 
Source of 
Well Manufactured, 
Seasoned and Graded 
Lumber and 
Lumber Products 


* 


In Addition 


Mr. Q.C.(Quality Control) is our name 
for Lee Moffett one of the best informed 
Quality Control men in the lumber 
industry. By rigid inspection of mill 
production, grading and shipping 
TW&J assures customers uniform 
quality in lumber and lumber products. 


TW&J's BALANCED LUMBER SERVICE 
includes the procurement and distribution 
of all West Coast lumber products to give 
the trade true ONE CALL service. 


TartTer. WEBSTER & JOHNSON. INC. 


P.O. BOX 3498 4 
San Francisco 19, California (ra) 


PRospect 6-4200 
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Teletype SF 211 





J. D. BURGE, 67. One-time president 
of Gamble Bros., Louisville, Ky., 
wood products firm, Guatamala. 


FORREST R. TOWNE, 57. Owner- 
operator of the Bell-Town Lumber 
Co., Baton Rouge, La. 


WILLIAM M. MORGAN, JR., 28. 
Son of W. M. Morgan, Sr., secretary 
of the Oklahoma Lumbermen’s Assn.., 
Oklahoma City. 


JIM QUEEN. Manager of the Malden 
Lumber Co., Malden, Mo. 


JAMES A. SMITH, 51. Branch ware- 
house sales manager, Southern States 
Iron Roofing Co., Savannah, Ga. 


JOHN SINGER, 87. President of 
John Singer, Inc., building contrac- 
tors, and the Suburb Building Sup- 
ply Co., Covington, Ky. 


J. BOYD CREIGHTON, 79. Retired 
owner of the Anderson Lumber Co., 
Anderson, S. C. 


ED LEWIS, 80. Retired lumber deal- 
er, Clinton, Ark. 


JOHN M. THURMAN, 62. Owner of 
the John M. Thurman Construction 
Co. and the JMT Lumber Co., Bor- 
ger, Tex. 


SERVING DEALERS 


(Continued from page 46) 


moldings; the full line of Mason- 
ite interior and exterior hardboard 
products, including Pegboard and 
a complete line of Pegboard fix- 
tures; Nu-Wood products; and a 
complete line of Upson products, 
including primed siding. 

Retail dealers often want special 
items, not usually carried in regu- 
lar stock. Since a wholesaler is in 
touch with hundreds of sources of 
supply, while a dealer is often not 
familiar with the whole market, 
this bird-dogging is easy for us. 
And it is just one more way to 
please your customer. 

Quick, efficient and economical 
delivery service is vital to success- 
ful wholesaler-dealer relations. At 
Martin Wiegand we stress the eco- 
nomical. Dealers call us a day 
ahead, we get his order out and 
ready for his truck to pick it up. 
He saves delivery charges on his 
building supplies by picking them 
up himself. This method perhaps 
wouldn’t be the best one in a less 
urban area. 

Credit services are vital to good 
wholesaler-dealer relations. Whole- 
salers must understand a dealer’s 
financial situation. In our case, fre- 
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i alicmmareyants 
is worth . 
MORE | 


because | > 7 


ser. ere 


o) i tals 


Vacol 











EXTRUDED ALUMINUM 


SLIDING GLASS DOORS - 


but... the 
cost was 
less than 
Solid wall 
construction! 


It’s a neat trick when you can help a 
prospect get more home for less money. 
And you can with the Vacol extruded 
aluminum “Sliding Picture Wall” — the 
sliding glass doors that seal out the 
weather but never the view. Cost 
than solid wall construction. Add so 
much beauty and practical indoor-out- 
door living comfort, they often boost the 
value of a home by many hundreds of 
dollars. 22 different plans. Available for 
both single and l-inch dual glazing. 
Fully weatherstripped. Vacol quality fea- 
tures have developed through 27 
designing and manufacturing aluminum 
door and window products. 


less 


years of 


WRITE TODAY FOR FULL 


JALOUSIE DOOR GLASS PANEL DOOR 
OTHER QUALITY 
VACOL PRODUCTS 


e JALOUSIE WINDOW 

@ SCREEN DOOR 

@ COMBINATION “PICTURE” DOOR 

e AWNING WINDOW 

e JALOUSIE COMBINATION WINDOW 
@ TRIPLE-TILT COMBINATION WINDOW 


DETAILS AND PRICES 





V. E. ANDERSON 
MFG. CO., INC. 
Owensboro, Kentucky 
Bradenton, Florida 
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quent calls by our representatives 
bring us close to our dealers. If 
there is a delay in payment, we’re 
liberal in waiting because we know 
the circumstances. Our across-the- 
board credit policy is a two-per- 
cent discount if the bill is paid by 
the 10th of the month and net in 
30 days. 

Another vital customer-relations 
job a wholesaler can do is to edu- 
cate his dealers on new products, 
market information and merchan- 
dising methods. As I said, a whole- 
saler is in closer touch with the 
full market, and can render his 


dealer a huge service by keeping 
him informed of its many facets. 
We conduct sales meetings with 
dealer personnel in an effort to 
render this service. And we keep 
our dealers supplied with the lit- 
erature, samples and technical in- 
formation our manufacturers make 
available to us. 

Conversely, a wholesaler ought 
to keep in close touch with what 
his customers’ customers want. Our 
salesmen, for instance, call on 
architects, engineers, commercial 
firms, ed. homebuilders, 
and other dealer trade factors— 








Yellow Pine 


Flush Doors 
Windows 
Shutters 
Mahogany 
Redwood 
Sugar Pine 


Jalousie Doors 
Louver Doors 
Window Units 
Screen Doors 
Fir Doors 





IT’S NO SECRET 


... that personal service is Zuber’s specialty too! 
Zuber Lumber Company has specialized in personal service since 1889. So, if 
you're looking for lines that'll give you good volume and regular turnover, call 
DR. 7-6404 


Formica 
Larch Douglas Fir 


Awning Windows 
Ponderosa Pine 

Metal Mouldings 
Douglas Fir Plywood 
Mahogany Plywood 
Marlite Wall Panels 
Cypress Wall Paneling 


The South's oldest wholesaler & jobber of building materials 


P.O. BOX 964 ATLANTA 1,GA. DR 7-6404 


White Pine Package Trim 
Douglas Fir Mouldings 

Cedar Shakes and Siningles 
Knotty White Pine Wall Paneling 
Mahogany Wall Paneling 

Door & Window Frames 
Disappearing Stairways 
Architectural Windows 
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discussing and promoting items, 
but never quoting prices. This 
keeps us informed and at the same 
time helps make the dealers’ sell- 
ing job an easier one. 

We also make our salesmen 
available to dealers for making 
calls on prospects, with the idea 
that we can assist them in selling 
specific jobs. Here again, the deal- 
ers’ salesmen make all price quota- 
tions. The ethical wholesaler sales- 
man never quotes a price to his 
dealer’s customers. 

Good wholesaler-dealer relations 
boil down to this: an interchange 
of ideas as well as merchandise— 
with the accent on good service 
and quality merchandise at a fair 
price. 


FACT FOLDERS 


(Continued from page 47) 


mond, Raleigh, Miami, and Bir- 
mingham. 

The first dealers who examined 
the Fact Folder system were en- 
thusiastic over its usefulness. Jim 
Waters, proprietor of the Waters 
Building Supply Company in El- 
lijay, Ga., said that it would prove 
most helpful because it would 
allow him to complete setting up 
a letter-file reference on building 
products that he had previously 
started but discontinued for lack 
of a classification system. 

SSIRCO salesmen are helping 
dealers to set up the system and 
consolidate into the folders other 
literature and data on the classi- 
fied product. In addition, they 
encourage dealers to use supple- 
mentary folders for materials they 
sell that are not covered by a 
Fact Folder. 

Neil Matheson, partner in the 
Andrews (N. C.) Builders Supply 
Company, explained that the Fact 
Folder file would keep together 
information on all products that 
customers might call for, but which 
he can not afford to stock. “Now 
we can find the need faster — 
and order it quicker.” 

The manager of the Hiawassee 
Hardware and Supply Company 
in that Georgia mountain town, 
Dick Paris, planned to consolidate 
product literature on the major 
classifications from miscellaneous 
catalogs. “It’s much better to have 
it in one place, where we can com- 
pare brands for quality and value,” 
Paris said. 
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CUSTRIM MOLDING 


mounts quickly and simply 
on the Berry Sectional. 
Your customer can style 
it himself to any number 


of individualized designs. 
Pa 


THE BERRY SECTIONAL 


for easy ups and downs! 


Here’s an easy-going sectional. And a quiet one. Count low-priced Be tomatic garage door operator. 
other exclusives like full-width unlatching mechanism, Iv’s trouble-t | efficient. Steel Door Corporation, 
labyrinth weatherseal, large windows and extruded 2400 EI / Birmingham, Michigan—the world’s 
hinge bearings. Then you’ll see how this door is packed largest manufac of steel garage doors. 
with sales appeal. What’s more, it’s all Paintlok steel 

. won’t swell or shrink, peel, crack or rust. Parts and 
components carry a full five-year guarantee. Colorful 
national advertising tells and pre-sells your prospects . . . 


’ BZ A. eee ae7 * 
promotes your profits. i. / DY) yy 
Best yet, the Berry Sectional sells for no more than an = 
ordinary door. And installation is so simple. Twelve SS 

standard sizes meet almost any residential need. See 


your distributor or write direct. Ask, too, about the STEEL DOORS 
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PRODUCT BRIEFS 





PROJECT-IN ALUMINUM WIN 
DOW. The UALCO top-hung, pro- 
ject-in weatherstripped aluminum 
intermediate projected window has 
concealed hardware in the large up- 
per sash that is key-operated to open 
for cleaning. Hoppers open and close 
conventionally. Southern Sash Sales 
& Supply Co., Inc., Dept. SBS, 818 
Twentieth Street, Sheffield, Ala. 
Write P275 on reply card, page 74. 


CEILING STAPLE. “Ceiltile”’, a 
staple designed specifically for fas- 
tening ceiling tile, is said to drive 
absolutely flush. Divergent legs that 
lock securely into wood and a resin 
coating assure great holding power 
and prevent tiles from buckling due 
to protruding staples. Arrow Fas- 
tener Co., Dept. SBS, 1 Junius Street, 
Brooklyn 12, N. Y. 

Write P276 on reply card, page 74. 
LARGER PLATE GLASS. The Lib- 
bey-Owens-Ford Glass Co., Dept. 
SBS, 608 Madison Avenue, Toledo 3, 
Ohio, has set new standard maximum 
sizes for plate glass. 34” plate is to be 
117” x 240”; and %” glass is to be 
117” x 216". 

Write P277 on reply card, page 74. 


RANGE HOOD VENTILATOR. The 
Home Metal Products Co., Dept. SBS, 
Route 7, Box 496, Dallas, Tex., has 
added an under-cabinet range hood 
ventilator to its Kich-n-vent line. 
Made of 24-gauge steel, the Texan is 
designed for project and low-priced 
homes. 

Write P278 on reply card, page 74. 


C-CLAMP. The Grand Clampmaster 
C-clamp now has a ratchet screw 
that instantly positions the clamp 
screw and releases it with a trigger 
action. Its alloy steel construction 
adds strength and permits a throat 
depth up to 6”. Grand Specialties Co., 
Dept. SBS, 3101 W. Grand Avenue, 
Chicago 22, II]. 

Write P279 on reply card, page 74. 


STEEL RODS. Redi-Bolt is a con- 
tinuous threaded steel rod in sizes 
from 3/16” through 2”. Standard 
lengths are 24” and 36”. Finished 
with zinc plating, they heat and bend 
to any shape. Redi-Bolt, Inc., Dept. 
SBS, 5334 Indianapolis Boulevard, 
East Chicago, Ind., also makes Redi- 
Rods, plain steel rounds, flats and 
angles. 

White P280 on reply card, page 74. 


GLASS REPLACEMENT. | Sisal- 
Glaze is a clear plastic replacement 
for commercial greenhouses, storm 
sash, and other glazing uses. It is 
claimed to transmit almost 100% 
of the sun’s ultra-violet and infra 
red rays without deteriorating or 
discoloring. Sisal-Glaze is available 
in 5- and 10-mil. weights and in 
various roll sizes. American Sisal- 
kraft Corp., Dept. SBS, Attleboro, 
Mass. 

Write P281 on reply card, page 74. 


ALUMINUM STAIR TREAD. A 
one-piece, precision cast aluminum 
stair tread, designed to cut main- 
tenance and provide safer footing, 
is offered by the Aluminum Co. of 
America, Dept. SBS, 1501 Alcoa 
Building, Pittsburgh 19, Pa. The 
tread uses a slip-proof abrasive nos 
ing and requires no costly protective 
coating. Each stair will withstand 
loads exceeding 1% tons. 

Write P282 on reply card, page 74. 


TOOL HOLDERS. The Masonite 
Corp., Dept. SBS, 221 N. LaSalle 
Street, Chicago 1, Ill., has added 
three clamp-type tool holders to its 
line of “Peg-board” fixtures. Each 
consists of two parts: the one which 
fits into the holes, and the holder 
itself. Each has a different jaw open- 
ing to accommodate a variety of 
tools. 

Write P283 on reply card, page 74. 


GARDNER'S CEMENTS 
ROOFS POSITIVELY TOO!! 


% Roof Cement 


% Waterproofing Compounds 


% Roof Coating 


GARDNER ASPHALT PRODUCTS CO. 


POST OFFICE BOX 5776 
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TAMPA 5, FLORIDA 
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THERE IS A DIFFERENCE 





IN ALUMINUM WINDOWS 








PENCO 
ALUMINUM 
WINDOWS 
GIVE YOU 
MORE 











ecm 


Penco Aluminum Windows are actual business builders for you! Penco builds profits, 
re-orders, better relations with the construction firms you supply! Soundly engineered 
and built ... Penco windows are heavier, stronger and more rigid! More handsome, 
too. You can recommend these windows with complete confidence. In Penco you have 
a product of real excellence, backed by a sound business organization with stable 


management and financial integrity. Write now for complete information. 














DOUBLE HUNG 


| HS eltaritnte ‘ae 
Ad) AND HORIZONTAL & ico 


SLIDING PENWOOD CORPORATION 
WINDOWS P.O.BOX 2428 DALLAS, TEXAS 
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ALL-WEATHER JALOUSIES. Air 
Master Corp., Dept. SBS, 20th and 
Alleghany, Philadelphia 32, Pa., 
offers a line of jalousie windows de- 
signed for both North and South 
weather conditions. Lifetime silicon- 
treated wool-pile weatherseal is 
claimed to eliminate rattles, provide 
all-weather protection, and better 
air-conditioning efficiency. The con- 
tinuous head and sill permit custom 
installation. 

Write P284 on reply card, page 74. 


PREFAB METAL BUILDING. An 
all-metal Truscon “standard build- 


ing” can be delivered to a job site 
as a “package” within weeks. Build- 
ing widths run 32’ to 48’ in 4’ multi- 
ples; heights, 12’ or 14’; length, un- 
limited. The package includes all 
siding, roofing, windows, doors and 
hardware. Republic Steel Corp., 
Truscon Division, Dept. SBS, Youngs- 
town, Ohio. 


Write P285 on reply card, page 74. 


FOR PATIOS ; 
_ But, DON'T FORGET THESE PROVEN SELLERS 








—__ 
MODEL OF-48 


Any design of out- 
door or indoor 
barbecue can be 
built around this 
cast iron and steel 
unit. Rugged and 
durable, with spe- 
cial tapered and 
notched grille sec- 
tion, for deluxe 
value. 
Majestic’s big 
model . . . 245,” 
high, 29” long, 
185,” wide... 
appeals to both 
builder and ‘‘do- 
it-yourself’’ buyer. 


EE ——— 





Also many other 


MODEL ee 
OF-38-5 


Makes an easy job 
of masonry work 
and assures effi- 
cient operation. 
Cast, all-bar top 
grate and adjust- 
able fire grate for 
wood or charcoal. 


Overall size: — 
21%" high, 261," 
wide, 15” deep. : 
A popular unit -< 
priced for profit- 
able sales, ideal 
for patio or ranch- 
type kitchen. 


fireplace accessories 


—-_ 
The Majestic Company, Inc. 


414-C ERIE STREET, HUNTINGTON, INDIANA 
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AWNING FABRIC. The Lumite Di- 
vision of Chicopee Mills, Inc., Dept. 
SBS, 47 Worth Street, New York 13, 
N. Y., has introduced a plastic awn- 
ing fabric called “Lumite 909 Saran.” 
Lumite claims it is unaffected by 
the weather, needs no seasonal stor- 
age, is translucent, fade-resistant, 
rot - resistant, mildew - proof, and 
cleans easily. The awning fabric is 
available in solid colors and stripes. 

Write P286 on reply card, page 74. 


ORNAMENTAL IRON. The Locke 
Manufacturing Co., Dept. SBS, Lodi, 
Ohio, has added a contemporary style 
to its line of wrought-iron railings 
and columns. Designed for use with 
today’s functional architecture, the 
new style uses straight lines and 
geometric shapes. It is suitable for 
exteriors or interiors. 

Write P287 on reply card, page 74. 


ASBESTOS TILE. “Terrazzo” is the 
newest pattern of Terraflex vinyl 
asbestos tile made by Johns-Man- 
ville, Dept. SBS, 22 E. 40th Street, 
New York 16, N. Y. Measuring 9” 
x 9” by 1/16”, “Terrazzo” can be 
used over almost any type sub- 
floor or on walls. It is available in 
10 pastel colors. 

Write P288 on reply card, page 74. 


POST-LANTERN PACKAGE. Hadco 
Aluminum Products Co., Dept. SBS, 
613 Allegheny Ave., Pittsburgh 33, 
Pa., offers pre-packaged aluminum 
post-and-lantern combinations. Com- 
plete with easy instructions, the kit 
measures only 37” x 10” x 5”. When 
assembled, the unit is 99” high. Both 
modern and conventional lantern 
styles are available. 

Write P289 on reply card, page 74. 


ACCESS DOOR. The Milcor steel ac- 
cess door for acoustical-tile ceilings 
is recessed into the frame the depth 
of a tile, permitting the tile to finish 
flush with the surrounding tile sur- 
face. Inland Steel Products Co., Dept. 
SBS, 4175-A W. Burnham Street, 
Milwaukee, Wis. 

Write P290 on reply card, page 74. 


HUSH CLIP PARTITIONS. The 
Penn Metal Co., Inc., Dept. SBS, 40 
Central Street, Boston 9, Mass., has 
designed a non-bearing partition to 
minimize the transmission of sound. 
Adjustable Hush Clips attach steel 
studs, track and gypsum plaster over 
lath to a 4%” vertical supporting rod. 
These small clips are the only direct 
wall-to-wall contact to transmit 
sound. Hush Clip partitions are 5%” 
thick. 

Write P291 on reply card, page 74. 
HEAVY DUTY TILLER. Bolens 
Products Division, Food Machinery 
and Chemical Corp., Dept. SBS, Port 
Washington, Wis., has added model 
M16D to its line of small tillers. 
Featuring universal-type tines, the 
Mustang is powered by a heavy-duty 
3 hp. engine. The 14” two-speed 
rotor will cut a 16” tilling swath. At- 
tachments are available. 

Write P292 on reply card, page 74. 
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109-C. WOOD SHUTTERS AND DOORS. The 

and benefits of the new Wing-Line Shutterfold 

doors are covered in catalog insert. —! No. 

=. t+ details and Yd sizes and benefits of 
’ Finish with ble louvers. Sam 

A g 2 ay Inc., Dept. SBS, 5035 Willits Avenue, 

Dallas 6, 


102-C. FIBER ROOF COATING. “The Easy and 
Low Cost Way to Repair and Renew Roofs” is a 


folder covering the uses of G 
—— Co., Dept. 








roof coating. Gardner Asphal 
SBS, P. O. Bex 5776, Tampa, 


103-C. _——— SPECIALTIES. Joist hangers, 
timber fram! anchors, ventilators, win- 
a=. and other ~s g specialties are shown in a 
eveland Steel La ee oo. 
Dept. SBS, 3761 :. 9lst Street, Cleveland 5, 0 


104-C. FIBER-GLASS PANELS. Colors and appli- 
cations of Lascolite fiber-glass panels for farm uses 

are shown in a new folder. It includes a apestal 
color for poultry Lynch Asbestos | og Dept. 
SEBS, 2939 South Sunol Drive, Los Angeles, Calif. 


105-C. WESTERN LUMBER seunem. A u“- ~page 
“Where To Buy,” ember 


shipping weights for D 
lock, Sitka spruce, and Western red cedar. W 
Coast [a bermen’s Assn., Dept. SBS, 1410 8. W. 
Merrison Street, Portland, Ore. 
106-C. WINDOW SASH BALANCES. The new one- 
piece Spiralfiex weatherstrip-sash is de- 
scribed in a catalog sheet. The new sash unit does 
net need individual parting and assures plumb 
installation. It has spiral balances. Caldwell Manu- 
facturing Co., Dept. SBS, 64 Commercial Street, 
Rochester 14, N. Y. 


107-C. ALUMINUM DOORS AND WINDOWS. 

Specifications, detail drawings, and sizes are given 

for aluminum windows and sliding glass doors in 

liding Glass Doors’’ 

um Windows.” 

Albritton Engineerin, » Dept. SBS, 2501 Wrox- 
ton Read, Houston ., Tex. 


108-C. PLASTIC-FINISHED rae, 
tal Marili 


K 

Dover, Ohio. 

1-F. ALUMINUM a. —— Loxcreen catalog 
shows and describes aluminum tension — 


—— — gh frame screens, rolled 
Idi It shows how easy it is 
to install ¢ the 


screens. Display screen available. 
Loxcreen Co., e Dept. SBS, P. O. Box 5133, 
Columbia, 8. C. 





Tes more 
information . 


Use This Handy Card 
NO POSTAGE REQUIRED 


Write in the code numbers of the HELP- 
FUL BOOKLETS of which you want FREE 
copies — and also the code numbers of 
the NEW PRODUCTS on which you want 
more information. Fill in your name, 
position, firm, and address. Tear out 
and mail today! 


HELPFUL BOOKLETS Free! 


On this and subsequent pages of S-B-S, you are offered an 

excellent selection of literature on new Building Materials and 

Products. For free copies of this helpful literature, just fill in 
and return the handy postage-paid reply card below. 


101-B. BUILDING PRODUCTS. The new 68-page 
Nova handbook presents the full line of Nova 
building products and also essential data on their 
uses. Line lousi lis, shingles, 
Plastic doors and room dividers, and masonry 
Products. Nova Sales Co., Dept. SBS, Trenton 


102-B. WOOD DOORS AND WINDOWS. A folder 
and catalog sheet —_ Rimco Styldors that 
permit originality painting. A fdider and 
brochure show Rimco-Vent operating and Rimco- 
View fixed-light window units in different com- 
inattens. et Island Millwork Co., Dept. SBS, 





103-B. WESTERN PINE SOURCES, USES. WPA’s 
1957 ——— directory lists 440 member mills 
by states and by species and products available. 
— full-color folders show finishing recipes and 

eproduced samples. Western Pine Assn., Dept. 
SBS, Yeon Building, Portland 4, Oregon. 


104-B. ASPHALT ROOFING, ASBESTOS SIDING. 
Folder shows use of hurricane-tested asphalt roof 
shingles of square-tab design, and shows ‘‘wind- 
proof warranty.”” Booklet shows installations of 
Ruberoid asbestos clapboard siding. Ruberoid Co., 
Dept. SBS, 500 Fifth pairs New York 36, N 


te - ALUMINUM DUCTS. Weather-Proof 
juminum products are My ee in four folders: 
sdjustable vandow awnings; triple-track combina- 
= double- -hung windows; combination storm- 
screen doors; and combination sterm-screen door 
with self-storage compartment. Weather-Proof Co., 
Dept. SBS, 1407 E. 40th Street, Cleveland 3, Ohio. 


106-B. FIR PLYWOOD FACTS. sna & deal- 
ers and ~~ Sy for which h gh 
are sent to Douglas Fir Plywood fon, Dept. SBS, 
1119 A Street, Tacoma 2, Wash., a 48-page, 
pocket-size fir plywood guide. It includes basic 
—- data, advantages, and much ‘“know- 
ow.’ 


107-B. ALUMINUM WEATHERBOARD. A 24-page 
manual gives specifications and shows best meth- 
ods of a BA Lifeguard enameled aluminum 
pm ae Uses of backerboard and accessories 

ained. Lifeguard Industries, Inc., — SBS, 
25 Gilbert Avenue, Cincinnati 6, 


108-B. WOOD KITCHEN CABINETS. The Dixie 
Maid line of wood cabinets for kitchen walls, 
bases, and corners come in birch, white, yellow, 
pink, green, blue. Brochure shows and describes 
all. Full-color Dixie Maid kitchen jumbo post- 
cards also available from Dixie Cabinet Co., Dept. 
SBS, Morristown, Tenn. 


109-B. WOOD AND MASONRY TOOLS. Catalog 
No. 66 in 40 pages shows and specifies the complete 
line of Hargrave tested tools. These include a 
a, punches, ~ Wed drills, and gasket cut- 

Cincinnati ‘Too bg SBS, 2006 Waver- 
: Avense, Cinciamats SO 


Postage 
Will be Paid 
by 


Addressee 


110-B. PLASTIC WATER PUTTY. Ca’ 

shows home uses for Durham’s Rock- 

patty. , — how to color it, and lists types 
of find it ‘‘indispensable.”’ Donald 
Derham ~~g ~4 Dept. SBS, Box 804-0, Des Moines, 
owa. 


111-B. WOOD WINDOWS. “For Happier Living” 
is a 24-page, full-color booklet that shows in 
photos and full- pictures how to use Curtis 
Silentite and Style-Trend wood windows in 

new homes and re g jobs. Curtis Companies 
Service Bureau, Dept. SBS, Clinton, Iowa. 


112-B. IRON RAILING AND COLUMNS. 
explains installation of complete ornamental iron 
job for Do-It-Yourself trade, and lists parts re- 
quired and installation procedure. Versa Products 
Co., Dept. SBS, Lodi 4, Ohio. 


108-D. STEEL FRAME BUILDINGS. ht-page 
brochure shows stan de = 


Dept. SBS, 
Warehouse Division, P. OB Bos stil ‘Atlanta 1, Ga. 


114-B. VENTILATORS. The Leslie line of ventilat- 
ing specialties and 

in a catalog folder. ud Leslie 
ventilators, vertical wall and triangular louvers, and 
wall and under-eave ventilators. Leslie W: 

Co., Inc., Dept. SBS, 2943 W. 

Chicago iz, IL 


115-B. ALu 


Windows, 
Trail, West Palm Beach, 


116-B. SHORT-LENGTH ee. Four-page 
__* by John Reno lists umber 


Pac 
Lumber Wacker Drive, 
Chicago 1, TIL 


117-B. MOVABLE WOOD SHUTTERS. The Sun- 
Air line of t wood shutters 
is presented in a 12-page booklet. It explains DIY 
pony AER RRR RL, 
pine mahogany steck. Products Manufac me gy By Co., 
Dept. SBS. I 1045. East 3ist Street, Hialeah, Fila. 


118-B. woos WINDOW wanee. Complete line 
of An for residential, 
wo ee 








a types of windows 
clude Fiexivents, casement, sliding, and double- 
ung units. Andersen Corp., Dept. 
SBS, Bayport, Minn. 


No 
Postage Stamp 
N 


lecessary 
If Mailed in the 
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ates Ovensears os —, fer Im 
7 A tered tn vartous types of 

iste six 4, f- en trenchin, 

how pi 


~~ i | Ny Inc., Dept. SBS, 
1-A. FLUSH DOOR INSERTS. 
inserts. 





Street 5. W., A 


2-A. BUST-BEeTeNe —— Pocket-stze hand- 
a gives specifications for rust-resistant Sterm- 

d nails, aediediaeen te im molten sinc. Shows 
55 styles and sizes with chart of uses. W. H. Maze 
Ce., Dept. SBS, 400 Church Beulevard, Peru, Til. 


1-I. WINDOW AND CASING. Consumer brochures 
show and ibe the Altex Carolina alumin 


a Gi aeee on 
aon Cam, Coomera & o 


Dept. SBS, 120 Ind 
.. MORTAR acts and Tables for 
ty a booklet covering 


as 
fi: Cement 
Street, New York 17, N. Y. 


101-C. PLYWOOD PRODUCTS. The Weldwood 
catalog (AIA File No. 19-F) descr 
recommended uses, sizes, and ——F— - “prices 
for every product in the Weldwood plywood line. 
All species and patterns shown in full celor. United 
States Plywood Corp., Dept. SBS, 55 West 44th 
Street, N. Y¥. 36, N. ¥. 


43-D. FARM BOOK. Sixteen 
of pred 





3-A. PACKAGED DOOR INSERTS. Southern Door 

Lite Inc., Dept. SBS, A A so ye Boulevard 
Ss. W., ‘atlanta 10, Ga, off catalog that 
shows its lights, ~~ and —— “tor flush doors. 
Specifications included for Reyalites, Royalouvers, 
and Royalpilants. 


1-K. METAL LATH, ACCESSORIES. La 9 cata- 

brochure shows and describes types of metal 

and partition systems of the 

Lath Coe., Dept. SBS, P. O. Bex 

992, Birmingham, Ala. Tables give fire test data 
and mission loss for the partitions. 


PRODUCTS. Vulco alu- 
Casekin, 


log. Vulcan 
Sixth Avenue South, 


39-B. METAL MOLDINGS. A 20-page catalog shows 
i line of Premier aluminum and stainless steel 


dimens! ‘ee Metal Trims, 
SBS, P. O. Box 1072, Youngstewn, Ohie. 


1-L. CEDARB-SHAKE PACKAGE. yd de- 

scribes a handy consumer package of Shakertewn 

Glumac shakes, matching- nails, and sa 

Corners.” It shows hew corners make a tight fi 

on outside walls. Perma Products oo. Fee SBS. 
Kinsman Road, Cleveland 22, O! 


33-B. MASONRY WALL REINFORCEMENT. Bul- 
letin gives specifications and shows Dur-O-WaL 


FILL IN DATE OF ISSUE 
Send me these FREE Catalogs and Bulletins .. . 


HELPFUL 
BOOKLETS FREE! 


= D. 2 eee aes PRODUCTS. 
eye 


Century No. 5 es; Apae all-purpose ae 
o. 5 Saas ~ 4 \ 

a gn exterior ; i ehreght ras for 

use; corruga’ 

A sheet. Keasbey and Mattison Co., Dept. 

SBS, Ambler, Pa. 





and screen cloth 
size folder. 
ce aluminum frame 
unit. Dodge Wire tion, Dept. SBS, 249 
Spring Street 8. W., Atlanta, Ga. 


19-B. PANEL WINDOW UNIT. The ay © Beauti- 
Vue panel window unit is described in a two-color 
folder. It shows hew this toxic- treated, 

pine unit can be used sin 

and stacks. The fol 

Lok double-hung units. Zuber Lumber Co., 

SBS, P. O. Box 964, Atlanta 1, Ga. 


13-B. nonmnesens, Spetncontere, 4 
homes, apartments, and other buildings are 

in a new catalog. Complete technical ey “are 
— for See-teae ‘floor-fed, garden, and prefabri- 
cated steel models. Donley Brothers Ce., Dept. 
SBS, 13932 Miles Avenue, Cleveland 5, Ohio. 


24-B. ASPHALT ROOFING es. Four- 


is consumer 

of Harborite lapped siding. els, smooth 
panels, and ae ors select cabinet — 
Harber Corp., Dept. SBS, Bex 940, A’ 

deen, Wath. 





<8 | | me 


JL 





1 want details on these New Products... 
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es a | 
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a) i 





My Name 

My Position 
Company Name 
Street 


City 


18-B. WALLBOARDS. Colerful literature presents 
Plastergen’s complete lines of laminated ber wall- 
beards, Leckaire Paintcete imterier, and Asphaltic 
shea: insulating beards. Free 

tergen ‘ali Beard Ce., Dept. SBS, Station B, 
Buffale 7, N. Y. 


“Hew Protect 


B. LUMBER 
Lewter 7? A - fer EY 
8s hew to 


tect tect lumber” with 
ber ith pare fer shipving Corp, Dept. ca 


14-B. TENSION SCREENS. New 
ual outlines 


PACKAGING. 
(Red 


which gives 

for “Fropicans’ sliding giass doors. 

Darvl Praducts Corp. Dept. SBS, 7240 N. E. éth 
uc, Miami, Fla. 

103-D. PACKAGED bee we Booklet presents 

complete selection simply-designed 

chimneys, They are easily installed an require 

minimum G i Pr Co., Inc., 

Dept. SBS, Fredericksburg, Va. 

14-D. INSULATING ROOF DECK. A 20-page 

brochure, “New Dimensions In Ceiling Designs” 

shows and describes roof deck oo. com- 
beam tail, 


parisons, wy 
plication tips. Insulite Division of and 
Ontario Paper Co., Dept. SBS, 560 Baker Building, 
Minneapolis 2, Minn. 





105-D. FARM STEEL PRODUCTS. “Farmers and 
Ranchers Handbook” in 76 pages supplies data en 
ee ee ee ee eS ae a 

f and roofing on farms. Hand- 


106-D. "= AND ae 4 SCREWS. Seuth 
Screw 3 SBS, Statesville, N. C., offers a 
useful ihe “Instructions for Selecting and 
Using Wood eneus and Sheet Metal Screws.” 


107-D. SLIDING DOOR HARDWARE. Sliding door 
hardware, folding , doors, drawer slides, 

are and described in f 
It will help save hardware selection time. Grant 
Pulley and Hardware Corp., t. SBS, 31-35 
Whitestone Parkway, Flushing, N. 





A Aa A 


Use This Handy Card 
NO POSTAGE REQUIRED 


Write in the code numbers of the HELP- 
FUL BOOKLETS of which you want FREE 
copies — and also the code numbers of 
the NEW PRODUCTS on which you want 
more information. Fill in your name, 
position, firm, and address. Tear out 
and mail today! 


« 4 


Also use this handy postage-paid reply 
card for requesting information on items 
featured in PRODUCT PARADE, PROD- 
UCT BRIEFS and S-B-S ADS. 





MORE Helpful Booklets FREE 


101-F. ALUMINUM WINDOW SCREENS. 16-page 
component parts catalog illustrates to scale all 
formed shapes and parts for window screen fabrica- 
tors. Also illustrated literature on screen doors. 
Uni-Temp Products, Inc., Dept. SBS, 1010 West 
Kansas, McPherson, Kan. 


102-F. ALUMINUM AWNING WINDOWS. Eight- 
page catalog describes window features and opera- 
tion. It includes specifications, accessories, in- 
stallation details, and types and sizes of standard 
and modular windows. Stanley Building Special- 
ties Co., Dept. SBS, 1890 N.E. 146th Street, North 
Miami, Fla. 


103-F. MASONRY REINFORCEMENT. Complete 
description, specifications, uses and an _ actual 
sample of Key-Wall galvanized masonry reinforce- 
ment are included in an illustrated folder. Key- 
stone Steel & Wire Co., Dept. SBS, Peoria 7, Ill. 


101-E. METAL WEATHERSTRIPS. Southern Metal 
thresholds and weatherstrips are illustrated and 
described in catalog No. 57A. This four-page bro- 
chure covers available sizes and contains price 
and order information. Southern Metal Products 
Corp., Dept. SBS, 921 Rayner Street, Memphis 14, 
Tenn. 


102-E. PRESSURE-TREATED LUMBER. ‘‘Safeguard 
Building Dollars With Wolmanized Pressure-Treated 
Lumber” is a 16-page brochure illustrating appli- 
cations of lumber treated against deterioration from 
rot-producing fungi and termites. Koppers Co., 
Inc., Dept. SBS, 750 Koppers Building, Pittsburgh 
16, Fa. 


103-E. METAL FIREPLACE UNITS. An 18-page 

units, including dampers, log rests, grates, and ash 

ienen. Commie description and specifications ac- LEAD WEST COAST LUMBERMEN’S ASSN., 1957-58 
Co., Dept. SBS, Sweetwater, Tenn. 


104-E. TRANSLUCENT PANELS. The advantages, New officers of the West Coast Lumbermen’s Association are pictured here at 
uses, and properties of shatterproof Corrulux, ? > 

translucent structural panels are described in a the 46th annual stockholders meeting in Portland, Ore., recently. Back row, 
two-color booklet. A color and square footage P . —— > ’ e . 
chart, with other specifications and recommenda- from left: Harris E. Smith, secretary, Portland; C. Henry Bacon, vice-president, 


tions, is included. Corrulux, LOF Glass Fibers, . . * i - sade 
Dept. SBS, P. O. Box 20026, Houston 25, Texas. Shelton, Wash.; H. V. Simpson, executive vice-president, Portland; and Eliot 


105-E. ALUMINUM JALOUSIES. Conventional and Jenkins, treasurer, Springfield, Ore. Front row, from left: Judd Greenman, 


—— len a= Rag meme et eee senior vice-president, Portland, Ore.; Robert M. Ingram, president, Aberdeen, 
lg gel ee Ore.; George Flanagan, vice-president, Medford, Ore.; and Jack Fairhurst, 
|e gg Bl soon “pase Pa SBS, 1050 Albert vice-president, San Rafael, Calif. 


AC bias wih CE hort 


AN EXPERIENCED TEAM IS READY 
TO SERVE YOU, THE JOBBER 


With 


1. The most complete lines of building materials. 
2. All quality merchandise from only the finest mills. 
3. Prices that are really competitive. 


Send us your inquiries and you'll be pleasantly surprised. 


IMPORTERS .. . MANUFACTURER’S REPRESENTATIVE 


Distributors of Lumber - Plywood - Doors - Veneer - Flitches - Door Skins - Millwork - Mouldings and 
Awn-O-Matic Wood Windows 


Mec lisa ae bl See 


118 NORTH EAST FOURTH STREET e FORT LAUDERDALE, FLORIDA 
TELEPHONE JACKSON 2-8545 ABLE ADDRESS PAN PAC 
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PRODUCT PARADE 





NON-WARPING WOOD BOARD 


Timboard is a wood panel, ideally 
suited as a base for veneers and 
plastics because of strength and non- 
warping characteristics. It is made 
by Roddis Plywood Corp., Dept. SBS, 
Marshfield, Wis. It is made of saw- 
mill edgings, slabs, and planer ends 
— wood wastes that have been re- 
duced to precise shavings that are 
bonded together with resin under 
great pressure and heat. 

Because of excellent surface char- 
acteristics, Timboard may serve as 
a base for wood veneers as thin as 
1/42”. Furthermore, the board’s com- 
pact, gap-free construction is said 
to permit edge veneering that holds. 

Timboard has excellent screw- 
holding power and may be readily 
painted, thus providing excellent 
material for cabinet work. 

Write P293 on reply card, page 74. 


MULTI-COLOR ENAMELS 


The United Lacquer Manufacturing 
Corp., Dept. SBS, Linden, N. J., 
claims that its Multakolor enamel is 
a quick, easy customized color 
blending process making over 2,000 
color combinations possible. 
Multakolor consists of a specific 
base color with additional colors ap- 
pearing as speckles of predetermined 
size. A _ single spraying covers 
smoothly and hardens in two hours. 
This lacquer is said to resist alco- 
hol, grease, oil, crayon marks, ink, 
and to easily clean with soap and 
water. Its covering qualities hide 
imperfections and thereby permit 
use of less expensive base materials. 
Write P294 on reply card, page 74. 


76 


DOOR AND WINDOW PARTS 


All parts necessary for the manu- 
facture of Seasonmaster aluminum 
combination doors and windows are 
now available directly from Season- 
master, Inc., Dept. SBS, 24 Kinkel 
Street, Westbury, N. Y. 

A huge, modern hydraulic press 
makes it possible for Seasonmaster 
to manufacture and deliver immed- 
iately every order for lineal lengths, 
and to provide a constant stock of 
many types of extrusions. 

Write P295 on reply card, page 74. 


ALUMINUM WINDOWS 


Windows said to contain up to 3 
lbs. more aluminum than competitive 
lines have been introduced by the 
Penwood Corp., Dept. SBS, Box 2428, 
Dallas, Texas. Neoprene glazing bead 


provides clean, handsome shadow 
lines. 

Window weather-stripping is pre- 
cision engineered, with double-con- 
tact stainless-steel stripping at 
jambs. Balances are concealed. 

Write P296 on reply card, page 74. 


OUTDOOR RUBBER TILE 


Robbins Floor Products Inc., Dept. 
SBS, Tuscumbia, Ala., introduces re- 
silient floor tile able to stand the 
rigors of outdoor exposure. 

The tiles are made of DuPont’s 
new synthetic rubber, called “Hy- 
palon.” It has exceptional resistance 
to oxidation by sunlight and at- 
mospheric ozone—the two principal 
factors that cause other resilient 
flooring to deteriorate in the weather. 

Write P297 on reply card, page 74. 


PLASTIC MOSAIC TILES 


Mastro Plastics Corp., Dept. SBS, 
3040 Webster Avenue, New York 67, 
N. Y., introduces mosaic wall tile 
made of polystyrene plastic. Called 
Tri-Bond Mosaics, the  precision- 
aligned tiles are mounted on 16” 
x 16” fabric panels containing 441 
individual smooth-edged plastic tiles. 

The chemically-treated gauze fab- 
ric adheres to almost any surface. It 
will not shrink, resists mildew, and 
is completely flexible, allowing the 
tiles to be mounted on curved sur- 
faces. 

Tri-Bond Mosaics are available in 
a variety of colors and marble-tones. 

Write P298 on reply card, page 74. 


HEAVY-DUTY DOOR CLOSER 


A leaf spring, combined with con- 
ventional air-spring action to pro- 
vide easier opening and closing of 
storm and screen doors, has been 
introduced by the Ideal Brass Works, 
Inc., Dept. SBS, 250 East Fifth Street, 
St. Paul, Minn. 

Designed for jalousie and other 
heavier-than-average aluminum and 
wood combination doors, the No. 15 
heavy-duty door closer has a temper- 
ed steel leaf spring that connects 
the cylinder to the door. The spring 


works to counteract pressure build- 
up of the internal coil spring on the 
opening cycle and releases extra 
energy on the closing cycle. 
An internal oil cartridge lubricates 
the closer for a minimum of 10 years. 
Write P299 on reply card, page 74. 
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PLASTIC COATING 


The Corrulux Division, L-O-F Glass 
Fibers Co., Dept. SBS, 1808 Madison 
Avenue, Toledo, Ohio, has developed 
a coating that can be used to resur- 
face old fiber-glass-reinforced plastic 
building panels. Called Corrucote, it 
can also be used on new pieces to 
reduce the transmission of light. 

The coating is an acrylic lacquer 
with a drying time of 20 minutes to 
a tack-free state. It is available in 
five colors, in addition to the clear 
material. 

Write P300 on reply ecard, page 74. 


LIGHT TRUCK LINE 


Distinctive styling, high - efficiency 
engine, greater driving comfort and 
maneuverability are features of the 
light- and medium-duty delivery 
trucks recently introduced by the 
International Harvester Co., Dept. 
SBS, 180 North Michigan Avenue, 
Chicago 1, Ill. 

Model A-110 comes with a 7’ or 
81%’ pick-up body and is rated at 
4200-5400 lbs., gross vehicle weight. 


It is powered by a 141-h.p. Interna- 
tional Black Diamond engine, with 
a wheel-base range from 110” to 126”. 

Model A-160 rates at 16,000-19,000 
lbs. It is powered by a 154-h.p. In- 
ternational Black Diamond engine. 
Wheel bases range from 129” to 219”. 

Both models feature a 65”-wide 
cab (the widest inside dimension of 
any comparable truck model) and a 
sweep-around windshield that offers 
1,181 square inches of unobstructed 
visibility. 

Write P301 on reply card, page 74. 


SLIDING WINDOW UNIT 


A new sliding wood window unit, 
with a removable sash, is offered by 
Curtis Companies, Inc., Dept. SBS, 
Clinton, Iowa. 

Called the Curtis Style-Trend, this 
sliding window unit features extreme 
weather-tightness. A new weather- 
stripping design reduces air leakage 
and allows almost no wind infiltra- 
tion. 

The sash lifts up for cleaning or 
painting. 

Write P302 on reply card, page 74. 


ASBESTOS-CEMENT PIPE 


A long-life asbestos-cement sewer 
pipe, with a specially-designed Fluid- 
Tite coupling, has been announced 
by Keasbey & Mattison Co., Dept. 
SBS, Ambler, Pa. The pipe is light- 
weight and is said to be quickly and 
economically installed, even with un- 
skilled labor. 

It comes in 13’ lengths, ranging in 
diameters from 6” to 12”. Also in- 
corporating the Fluid-Tite coupling 
feature, both “tee” and “wye”’ fit- 
tings, are available. 

Write P303 on reply card, page 74. 


SKYLIGHT FAN 


An air skylight fan and fluorescent 
light fixture packaged as one unit is 
available from the Daylite Engineer- 
ing Co., Dept. SBS, 14753 Aetna 
Street, Van Nuys, Calif. 

The plastic glass skylight comes in 
clear white, or sun-resistant clear 
grey. The General Electric 8” fan’s 


Oilite ball-bearing motor never 
needs oiling. 

Only the skylight shows from the 
room below. A vented translucent 
plastic glass ceiling panel gives a 
flush ceiling appearance. Weather- 
stripped louvers open and close au- 
tomatically. 

The unit can be used on a fiat 
roof or roofs with 5- to 12-inch pitch 
The skylight is 12” high. 

Write P304 on reply card, page 74. 
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THREE-WAY WOOD STAIN 


The Martin-Senour Co., Dept. SBS, 
2500 S. Senour Avenue, Chicago, II1L., 
introduces a wood stain that fills, 
seals and colors in one application, 
and does not have to be wiped. 

The time-saving stain is avail- 
able in 12 rich modern interior 
tones: platinum, driftwood, honey, 
blondine, bleached redwood, fruit- 
wood, congo, light oak, sage, dark 
oak, cherry, and teakwood. The line 
also includes a permanent redwood 
stain for exterior use. 

Write P305 on reply card, page 74. 


ELONGATED SHINGLE 


The Ranchline is an asphalt strip 
shingle specifically designed for roofs 
of modern ranch-type and split-level 
homes. It is made by the Barrett 
Division, Dept. SBS, Allied Chemical 
& Dye Corp., 40 Rector Street, New 
York 6, N. Y. 

The shingle stresses the horizontal, 
rather than the vertical shingle line 
by means of tabs which are 50 per 
cent longer than standard. This re- 


duces by a third the vertical lines 
on the roof. 

An unobtrusive shadow-band fur- 
ther accents the shingle’s elongated 
look. It is available in pastels of 
gray, green and red; “soft shadow” 
greens, tans, grays, and reds; tur- 
quoise and green blends, and snow 
white. 

Write P306 on reply card, page 74. 


EXTERIOR STAIN 


The Perma Products Co., Dept. SBS, 
20310 Kinsman Road, Cleveland 22, 


Ohio, offers a new heavy-duty 
Shakertown stain that covers sur- 
faces with one brush coat. Its high 
quality pigments and oils are said 
to cover thoroughly even when a 
light color is laid over a darker- 
stained surface. 
Shakertown exterior 
available in 12 colors. 
Write P307 on reply card, page 74. 
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VAPOR-SEAL ROOF SLAB 


To provide improved, more eco- 
nomical roof construction for modern 
structures with exposed beam ceil- 
ings, the Celotex Corp., Dept. SBS, 
i120 South LaSalle Street, Chicago, 
Ill., has developed a new vapor-sea! 
insulating roof slab. It employs a 
built-in asphalt membrane vapor 
barrier, with the vapor-seal at joints. 

Units are of Celotex insulation 
board in 2’ x 8’ sizes, and are avail- 
able in 2” or 3” laminated thick- 
nesses. The product meets FHA re- 
quirements. 

Ceiling surface, including long 
edge bevels, is factory-finished in 
white to provide a finished interior 
appearance. Modified tongue-and- 
groove joints of long edges simplify 
alignment and speed installation of 
the units, the company claims. 

Write P308 on reply card, page 74. 


CONCRETE MIXER 


Drive-A-Mix is a new, self-sufficient 
mobile concrete mixer manufactured 
by the Wright Engineering & Sup- 
ply Co., Dept. SBS, 1300 S. Bannock 
Street, Denver 23, Colo. 

The company claims that two men 
can mix and deliver 20 cu. ft. of 
concrete every four minutes with 
Drive-A-Mix. It is self-propelled and 
powered by a 26.8 hp engine. Even 
though it is of tricycle steering de- 
sign, a low center of gravity makes 
it tip-safe. 

Quiet operation and comfort-engi- 
neered controls transfer the heavy 
work from the operator to the equip- 
ment. 

Write P309 on reply card, page 74. 
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WOOD FINISHES 


Watco, Dept. SBS, 1640 Twentieth 
Street, Santa Monica, Calif., offers 
four wood finish-preservers. One is 
for redwood, one for woodwork, one 
for marine wood, and one for wood 
floors. 

A single application is said to 
penetrate deeply into new or old 
woods, filling and sealing the pores 
and strengthening fibers. 

Watco claims these finishes will 
not chip or wear away, and resist 
deterioration. They also resist mois- 
ture, dirt, acids, oils, chemicals, 
termites, wood-boring beetles and 
fungi. 

Write P310 on reply card, page 74. 


PLASTIC SKYLIGHT 


A twin-domed plastic skylight, said 
to keep heat in and cold out by 
means of a unique “thermos bottle” 
principle, has been introduced by 
Consolidated General Products, Inc., 
Dept. SBS, 24th and Nicholson 
Streets, Houston 8, Tex. 

Dead air space between the inner 
and outer fiber-glass-reinforced plas- 
tic bubble provides a low heat trans- 
mission rate. Nevertheless, it trans- 
mits a high percentage of outside 
light, transforming glaring sunlight 
into highly diffused interior light. 

Skylights are available in square, 
round, and rectangular shapes, and 
in self-flashing, curb-mounting, or 
bond-type models. Available sizes 
range from 18” to 74” across. 

Write P311 on reply card, page 74. 


PREFAB SCREEN HOUSE 


An all-aluminum prefabricated 
screen house, designed to furnish 
home-owners an inexpensive per- 
manent outdoor room, is offered by 
the Grand Sheet Metal Products Co., 
Dept. SBS, 2055 Ruby Street, Mel- 
rose Park, Il. 

Called the Grand Panama Screen 
House, its sizes range from 9’ x 12’ 
to 12’ x 18’. Materials are pre-cut 
and pre-drilled—ready for easy as- 
sembly. It attaches insect-tight to 
any building. 

The all-weather aluminum roof is 
supported by heavy-duty posts. It 
can also be used without the screen 
panels as a carport or patio canopy. 

Write P312 on reply card, page 74. 


CLOSET FRONTS 


D-I-Y closet fronts now come com- 
pletely assembled, including the 
1%” x 1%” jamb, and pre-packaged 
one-to-a-carton. The easy-to-install 
doors are manufactured by the Pre- 
cision Parts Corp., Dept. SBS, 400 
North First Street, Nashville 7, Tenn. 

The closet fronts feature aluminum 
tracks and nylon bearings on the top 
and bottom of all doors. The %4” solid 
core doors are available in white 
pine, ponderosa, birch or lauan ve- 
neer. 

The Precision units come in two 
sizes: 49146” x 91%” and 25%” x 
911%”. 

Write P313 on reply card, page 74. 


SELF-SEALING SHINGLE 


The Logan-Long Co., Dept. SBS, 660 
S. Central Avenue, Chicago 38, II1., 
offers Perma-Weld asphalt shingles 
with double protection against high- 
velocity winds. 

Perma-weld adhesive is applied 
uniformly on every shingle in the 
manufacturing process, and backed 
with aluminum strip to prevent ad- 
hesion in packing. 

The self-sealing shingles also take 
nails, into a metal re-inforced nail 
strip. Sun-swaled spots allow full 
drainage. 

Perma-weld shingles are available 
in pastel and blend colors. 

Write P314 on reply card, page 74. 


PLATED SAW BLADE 


A line of chrome-plated saw blades, 
said to wear three to five times 
longer than ordinary ones, has been 
introduced by Cocker Saw Co., Inc., 
Dept. SBS, Lockport, N. Y. 

Sets of three Super-Chrome blades, 
at $6.96 each, are packaged in at- 
tractive envelopes. They contain a 
combination, a cross-cut, and a rip 
saw blade of 8” diameter. 

Write P315 on reply card, page 74. 
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SWIMMING POOL GUIDE 


Swimming pool maintenance is sim- 
plified with the use of a 52-page 
catalog and data book offered by 
Modern Swimming Pool. It covers 
pool supplies, chemicals, and equip- 
ment ordinarily recommended in 
the building of a new pool — or in 
the proper maintenance of an exist- 
ing one. 

Specific sections are on pressure 
filter systems, selection of proper- 
size filter, and the control of algae 
by chemical means. 

Contact: Modern Swimming Pool 
Co., Inc., Dept. SBS, 1 Holland Ave- 
nue, White Plains, N. Y. 


KITCHEN PINE PANELING 


A kitchen area designed specifically 
for the use of Western Pine panel- 
ing is fully described and illustrat- 
ed in a folder for use as a stuffer, 
counter piece, or give-away. The 
folder contains all basic dimensions. 

Single copies are free of charge. 
For quantities of two to 99, copies 
are 3c each; for 100 or more, 2%c 
per copy. 

Contact: Western Pine Assn.. Dept. 
SBS, Yeon Building, Portland 4, Ore. 


ALUMINUM 
TRIM RACK 


A red wire dis- 

play rack holds 

120’ each of 

| eight Chromtrim 

sates aluminum “trim- 

,) ina om it-yourself” met- 
pheteecensr: al moldings. 

The new rack 
takes less than 
half the floor 
space required 
by the old dis- 
play. Set up by 
opening, it re- 
quires no screws, 
bolts, or nuts to 
assemble. 

The rack’s 
built-in dispen- 
sers hold con- 
sumer literature 
and prepackaged 
fasteners in indi- 
vidual envelopes. 

Contact: R. D. 
Werner Co., Inc., 
Dept. SBS, 295 
Fifth Avenue, 
New York 16, 


et ae 5 











GARDEN REDWOOD IDEAS 


The 


1957 


edition of 


“Garden 


Red 
veUu 


wood Ideas From California,” has 
its theme, 


Redwood.” 


Black-and-white and color phot: 
graphs cf garden living zones show 
of redwood for 


the use 


“Expand Your Living 
Space By Landscaping With Garde: 


decks and 


styles and 


terraces, fences and privacy barriers, 
garden shelters and potting sheds, 
retaining walls and raised planting 
beds, lanai rooms and poolside areas, 
benches and planters. 

Contact: California Redwood Assn., 
Service Library, Dept. SBS, 576 
Sacramento Street, San Francisco 11, 
Calif. 


DOOR, WINDOW CHARTS 


Selection of Curtis door and window 
arrangements has been 


A BRAND NEW NAME IN 
DOOR LITES & DOOR LOUVERS 


Precision built 
Expert millwork 
Perfect miters 


Phillips or slotted head screws 
Non drying adhesive caulking 


Prompt shipment 


Backed by management with years of experience 
Prepaid shipments on 150 pound orders 


If your customers are kings—our products will fit in their castles. 


Available through your jobber. 


Jobbers: Let us prepay a sample shipment today! 


SOUTHERN DOOR LITE CO., Inc. 


FIT FOR A KING OR ANY MAN'S CASTLE 








Alvin M. Fields, Pres 
Marion A. Hornsby, V.P 
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Station A 
40 Westland Bivd., S.W 
Atianta 10, Georgia 


For more details on above items, use Coupon on Page 74 





simplified for builder, architect, and 
home-owner with two _ illustrated 
charts. They are for display by lum- 
ber dealers. 

One chart illustrates and describes 
73 window styles. The other chart 
shows 82 door arrangements. Each 
illustration is labeled and number- 
ed for quick reference in a size-and- 
price book which accompanies the 
charts. 

Smaller versions of each are avail- 
able for consumer use. 

Contact: Curtis Companies, Dept. 
SBS, Clinton, Iowa. 


KITCHEN SKETCHBOOK 


Up-to-the-minute ideas cover a vari- 
ety of architectural styling concepts 
in Kitchen Maid’s new 16-page cata- 
log, “Kitchen Sketchbook.” 

Featuring the company’s new 
Hospitality, Heritage, and Holiday 
lines, leading artists have illustrat- 
ed more than 30 distinctive conveni- 
ence features available with any 
of the three lines. Peninsular, cor- 
ridor, L-shape, perimeter, and other 
practical floor plans show how 
Kitchen Maid units can be adapted 
to almost any residential require- 
ment. 

Contact: The Kitchen Maid Corp., 
Dept. SBS, Andrews, Ind. 


ACOUSTICAL TILE DISPLAY 


This traffic-stopping floor display 
employs a life-like cardboard cou- 
ple installing Forestone acoustical 
tile in true Do-It-Yourself fashion. 
The “people” are life-size, in nat- 
ural color, and are adjustable for 
any showroom ceiling between 8’ 
and 14’. 

Forestone is a wood-fiber material 
with a fissured (instead of perforat- 


for the best in barbecue cookery... 


BURR-SOUTHERN 
BUILT-IN BARBECUES 





ed) surface. This acoustical tile com- 
bines beauty with high sound ab- 
sorption. 

Contact: Simpson Logging Co., 
Dept. SBS, Shelton, Wash. 


TILE MOBILE 


When hung from 
store ceiling or 
light fixture, this 
eye-catching mo- 
bile swings free- 
ly on its string 
and gives the 
public several 
sales messages. 
Printed on col- 
orful cards, the 
three - piece mo- 
bile proclaims 
such sales sug- 
gestions as “Dec- 
orate Now with 
Insulite Ceiling 
Tile” and “Sound 
Condition Your 
Home with Insu- 
lite Ceiling Tile.” 
Contact: Insu- 
lite, Dept. SBS, 
500 Investors 
Building, Minne- 
apolis 2, Minn. 


Satisfy popular demand for smart ! 
styling, fine construction and flawless 
performance with Burr-Southern ... 
the original built-in barbecue! 


BURR FIREPLACE 
ADJUSTAFIRE 


A deluxe unit with stationary 
chromed steel grill and adjust- 
able firebox ... the preferred 
heat control for broiling or spit 
cookery. Designed for indoor 

No installation required on these or outdoor installation. Black 

models...merely set into opening or bronze hammertone enamel. 
(Spit optional.) 


BURR- 
SOUTHERN 


CORP. OF CALIF. 
241 N. Allen, Pasadena, Calif 


DELIVERY MADE WITHIN 14 DAYS. 


Model A300, designed for pit- 
type installation. Adjustable 
firebox with stationary chromed 
grill. Black or bronze hammer- 
tone enamel. (Spit optional.) 


WRITE US FOR DETAILS. DEALER INQUIRIES INVITED 
FREE BARBECUE PLANS ON REQUEST 


For more details on above items, use Coupon on Page 74 SOUTHERN BUILDING SUPPLIES for JUNE, 1957 





Greatest freedom from shrinkage 
Starts with Redwood itself— 


—but it takes these extra steps 
in the manufacture of 


PALCO Architectural Quality Redwood 
to bring out this natural advantage 


Redwood has less shrinkage and swelling—greater dimensional 
stability than any other domestic commercial wood — if it is 
properly dried. Drying down to about 28% moisture content 
merely removes free water in the wood cell cavities. The cell 
walls are still saturated. 

Shrinkage starts at about 28% and continues until the point 
of equilibrium with air is reached. Air drying alone won't 
achieve this goal : 

PALCO Certified Dry Redwood provides three extra steps 
to assure proper humidity uniformly distributed through each 
board. 


Each unitized stack is made up of lumber in classifications accord- 
ing to green weight, and remains in the yard until moisture content 
reaches a specified range. 


] Selective air drying up to 24 months according to green 
weight, bringing all lumber to a specified humidity range 
before it enters the kiln. (See example chart below). 


Controlled kiln drying, depending on condition and thick- 
ness, from 6 to 25 days at specified temperature progres- 
sively applied. 


PALCO goes one step further. When the center of the 
board approaches moisture equilibrium, surfaces are too 
dry, and would be distorted by re-absorbing moisture from 
air. PALCO Redwood is therefore left in the kiln for a 
final extra process to rebuild surface moisture to atmos- 
pheric equilibrium — producing the most stable lumber 
known. This is one of many premium PALCO features 
—at no extra premium in cost—and you know it will stay 
in place. 





EXAMPLE: Selective air drying schedule for 2” lumber 





Average Approx. Air 
Green Weight Drying Time 


LIGHT 3 Ibs./bd. ft. 9 to 12 th 
By the time lumber leaves the kiln, moisture has been pulled down - : = — 
to an average below equilibrium, and some surface moisture re- MEDIUM 4'/,_|bs./bd. ft. 12 to _18 months 
turned to stabilize equilibrium through each board. 6 lbs./bd. ft. 18 to 24 months 


Classification 


























see our cat in 


.S 


L-701 


See Sweet's Architectural File, or send coupon for your THE PACIFIC LUMBER COMPANY 


personal copy of this aid to redwood specification — ‘ . 
or write for copy and informative booklet ‘‘From Out of the Redwoods”’ 100 Bush St., San Francisco 4, Calif.—Dept. $85 


Please send me without obligation: 
; P 7 ® [] Reprint of Architectural File Bulletin outline specification 
") MM [DA\ 4+ by data, PALCO Redwood patterns, sizes, grades, grains, etc. 
p [ ] From Out of the Redwoods''— colorful booklet showing 
c p how PALCO Redwood and Redwood Products are produced. 


Since 1869 * Mills at Scotia, California 


100 BUSH STREET 35 E. WACKER DRIVE 2185 HUNTINGTON DRIVE 
SAN FRANCISCO 4 CHICAGO 1 SAN MARINO 9, CALIF. 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION Zone—___ State 
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PACKAGED SCREWS 


Large plastic boxes are brilliantly 
labeled in this rotating self-serve 
counter display. It simplifies selec- 
tion of 40 different types and sizes 
of most-used wood and machine 
screws. The rack is 24” high and 24” 
diagonally. 

The display selection of screws 
was based on a study of the most- 
sold sizes in other small package 
systems, in the lists of mail-order 
houses, and in the records of a 


leading wholesale hardware firm. 

Other sales aids available include 
a counter card, window streamer, 
and a 12-page booklet suitable for 
use as a give-away or envelope 
stuffer. 

Contact: Elco Tool and Screw 
Corp., Dept. SBS, 1800 Broadway, 
Rockford, Iil. 


SALES TRAINING FILM 


The Wood Conversion Co. has pro- 
duced “Chuck Woods — Go-Giver.” 
This movie is concerned with the 
problem of helping the man behind 
the counter in a lumber yard in- 
crease the effectiveness of his sales 
techniques. 

Actually filmed in a lumber yard, 
the 26-minute 16-mm sound movie 
deals with the problem of training 
personnel in proper customer rela- 
tionships. 

Contact: Wood Conversion Com- 
pany, Dept. SBS, First National 
Bank Building, St. Paul 1, Minn. 


PLASTIC PIPE STAND 


“Tell ’n’ Sell Jr.” is a combination 
floor display and dispensing reel said 
to boost plastic pipe sales by bring- 
ing it from the back room onto the 
sales floor. 


ADVERTISING PRE-SELLS 


AL L-W ET HR 
WINDOW UNITS 


Dealers don’t need to 
spend much time sell- 
ing their customers and 





prospects on the advan- 
tages of IDEAL AIll- 
Wethr Window Units. 
Home builders and the 
public know the name 
and the window as a 
result of years of ex- 
tensive and consistent 
advertising. Thousands 
of dollars have been 
spent to pre-sell these 
top-quality windows. 


An eye-catching target emblazon- 
ed in bright color on the stand says 
that “plastic pipe is the low-cost 
way to get cold water piping done.” 
Offered with the stand are window 
banners, envelope stuffers, and ad 
mats. 

Contact: Yardley Plastics Co., 
Dept. SBS, Columbus 6, Ohio. 


TRADE-MARKS UNITED 


Two famous names in plywood and 
doors have been combined into one 
in the new brand label seen above. 
It unites in red and black the brand 
names of Simpson, which has been in 
business since 1895, with M & M, 
which has made and marketed wood 
products since 1905. 

Simpson acquired the M & M 
Woodworking Co. last year. Now it 
is marketing fir and redwood ply- 
wood, plywood specialties, and flush 
and panel doors through a single 
source. 

Contact: Simpson Logging Co., 
Dept. SBS, 2301 N. Columbia Boule- 
vard, Portland 17, Ore. 














FEATURES TO SHOW YOUR PROSPECTS 


Over 1% million All-Wethr Window Units are in use proving their popularity. It 

also proves that builders and the public are sold on these features: Made of Western 
Ponderosa Pine; Preservative Treated to last a “housetime”; Completely weatherstripped; Meet 
or exceed all requirements of U. S. Commercial Standard 190-53 and the American Wood Window » 
Institute. Ask your jobber’s salesman how you can cash in on the popularity of IDEAL All-Wethr Window Units. : . 


For more details on above items, use Coupon on Page 74 
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=WMing- line 
Fit ’n’ Finish 
SHUTTERS 


As more and more buyers are choosing interior 

shutters, the profitable line for dealers is proving 

—a to be Wing-Line Fit ‘n’ Finish. Any size of 

\ tee shutter installation for windows, doors, screens 

and room dividers, can be made from stock 

panels, ready to stain or paint. Complete hard- 
ware kits available. 


FREE SHUTTER DISPLAY 


... with purchase of 20 most frequently used 
assortment Fit ’n’ Finish shutter panels. Retail 
value of shutters and hardware kits $146.75. 
Your cost only $94.50, with this attractive 
“Sales Scenter’” Display FREE. Complete in- 
structions with each order. ORDER TODAY! 


The Sam A. Company, Yxc. 


5035 Willis Ave. Dallas 6, Texas 











WHY 
S-B-S 


Suits Building 
Suppliers ... 


SAYS CHARLES FOLSOM, president of Bass and 
Co., Inc., building material wholesalers, Hopkins- 
ville, Ky., with branch warehouses in Bowling 
Green, Erlanger, Owensboro, and Paducah, Ky.; 
Nashville, Tenn., and Columbus, Ga.: 


Our Bass managers often find new lines in the 
advertising and editorial pages of SOUTHERN 
BUILDING SUPPLIES. The news items and fea- 
ture articles on dealers throughout the South help 
us to keep up with our customers and progress in 
the industry. We always read S-B-S. 
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Redwood is a super- 
lumber for particular 
uses. NOYO brand is 
Redwood as its best. 
Modern milling 
facilities, sustained 
timber supply, finest 
workmanship make 
Union Lumber 
Company 

your dependable 
source of supply. 
When specifications 
call for Redwood— 


Certified Dry 
VG & FG Stock 
All Patterns 
Mouldings 


—make sure your order 
reads ‘‘NOYO brand.’’ 
Performance is backed by 
nearly three-quarters 

of a century's experience. 


MIXED CARS 


Including all patterns 
—NOYO Bevel and 
Bungalow siding 
and finish. 


Union Lumber COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 
THROUGHOUT THE NATION 


Member California Redwood Association 


For more details on above items, use Coupon on Page 74 





Dixie Sash and Door Jobbers to Hear Creden, Dickerman 


MEMBERS of the Southern Sash 
and Door Jobbers Assn. will gather 
from 19 states, June 10-11, to attend 
their 22nd annual meeting at the 
Hotel Peabody in Memphis, Tenn. 
The program features four major 
speakers on the market outlook and 
materials merchandising opportuni- 
ties. 

This quartet of speakers will in- 
clude Phil Creden, Don Moore, D. K. 
Kelley, and John M. Dickerman. 

Dickerman is the executive di- 
rector of the National Assn. of Home 
Builders, with Washington, D. C., 
headquarters. He will speak at the 
men’s luncheon Monday at 12:30 
p.m. 

Kelley is the Memphis district 
manager of Dun & Bradstreet, Inc. 
He and Moore and Creden will speak 
at the open business session Monday 
morning. 

Don Moore (no connection with 
the editor of this magazine) is the 
new managing director of OPERA- 
TION HOME IMPROVEMENT. From New 
York City headquarters he is spear- 
heading the drive for all-out mer- 
chandising of home modernization 
and repairs. 

Creden is the merchandising man- 
ager of the Edward Hines Lumber 


Co., Chicago’s largest retailer (and 
wholesaler) of building materials. 
Creden served as general chairman 
for the first three Building Products 
Expositions sponsored by the Na- 
tional Retail Lumber Dealers Assn., 
in New York City, Cleveland and 
Chicago. 

The Monday afternoon session will 
be in the form of a jobber work- 
shop. Three panel discussions will 
be held on expense control, credit 
control and sales training programs. 

Participating in the “expense con- 
trol” panel will be J. R. Druhan of 
the McPhillips Manufacturing Co., 
Mobile; Manuel F. Harris of Wm. 
Cameron & Co., Wholesale, Waco; 
and B. J. Wheless of the Allen Mill- 
work Manufacturing Co., Shreve- 
port. 

The panel on “credit control” will 
consist of Joe Davidson of the David- 
son Sash and Door Co., Lake Charles, 
La.; Charles E. Hughes of the South- 
ern Sash and Door Co., Greenville, 
S. C.; and Carlton Wyche of Wyche 
& Co., Dallas. 

Explaining their sales - training 
methods and philosophies will be 
Ted Armstrong of the Huttig Sash 
and Door Co., St. Louis; D. K. Cov- 
ington Jr. of the Harbor Sales Co., 


Inc., Baltimore, and W. Horace 
Woods of Geo. C. Vaughan & Sons, 
Houston. 

The Sunday program will consist 
of meetings of committees and the 
board of directors, and a refresh- 
ment hour. 

The annual membership meeting 
will be held Tuesday morning. A 
men’s luncheon will follow. A meet- 
ing of the new board of directors 
will bring the convention to a close. 

A luncheon-bridge has been sched- 
uled for the members’ wives and 
ladies Monday at 12:30 pm. A 
coffee-brunch will bring them to- 
gether again Tuesday at 10:30 a.m., 
while the men are settling SSDJA 
business matters. 


Huttig Has Large New 
Plant in Columbus, Ohio 


The Huttig Sash and Door Co. is 
now using a new plant in Colum- 
bus, Ohio, to fabricate windows and 
other products, and to warehouse 
materials for its dealer customers 
in the area. This is the only one 
of Huttig’s 13 branches not located 





tlependable source of superior 
redwood... the CRA mills. 


The following mills produce and ship 





‘CRA Certified DRY’ redwood 


ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD Co. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P. O. Box 178, Ukiah, California 


HOLMES EUREKA LUMBER COMPANY 
Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
405 Montgomery St., San Francisco 4, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 


CALIFORNIA 
REDWOOD 





For more details on above items, use Coupon on Page 74 SOUTHERN BUILDING SUPPLIES for JUNE, 1957 











Brighter homes mean happier homes 
. . .a sound reason why Vent-A-Wall and 
Lif-T-Lox ROW wood window units are the 
preferred buys for maximum light, ful 
ventilation and long life. These nation- 
ally advertised window units are ideal for 
‘ remodeling or for new construction . . 
“COMBINAYIS™ and the "Do it Yourself’ man likes them 
for their ease of painting and installation 





























The increasing use of color inside the homes 
of today demands the full benefits of day- 
light for maximum beauty and brighter 
living. Vent-A-Wall and Lif-T-Lox ROW 
units combine the beauty of wood with 
maximum light areas for harmonious blend- 
ing with all modern home designs. In 
addition, their removable features reduce 
breakage during construction. 











Other products of 
MW Distributors include a wide variety 
of quality building materials and supplies 




















ASK ABOUT OUR MERCHANDISING PLAN TODAY! 
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in the South and Southwest. 

The one-floor building contains 
60,000 square feet of floor space. 
It has long-span steel trusses which 
provide floor areas with a minimum 
of column supports. 

Ernest McClannan is regional vice- 
president and manager of the Co- 
lumbus plant for Huttig. He succeed- 
ed Ted Armstrong as branch man- 
ager in 1947. Armstrong is now 
Huttig’s vice-president and general 
sales manager at St. Louis head- 
quarters. 


STRICTLY 
WHOLESALE 





ATLANTA, GA.: Frank Falligant 
has been transferred from Savannah 
to Atlanta as metropolitan area 
salesman by the Atlanta Oak Floor- 
ing Co. He has been succeeded by 
J. D. Martin, AOF’s former Chatta- 
nooga warehouse manager, who re- 
cently had been with the Long Leaf 
Lumber Co., Atlanta. Martin will 
headquarter in Dublin. Marion 
Brown has returned to Atlanta Oak 
Flooring after short service with the 
Westwood Sales Co. He replaced 
John Harper as an Atlanta salesman. 
Harper now represents AOF out of 
Orlando, Fla. The complete 
Homasote line of building products 
and accessories has been taken on 
by the Atlanta, Chattanooga, Char- 
lotte, and Raleigh warehouses of the 
Atlanta Oak Floor Co. 


HOUSTON, TEX.: Thad Plummer 
has been named manager of the 
newly-formed glass and glazing di- 
vision of the Buie Building Mate- 
rial Co. here. He was formerly vice- 
president and sales manager of the 
Midwestern Mirror and Glass Co. 
of Wichita, Kan. 


WASHINGTON, D. C.: A seven- 
alarm fire heavily damaged the 
Johnson & Wimsatt Lumber Yard 
of 901 Maine Ave., S. W. 


SAN ANTONIO, TEX.: U. S. Ply- 
wood Corp. has appointed Melvin M. 
Speil manager of branch operations 
in San Antonio, Corpus Christi, Aus- 
tin, and Harlingen. Headquarters are 
435 Sequin Street here. 

MEMPHIS, TENN:: Frank S. Owen 
has been appointed assistant man- 
ager of the Arkmo Lumber Co. here. 
Owen has been in the retail lumber 
field for 11 years. 


GRAND PRAIRIE, TEX.: Texas 
Plywood & Lumber Co., Inc., has 
added a complete line of white ash 
molding, paneling, doors, lumber, 
and plywood to its other varieties 
of wood. 

ATLANTA, GA.: David Freeman 
now serves as manager of the West 


86 


Coast material department of Asso- 
ciated Distributors. He formerly was 
an AD outside salesman. Replacing 
him in the territory is Paschall 
Price, formerly with the Johnson 
Building Supply Co. in Washington, 
Ga. Freeman formerly was with 
the Baxter Lumber Co. in Atlanta. 
His AD department specializes in 
mixed-car service for dealers on 
West Coast lumber, plywood, mold- 
ings, and millwork. 


RADFORD, VA.: The Stevens Sup- 
ply Corp. has been named a whole- 
sale distributor of Byers wrought 
iron pipe. 

TAMPA, FLA.: Harry Noim of the 
Tampa Wholesale Plumbing Sup- 
ply Co. took first place in a sales- 
manship contest conducted by the 
Tait Manufacturing Co. of Dayton, 
Ohio. Noim will receive nearly a 
thousand dollars worth of prizes. 


MIAMI, FLA.: Howard C. Black, 
of 7440 N. W. 26th Avenue, has been 
chosen by the General Tire & Rub- 
ber Co. to distribute General’s Bolta- 
Floor vinyl tile, roll goods and 
accessories. 


Owen Manages Curtis 
Branch in Charlotte 


CURTIS COMPANIES, INC., manu- 
facturers of Curtis woodwork and 
Silentite windows, this month are 
opening a new distributing center 
and warehouse in Charlotte, N. C., 
at 324 North College Street. From 
this new branch, Curtis will serve 
dealers in North Carolina and south- 
ern Virginia. 

The new Charlotte Division will 
be managed by H. N. Owen, above. 
He was transferred to Charlotte 
from Clinton, Iowa, the home office 
of Curtis, which firm was founded 
in 1866. Until recently, Owen served 


P. D. (DOUG) KELLY has joined the 
sales staff of the Roseburg Lumber 
Co. of Roseburg, Ore. From _ head- 
quarters in Dallas, Tex., he will cover 
Arkansas, Oklahoma, Missouri, Kansas, 
Louisiana, and Texas. Although for- 
merly with Roseburg, Kelly most re- 
cently had been associated with Simp- 
son and with Northwest Door. E. P. 
Cunningham will concentrate his Rose- 
burg sales efforts in Alabama, Georgia, 
Florida, North Carolina and South 
Carolina. 


as manager of the Clinton Division. 
He also has managed the Curtis Di- 
vision at Sioux City, Iowa, and has 
managed Curtis sales in their Chi- 
cago Division. 

Curtis formerly served this area 
from factories in the Middle West. 
Their products have been sold in the 
South for many years. 


Harbor Plywood Has 
New Dallas Warehouse 


The Harbor Plywood Corp. of 
Aberdeen, Wash., has opened a new 
sales warehouse in a 16,000-square- 
foot brick building in the Brook 
Hollow industrial district of Dallas, 
Tex. 

The Dallas warehouse, at 8600 
Sovereign Row in Brook Hollow, is 
managed by George E. Carnahan, 
who moved to Dallas from Harbor 
Plywood’s warehouse in Los An- 
geles. The Dallas plant will serve 
jobbers and dealers in the northern 
half of Texas, in Oklahoma, and 
parts of Arkansas. 

Harbor Plywood distributes all 
types of its plywood nationally 
through 30 similar outlets, includ- 
ing another Texas warehouse in 
Houston. 
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GET THE RIGHT \ 


he | 
PROF ITE. 


. we. S71 @, os Oe ae ie 


HERE’S WHY NATIONWIDE LASCOLITE DISTRIBUTORS 


SELL MORE — PROFIT MORE..< 


1. LASCOLITE is manufactured by Lynch Asbestos Company SS 
—one of the four companies who make their own Aer ls ooven 
glass mat— a PRIME factor in fiber glass panels. ef , <LI S standard shapes 
: ; ‘ : a 3 AS eg provide a 
¢ Lynch purchases all raw materials in quantity for maximum SS LASCOLITE panet 


discount—a saving that is passed on to the distributor. = for every need 
¢ Lascolite is available in seven panel shapes and two standard . = 


thicknesses, creating a panel for all residential or industrial uses. 





2. ToP QUALITY—improved techniques by skilled chemists 
and engineers make LASCOLITE Panels a top-quality, 
UNIFORM product guaranteeing satisfaction from 


home owner to dealer to distributor. 
Skylights 





3. QUICK DELIVERY—LASCOLITE is manufactured and 
stocked in all popular shapes and sizes and in all quick selling colors. 
LASCOLITE is packaged and ready for immediate shipment 

in any quantity anywhere in the United States. 








4. SPECIAL SIZES AND COLORS are made in our own plant Awnings Partitions 


to satisfy every possible sale. 
SEND COUPON—For your free LASCOLITE DISTRIBUTOR KIT Miadiahll) See UTP a fell ae Dat Tht) 
containing the following helpful items: * EVERYTHING FOR MAXIMUM PROFIT + 


a. Price List 
b. Complete listing of fiber-glass panels in all sizes, colors, ‘ LYNCH ASBESTOS COMPANY (Manufacturers since 1947! 
thicknesses, etc. : 2939 So. Sunol Drive « Dept. $D-1 - Los Angeles 23, California 
. Convenient order forms. > Please send LASCOLITE DISTRIBUTOR KIT without cost or 
. A suggested order for the right quantity of LASCOLITE : obligation 
based on popularity of each size and color. > Name_ 
. Sample folders available for distributor and dealer use. . 
. Additional dealer aids. 


LYNCH ASBESTOS COMPANY 


2939 South Sunol Drive, Los Angeles 23, California 








Firm__ 
Address 
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= TELEGRAM — 
ATTENTION: Distributors 


chises Now available 





fran 


in Choice territories . - - 


RAYNOR Overhead Doors 


three big Reasons Why 
it’s so profitable to be 
a RAYNOR distributor 


@ 4 comptere LINE OF QUALITY DOORS 
<= . : 
\as aad a. , ° - wy 


a3 By 


Residential Commercial Industrial 


FREE POINT-OF-SALE DEALER AIDS— 
FREE ENGINEERING COUNSEL 


Write or Wire for Complete Information 


RAYNOR Manufacturing Company 


Dept. SB-1 Dixon, Illinois 
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WHAT'S NEW 


in Building Trends 





Florida Builder Exalts Fiber-glass 


A veritable house of glass has been erected at South 
Miami by Florida Builder Gerald E. Hall. Every room 
in the $55,000 house, patio included, features Fiber- 
glas products. The 40’ x 75’ patio adjoins a 17’ x 36’ 
pool enclosed by Fiberglas screening. Chairs and 
tabletops in the patio areas are of Fiberglas-reinforced 
plastic. Neither sun nor rain can impair their spar- 
kling colors. And overhead light fixtures wear shades 
of fiber-glass. 

The den beside the pool is sound-conditioned by a 
fiber-glass acoustical tile ceiling. The tiles are a mar- 
ble pattern in neutral gray. At the far end of the 
pool is a dining area, protected from rain and sun by 
Fiberglas ceiling light diffusers. These rigid trans- 
lucent sheets, which hang just under the screening, 
are impregnated with delicate butterfly patterns for 
a oGharming effect. 

Completely modern G-E kitchen appliances are 
insulated with fiber-glass. Even the body of the kitch- 
en’s electric can opener is of Fiberglas reinforced 
plastic, and every mile of wire in the house is insu- 
lated by fiber-glass sheathing. 


Glaze Spray Gives Tile Effects 


Vitricon is a newly-developed concrete finish that 
sprays on and glazes like tile. When applied to the 
surface of a concrete block base, it takes on a tile-like 
appearance, yet costs less than one-half the estimated 
price of a comparable tile job. 

Unlike a coating of paint, the initial cost for the 
Vitricon finish can be expected to be the final cost, 
since no restoration thereafter is said to be required. 
The process is now available in unlimited color com- 
binations. 

Low-pressure spray equipment, similar to that for 
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paint, is used to apply the thin (about 1/16”) durable 
finish. Experienced crews, operating under Vitricon 
franchise, do the job. A surface glaze forms upon 
application; usable hardness is reached within a few 
hours; and maximum toughness within a month. 

The cold-glazed concrete finish bonds intimately 
with the underlying material, whether concrete, brick, 
stucco, or plaster. Properly applied, the finish is said 
to be shock resistant, non-staining, unaffected by com- 
mon corrosives or caustics, and non-fading. 


Glass-Block Table Has Modern Look 


An ultra-modern coffee table can be made of two 
glass building blocks and a specially-designed top 
that’s easily constructed. Features are the table’s de- 
mountability, its separate tray top, and low cost. 

Materials to sell for making this table include glass 
blocks, 4” wide and 1’ square; 1x2’s for framing the 
top; 4%” tempered hardboard surfaces, wood or metal 
molding, corrugated fasteners to join framing mem- 
bers, and finishing material. 





The framework is 3’ long and 18” wide, having one 
crosspiece running lengthwise through the center. 
Both sides are covered with smooth tempered board, 
using glue and clamps to make a firm bond. The 
molding is then attached around edges. 

After positioning the top on the blocks, the outline 
of the blocks is marked on the underside of the top. 
The quarter-round wood molding is then glued to 
form an upside-down fence to keep the top in posi- 
tion on the legs. 

The coffee table may be finished by priming the 
top and painting it any desired color. 


Case for ‘Operative Remodeling” 


“Operative Remodeling” is the title of a practical 
textbook that has been published by the United States 
Gypsum Company, Chicago, Ill. It defines “Operative 
Remodeling” as a business in which a builder buys an 
older home, remodels and modernizes it, and then 
offers it for sale. The book outlines the elements of 
the operative remodeling business, and points out the 
pitfalls and correct procedures. It has been distributed 
widely to builders. 

“Operative Remodeling” outlines just how a build- 
er should organize his firm to profit from this new 
market. It calls for four kinds of talent — buying 
and estimating, practicing architect, construction 
know-how, and financial and sales management. Spe- 
cific problems in modernizing — construction, heat- 
ing, wiring, and plumbing — are covered in separate 
chapters. 
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Thinking about Screen Doors, Window 
Screens and Similar Products? 


For a Complete Line, 


mY, 


é 1 dd fit ify 


N-537AWF Douglas 
Fir with Aluminum 
Wire Cloth. 








N-400G Four-light 
Ponderosa Pine 
Combination Door 
Eight-light style 


also available N-312BW Ponderosa 


Pine with Bronze 
Wire Cloth. 


Want ONE SOURCE of supply for all your Screen 
Doors and similar items? Then check with the .. . 
NATIONAL SCREEN COMPANY, SUFFOLK, VIRGINIA. 
Screen Doors are available in a variety of popular styles. Take 


your choice of 1%’ Ponderosa Pine, | ¥e’’ Douglas Fir or 7” 


Southern Yellow Pine and Aluminum, Bronze or Galvanized 
Wire Cloth. Also available in various finishes and with several 
types of grills. Combination Doors are available in both 1 Ye’ 
Ponderosa Pine or heavy-duty extruded Aluminum. Plus a full 
line of similar products. See the complete list below. 


The Complete NATIONAL Line offers all these products from 
one supplier: 

SCREEN DOORS 

WINDOW SCREENS 

COMBINATION DOORS 

WINDOW VENTILATORS 

KD SCREEN FRAMES 

STORM SASH 

STATIONARY SLAT BLINDS 

MOULDINGS AND OTHER ITEMS 


ASK YOUR JOBBER OR WRITE FOR OUR CATALOG TODAY! 


NATIONAL SCREEN COMPANY 
SUFFOLK, VIRGINIA 
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Why Weyerhaeuser Yard Stocks 
Open the Way to 


Inorveased Dealer Sales. 


EXTRA BUSINESS—You can sell 
more because you have more to 
sell ... when you use the Weyer- 
haeuser Distributing Yard 
stocks of lumber and building 
materials as your inventory. 
Draw upon these warehouse 
supplies to handle extra business 
... and to cut inventory costs, 
cut handling costs. 


SALES LEADERS— Wood panel- 
ings ... decorative plywoods... 
particle board . . . the famous 
brand-name building materials 
shown at right . . . these can be 
your sales leaders! Use them to 
attract business and let Weyer- 
haeuser carry the inventory. 


KEY TO PROFITS— Dealers know 
that profits result from mark-up 
times turnover. Multiply your 
turnover and increase your prof- 
its by drawing on these broad 
wholesale stocks of quality lum- 
ber and other basic building 
materials. Tie up less of your 


own capital and reduce your 
operating costs to build profits. 


FAST SERVICE — Your trucks 
move quickly in and out of this 
new Weyerhaeuser Distributing 
Yard. Truck-height loading 
docks with automatic platform 
levelers . . . modern lift trucks 
...Specially-designed end-load- 
ers for fast handling of unitized 
lumber that costs you less... . 
abundant hard-surfaced area 
for easy maneuvering of trucks. 
These all add up to faster service. 


QUALITY LUMBER—The Louis- 
ville yard’s diversified stocks of 
Weyerhaeuser 4-Square kiln- 
dried . .. America’s best known 
lumber . . . include both uppers 
and commons in many west 
coast and inland species. Long 
lengths and small timbers, too. 
Use this yard as your one-stop 
source of first-choice building 
materials for fast turnover, great- 
er sales, and increased profits. 


WHOLESALE STOCKS OF FIRST CHOICE MATERIALS 
FOR SALE THROUGH RETAIL LUMBER DEALERS 


CROSSROADS LOCATION... 
1360 Durrett Lane, 

at Watterson Expressway, 

5 blocks east of 

Preston Highway 

(Kentucky Turnpike) 
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Finest, Choire 








Building Materials Stocked 
for Your Convenience 


WEYERHAEUSER 
| 4-SQUARE |* 


lumber and Building Products 








* 
Andersen \Windowalls 


Complete Wood Window Units 


* 
Nu-Woeoed 


Insulation Board Products 


* 
Balsam-Wool 


Sealed Insulation 


ovAtir, 
Smee * 


* 
+ 1464 +. 
\ “4g wo* 


ACOLORIYE 


Factory-Coated Shakes and Shingles 


*T.M. Reg. 





Weyerhaeuser 


Louisville Distributing Yard 
WEYERHAEUSER SALES COMPANY 
TELEPHONE: EMerson 8-3331 
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FOR USE IN NORTHEASTERN STares 





Have this timely information — 


at your finger tips... it’s free! 


Structures built with pressure-creosoted materials are becoming 
increasingly popular. No doubt many of your customers are 
anxious to know where they can get actual working plans that 
will enable them to build these structures themselves. Therefore, 
three booklets have been prepared by United States Steel—one 
that covers 15 Central States, one for 14 Southern States, and 
one for Northeastern States. 


These illustrated booklets describe many types of farm and 
ranch structures popular in these respective regions. They also 
list the addresses of Extension Services where your customers 
can obtain building plans at a nominal price. Each booklet tells 
why it pays to use pressure-creosoted poles, posts and lumber... 
gives special emphasis to pole-type construction. Send for a set 
of free booklets. It’s a sales aid you should have. 


Agricultura! Extension 

United States Steel Corporation 
525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Please send me a set of free booklets 
titled—‘‘Where to get plans for ranch and 
farm structures.” 


UN tT 6 0 5S tAT. &-@ 
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HERES A SALESMAN 
THATS BEEN SELLING 


Years 


For 
M 


ome. 


This TIME-TESTED Long-Bell Creosoted 
Post has been on the job near York- 
town, Ill. for 40 years. This, like 
millions of other L-B Posts all over 
the country, is giving constant service 
and satisfaction. They have built an 
acceptance for Long-Bell dealers 
everywhere. 


Long-Bell Creosoted Posts are pres- 
sure -treated with 100% creosote oil, 
almost a half gallon in the average- 
sized line post. 


Manufacturers of these other 
time” products— 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS * POLES «¢ PILING 
LUMBER * CROSS ARMS «TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 


410 T&P Pass 
Station Bldg 
Ft. Worth, Texas 
415 New Moore Bidg 
San Antonio, Texas 
Leonhardt Bidg 
Okla. City, Okla 


“life- 


629 W. Bidg. 
Houston, Texas 
209 Phildor Bidg 
Dallas, Texas 
P.O. Box 192 
DeRidder, La 


There Is No Substitute 
For The L-B Brand 


- INTERNATIONAL PAPER COMPANY 


lonc-Re 


Divtston 
KANSAS CITY,MO. + LONGVIEW, WASH 
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INCENTIVE PLAN 


(Continued from page 49) 


hours earned over a given eight- 
hour day net him added ‘bonus 
pay.’ But we still pay him his base 
rate when he works below the 
100-per-cent efficiency level for the 
week.” 

Weed said that all National 
Woodworks plant employees are 
constantly reminded that no work 
is needed until a sale is made, for 
“the amount of production needed 
is determined by the sales orders 
and anticipated sales for a given 
period. With our cost system we 
can determine the labor hours for 
all production in advance.” 

“In our experience at National 
Woodworks,” Weed asserted, “the 
key to successful woodwork manu- 
facturing is the teaming of a good 
standards engineer, machining and 
assembly foremen, office employees 
and production workers properly 
trained to do the job the way you 
have engineered it to produce a 
quality product.” 

Other keys that have turned this 
Incentive Pay Plan into a good 
deal for both employer and em- 
ployees have been the use of a 
well-planned set of record forms, 
woodworking machines matched to 
the job, and good working condi- 
tions. The latter include ample 
fluorescent light and heat in the 
enlarged plant, snack center, and 
adequate rest-rooms. 

Headed by Sales Manager Bill 
Gaston, the NW sales department 
is most happy over the incentive 
and quality control programs. They 
help him to sell sufficient units at 
stable prices to keep the plant 
busy. 

With an engineered line of wood- 
work products, controlled as to 
cost and quality, National Wood- 
works have proven the role for a 
manufacturing jobber who dis- 
tributes exclusively through the 
building material dealers and dis- 
tributors. 


NAWLA ACTION 


(Continued from page 52) 


National Retail Lumber Dealers 
Assn. in opposition to the proposed 
freight-rate increases. 

Following a resolution at its last 


annual meeting, NAWLA continues 
to appear before the House Ways 
and Means Committee urging re- 
moval of the 3% transportation tax 
on freight. 

Counsel of the National-American 
has registered opposition to Senate 
Bill No. 11 intended to amend the 
Robinson-Patman Act. 

The National-American continues 
to request of the House Ways and 
Means Committee a revision of the 
cooperative tax laws. Explains Dar- 
ling: “Taxpaying wholesalers are 
certainly at a disadvantage when 
they attempt to compete with tax- 
free competitors, such as coopera- 
tives and so-called cooperatives. A 
free economy is based on fair com- 
petition. There can be no fair com- 
petition when a certain group of 
business organizations is exempt 
from taxes.” 

The report on NAWLA’s_ 1956 
calendar-year wholesale cost sur- 
vey will be made at the Bretton 
Woods annual meeting this month. 


SWLA PROGRAM 


(Continued from page 52) 


Current SWLA officers are: Thom- 
as W. Estes, president, Nashville, 
Tenn.; Earl Raiford, lst vice-presi- 
dent, Asheville, N. C.; Thomas A. 
Charshee, 2nd vice-president, Balti- 
more, Md.; W. C. Smith, secretary- 
treasurer, Montgomery, Ala.; and 
Robert F. Darrah, executive vice- 
president. 

The Southern Wholesale Lumber 
Association offices are in the Mc- 
Millan Bank Building, Livingston, 
Ala. 


SCREWS - NUTS - BOLTS- waswens a 


‘Sas eee ih = | 
4 | 


| ! 
T oles! 


J 


“But, boss, I thought if I put all the 
bolts in one drawer, we could save a 
lot of space!” 
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MANUFACTURER NEWS 





FULLERTON, CALIF.: Martin 
James Conley has been named assist- 
ant sales manager of Arcadia Metal 
Products here. He will also have 
supervision of the company’s adver- 
tising, sales promotion, and merchan- 
dising program. 


CHICAGO, ILL.: The Thor Power 
Tool Co. has elected James A. Lind 
financial vice-president, and John F. 
Corkery public relations vice-presi- 
dent. 


HOUSTON, TEX.: The Thor Power 
Tool Co. has moved its branch office 
here to larger quarters at 5503 Lawn- 
dale Avenue. R. F. Caslin is branch 
manager. 


ST. JOSEPH, MICH.: The Whirl- 
pool Corp. has formed the Appliance 
Buyers Credit Corp., a finance com- 
pany to be owned by Whirlpool. 
Officers of the new company are: 
Mason Smith, chairman of the board; 
Robert Finch, president; Walter A. 
Holt, vice-president and treasurer; 
and Bartley R. Moore, secretary. 


NEW YORK, N. Y.: Charles E. 
Daniel has been elected to the board 
of directors of the Georgia-Pacific 
Corp. Founder of the Daniel Con- 
struction Co. in Greenville, S. C., 
Daniel has long been prominent in 
the construction industry. 


DETROIT, MICH.: Robert  L. 
Plasko has joined the Huppower 
Division of the Hupp Corp. as sales 
engineer for the Globe line of plumb- 
ing, heating, air-conditioning, and 
sprinkler supplies. 


HOLLYWOOD, FLA.: Florida 
Windows, Inc., was elected to mem- 
bership in the Aluminum Window 
Manufacturers Assn. at its recent 
meeting in Dallas, Tex. 


HOUSTON, TEX.: Frank E. Diek- 
neite has been appointed district 
sales manager for the Granco Steel 
Products Co.’s new office here. His 
office will be at 4101 San Jacinto. 


DENVER, COLO.: S. J. McCarthy 
has been elected vice-president of 
the Clad-Rex Corp. here. He will 
have charge of the development of 
the company’s building products and 
will establish a nation-wide distribu- 
tion organization. 


AKRON, OHIO: John E. Haupt has 
been appointed a flooring represen- 
tative for the General Tire & Rubber 
Co. He will supervise sales in a terri- 
tory including parts of Kentucky and 
Missouri. 


MIAMI, FLA.: Gates Ferguson has 
been appointed vice-president in 


RICHARD W. BROWN was recently 
appointed vice-president in charge of 
manufacturing for the Seidlitz Paint 
& Varnish Co. of Kansas City, Mo. 
Brown will be in charge of all plant 
operations and personnel, laboratory 
staffs, and Seidlitz research and tech- 
nical programs. A Kansas City native. 
he has been associated with Midwest 
paint manufacturers for 30 years. 


charge of advertising, sales prom¢ 

tion, and public relations for the In- 
ternational Architects Bureau of 
Building Products at the DuPont 
Plaza Center here. For the past 12 
years, Ferguson held the same post 
in the Celotex Corp. Ferguson prey 

iously was an advertising and publi 
relations official for B. F. Goodrici 
and the International Telephone & 
Telegraph Corp. 


OKLAHOMA CITY, OKLA.: Mack- 
lanburg-Duncan Co., manufacture! 
of building specialties, has appointed 
Robert Hornsby sales representativ: 
for the entire state of Louisiana. H¢ 
has had nine years of retail sales and 
managerial experience. 


TACOMA, WASH.: The Douglas 
Fir Plywood Assn. has announced 
appointments to four newly-created 
posts on the staff of its engineering- 
research laboratory here. The ap 
pointments are: DeForest Matteson, 
engineering services editor: Dani 
H. Brown, engineer-analyst; Joseph 
L. Leitzinger, technical informatio1 
specialist; and Walter Boyden, test 
ing engineer. 
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NEW YORK, N. Y.: Edmund D. 
Lutz has been appointed Northeast- 
ern district manager for Goodyear 
Tire & Rubber Co.’s Films & Floor- 
ing Division. His territory will in- 
clude Washington, D. C. 


COLUMBUS, OHIO: William R. 
Hite has been appointed manager of 
sales promotion for the Yardley 
Plastics Co. here. 


TRENTON, N. J.: Fred Schollen- 
berger has been elected vice-presi- 
dent of the Skillman Hardware Man- 
ufacturing Co. here. He was pre- 
viously director of the firm’s contract 
and industrial sales department. 


NEW ORLEANS, LA.: Fred Man- 
get Jr. has been appointed manager 
of the Trane Co. sales office here. He 
succeeds William D. Graham Sr., who 
has retired. 


MANSFIELD, OHIO: Paul I. Berno 
has been elected a vice-president of 
the Tappan Stove Co. He previously 
held the position of treasurer. 


PARSONS, KANS.: The Wilson 
Brothers Walnut Lumber Co. has 
purchased a metal building from the 
Central States Insulation Co. here 
for use in the production of finished 
cabinet lumber. 


ARKADELPHIA, ARK.: Construc- 
tion has begun here on the Tectum 
Corp.’s new $1,250,000 plant for the 
manufacture of building boards. 


ANNISTON, ALA.: The National 
Gypsum Co. has recently completed 
a multi-million-dollar plant here. It 
contains 155,000 sq. ft. of floor space. 


MIAMI, FLA.: David L. Ringo has 
been elected to the board of directors 
of the American Screen Products Co. 
He is president of the Newport & 
Covington Transportation Co., New- 
port, Ky. 


HARRISON, N. J.: Walther H. 
Feldman has been elected president 
of the Worthington Corp. He suc- 
ceeds Edwin J. Schwanhausser, who 
is now vice-chairman of the board. 
Feldman has been with Worthington 
since 1944. 


GRENADA, MISS.: Lawrence C. 
Dugan has been promoted to the po- 
sition of manager of the Binswanger 
Mirror Co. here. He has been with 
Binswanger since 1945, recently as 
plant foreman. 


CHICAGO, ILL.: Dr. E. Hognestad 
has been appointed technical di- 
rector of the Marquette Cement 
Manufacturing Co. He was formerly 
manager of the structural develop- 


93 





window 


facts 


you can turn into 


profits 


Send 

for this new 
Free 

Booklet! 


Today—home buyers want quality and 
more builders are becoming quality 
conscious. Wise dealers are offering 
quality products! Read how you can 
increase your sales to builders and 
make more money by selling the best 
double-hung wood windows... those 
equipped with Zegers Dura-seal, the 
highest quality metal weatherstrip 
and sash balance. Read how national 
advertising and local promotion works 
for you to make Dura-seal equipped 
windows one of the most wanted mill- 
work items. Facts and features are all 
explained in a new booklet just off the 
press. Be sure to send for your copy 
of “Today—Quality Sells the Home 
Buyer.” Clip the coupon now! 


ZEGERS 
Quraaeal 


COMBINATION METAL WEATHERSTRIP & SASH BALANCE 


LOOK FOR THE NAME ON 
THE METAL WEATHERSTRIP 


OR WINDOW GLASS STICKER 
’ 1.8.c. MILLWORK 

















8090 South Chicago Avenue, Chicago 17, Illinois 


ZEGERS, incorporated 
Send new bookiet, ““Today— 
Quality Sells the Home Buyer’ 


Address. 
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ment section of the Portland Cement 
Association and is an internationally 
recognized authority on structural 
uses of concrete. He succeeds Vice- 
President C. E. Wuerpel who now 
assumes general administrative 
duties. 


NEW BRITAIN, CONN.: Robert M. 
Cruise and Richard G. Edwards have 
been named vice-presidents of the 
American Hardware Corp. Cruise 
will direct all sales activities of the 
Corbin Cabinet Lock Division, of 
which he was previously general 
sales manager. Edwards recently 
joined the corporation as director of 
marketing and is responsible for 
marketing, public relations, adver- 
tising, and market research in his 
new position. 


LONSDALE, R. I.: Charles E. 
Trapp has been appointed head of 
the newly-formed sales promotion 
department of Glas-Kraft, Inc. Trapp 
is a veteran advertising man. 


PHILADELPHIA, PENN.: Hunt 
Truck Sales and Service Co. has 
been named exclusive distributor 
for Yale industrial lift trucks in 
central and south Florida. Hunt 
offices are located at 211 S. Tampa 
Street in Tampa, and 2155 N. W. 26th 
Street in Miami. 


DETROIT, MICH.: Reed C. Mon- 
troy has been appointed manufac- 
turing manager of the Steel Door 
Corp.’s plants in Birmingham, Mich.; 
Atlanta, Ga.; and Wingham, Ontario, 
Canada. Formerly director of pur- 
chasing, Montroy has been with 
Steel Door for five years. 


KANSAS CITY, KAN.: Symons 
Clamp & Manufacturing Co. has 
opened a new warehouse here at 
64 Kansas Avenue. The 10,000 sq. 
ft. building will serve Symons cus- 
tomers in Kansas, Nebraska, and 
S. Dakota. 


CINCINNATI, OHIO: Color stylist 
Howard Ketcham has been retained 
by the Philip Carey Manufacturing 
Co. Ketcham is president of Howard 
Ketcham, Inc., a consulting firm 
which has been specializing in color, 
design, and illumination engineering 
for 30 years. 


PASADENA, CALIF.: Jim Cox has 
been appointed district manager for 
the Central Southern states by the 
Holly-General Co., a division of the 
Siegler Corp. Headquarters have 
been established at 201 S. Calhoun 
Street in Fort Worth, Tex. 


PITTSBURGH, PA.: Frederick F. 
Rhue has been appointed administra- 
tive assistant to the vice-president in 
the paint and brush division of the 
Pittsburgh Plate Glass Co. With the 
company since 1948, he has served in 
various administrative and man- 
agerial positions. 


CHICAGO, ILL.: William A. Smith 
has been appointed Eastern regional 


A. M. BELLSNYDER has been ap- 

pointed sales representative in the 

Birmingham, Ala., area by the Lloyd A. 

Fry Roofing Co. A resident of Bir- 

mingham, Bellsnyder formerly was a 

salesman for the Southern States Iron 
Roofing Co. 


manager of the Ceco Steel Products 
Corp. A former manager of the At- 
lanta district, his new responsibilities 
reach as far South as Charlotte, N. C. 

CLEVELAND, OHIO: The Glidden 
Co. has announced plans to restore 
approximately two-thirds of its fire- 
damaged paint plant here. The 
burned buildings will be completely 
modernized and re-equipped for ca- 
pacity production with safety and 
fire protection. 


ST. LOUIS, MO.: Pryne & Co., 
Inc., manufacturer of electric exhaust 
ventilators, recessed lighting fixtures, 
and electric heaters, has become a 
wholly-owned subsidiary of the 
Emerson Electric Manufacturing Co. 
of St. Louis. 


Acoustical Assn. Officers 


Lyle F. Yerges was re-elected 
president of the Acoustical Mate- 
rials Assn. at the spring meeting in 
Cleveland. He is manager of indus- 
trial product development for the 
U. S. Gypsum Co., Chicago. 

Paul J. Washburn, Johns-Manvilie 
Sales Corp., New York City, was 
re-elected vice-president. Wallace 
Waterfall, New York City, was re- 
appointed secretary-treasurer. 

Yerges has long been active in 
AMA. He is also active in the Ameri- 
can Society of Testing Materials, 
the American Standards Associa- 
tion, and the National Noise Abate- 
ment -Council. 
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Dierks B T Displ 
inieGhickect | DANT & RUSSELL, INC. 
prone ats Tete | PACIFIC COAST FOREST PRODUCTS 


Town” being built on the Oklahoma 
Fair Grounds in Oklahoma City in | 
connection with the Oklahoma Semi- RAIL AND WATER e DOMESTIC AND EXPORT 
Centennial Exposition, June 14 
through July 7. RAIL TRANSITS 

Dierk’s 30’ x 30’ building will be | 
listed as The Boom Town Lumber 
Yard. Products manufactured at the 
Broken Bow and Wright City mills Doug!as Fir Dimensions 
and forestry specimens will be dis- | White Fir ——— en 
played there. 

Another feature of the exhibit Inland Fir and Lare Studs 
will be a model of a ranch-type 
house, with specimens of the Dierks 
products which would be used in its | Ponderosa Pine Shop and Factory Lumber 
construction. 

A space will be reserved in the 
exhibit for use by Oklahoma retail | Engelmann Spruce Mining Timbers 
lumber dealers. 


Western Hemlock Shiplap and Boards 
Sugar Pine Industrial Items 


Western White Spruce Paneling and Uppers 
Sitka Spruce Gutters 
Port Orford Cedar eo 


Frederick K. Trask Jr. 


Western Red Ced Mouldings and Millwork 


Heads Lumber Fabricators aa RES SS 


Redwood Cut Stock 
e e 
Lath 


DOUGLAS FIR PLYWOOD 
Shingles and Shakes 


Interior and Exter 
Bevel and Bungalow Siding 
Hardboard Overlay 
One and Two Sides _ 


Sienna Ficus oc Fle Cara Overhead Garage Doors 


Douglas Fir House Doo 
Boat Hull Plyw 9 _ ss 


Flush Doors 
Long Scarfed Plyw 


Exotic Hardw e 


Ribbon and Rotary C KAISER — FIR TEX 


Philippine Plywoo Insulating Board Products 


SOUTHERN SALES REPRESENTATIVES 


Dant & Russell, Inc., Washington, D. C. 





Dont & Russell, Inc., Fort Lauderdale, Florida 


FREDERICK K. TRASK JR., above, 

has been elected president of Lum- 

ber Fabricators, Inc., Fort Payne, | 

Ala., large manufacturer of factory- | Downing Lumber Company, Anniston and Birmingham, Alabama 

built homes. He is managing partner | Southern Lumber Sales, Pine Bluff, Arkansas 

of Payson & Trask, New York ven- | 4 Cecil M. Brooks, Dallas, Texas 

ture capital firm. oo il [2 wm. C. Whitridge, P. 0. Box 6202, Houston 6, Texas 
Thornton E. Stokes, former presi- ‘ pe 

dent, will continue as consultant to 

the president. M. O. (Gus) Gustaf- 

son, formerly executive vice-presi- ie 

dent of the Thyer Manufacturing | aia 


Corp., is marketing vice-president. 


Paul F. Schnabel is financial vice- | : : 
president. 

Assuming the presidency, Trask “Lant & “Russell, Inc. 
announced that Lumber Fabricators | 
will introduce a new line of homes. PACIFIC COAST FOREST PRODUCTS 
They also will set up a department | General Sales Offices: Portland 1, Oregon 


of merchant builder sales and a pro- | 
gram of sales recruiting and train- | ‘ DOMESTIC AND EXPORT LUMBER - PLYWOODS ~+ DOORS 


ing. 


Bolen-Brunson-Bell Lumber Company, Memphis, Tennessee 
J. E. Elrod Lumber Company, Charlotte, N. C. 
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H a | i! 


THE ONLY HEAVY DUTY COMPLETELY 
ADJUSTABLE WROUGHT IRON RAILING PRE- 
PACKAGED FOR THE DO-IT-YOURSELF MARKET 

Railing sections (4 or 6 ft.) adjust to 
any angle. Pre-drilled newel post and 
adjustable fittings make installation a 
breeze. Requires no detailed diagram- 
ming or measuring—cuts necessary 
inventory to a minimum. 


3 Basic Parts Work 
Wrought Iron Wonders! 





Complete floor display unit and 
merchandising package supplied 
with initial order. Includes dis- 
play cards, literature, planning 
charts, order blanks, instruction 
sheets, and newspaper mats. 
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APPOINTMENT of 1957 chairmen 
and other members to the Forest 
Industries Committees of the South- 
ern states has been announced by 
President Vertrees Young of the 
American Forest Products Indus- 
tries, Inc., Washington, D. C., the 
national Tree Farm sponsor. 

They include: 

Louisiana — N. W. Sentell, chair- 
man, Continental Can Co., Hodge; 
T. W. M. Long, Louisiana Builders 
Supply Co., Inc., Shreveport; and 
Roy O. Martin, Roy O. Martin Lum- 
ber Co., Inc., Alexandria. 

Virginia — Car] A. Olsson, chair- 
man, Chesapeake Corp. of Virginia, 
West Point. 

Kentucky — Charles Bringardner, 
chairman, Martins Fork Lumber Co., 
Lexington; Roger W. Henderson, 
Stearns Coal & Lumber Co., Stearns; 
and Paul McLean, The Wood-Mosaic 
Corp., Louisville. 

Georgia — Hobart Manley, chair- 
man, Reynolds and Manley Lumber 
Co., Savannah; John B. Giddens, 
J. N. Bray Co., Valdosta; Mose Gor- 
don, Mose Gordon Lumber Co., Com- 
merce; Frank Schuh, Georgia-Pacific 
Corp., Augusta; Charles B. West, 
West Lumber Co., Atlanta; and John 
W. Zuber, Zuber Lumber Co., At- 
lanta. 

South Carolina — E. E. Dargan, 
chairman, Dargan Lumber Manufac- 
turing Co., Conway; O. B. Alewine, 
U. S. Plywood Corp., Sumter; C. S. 
Jones, Flack-Jones Lumber Co., Inc., 
Monck’s Corner; and E. O. Lightsey, 
Lightsey Brothers, Miley. 

Texas — George W. Stanley, chair- 
man, Kirby Lumber Corp., Houston; 
John G. Fleming, Fleming & Sons, 
Inc., Dallas; W. H. Guggolz, George 
C. Vaughan & Sons, San Antonio; 
W. B. Henderson, Chickasaw Lumber 
Co., Fort Worth; Clyde Thompson, 
Southern Pine Lumber Co., Diboll; 
and Temple Webber, Temple Lum- 
ber Co., Diboll. 

Missouri — Leo A. Drey, chairman, 
Pioneer Forest, St. Louis; M. F. 
Alford, Long-Bell Division, Inter- 
national Paper Co., Joplin; and Clyde 
Ruble, Ozark Oak Flooring Co., Bis- 
marck. 

Alabama — John Raeburn, chair- 
man, Coosa River Newsprint Co., 
Coosa Pines; Brady Belcher, W. E. 
Belcher Lumber Co., Centerville; 
W. A. Belcher, W. A. Belcher Lum- 
ber Co., Birmingham; Leon Clancy, 
Clancy Lumber Co., Grayson; Ear] 
M. McGowin, W. T. Smith Lumber 
Co., Chapman; David B. Miller. 
Alger-Sullivan Lumber Co., Century, 
Fla.; and W. T. Neal Jr., T. R. Miller 
Mill Co., Brewton. 

Oklahoma—Ross Dugan, chairman, 
Dugan Lumber Co., Idabel; Joe C. 
Herron, Herron Lumber Co., Idabel; 
E. G. Burnett, Burnett Lumber Co., 


Heavener; W. W. Crain, Crain Lum- 
ber Co., Clayton; and John Burwell, 
Dierks Forests, Inc., Idabel. 

Tennessee — Sam Nickey Jr., 
chairman, Nickey Bros., Inc., Mem- 
phis; J. R. May, Veach-May-Wilson, 
Inc., Alcoa; and W. W. Miller Jr., 
Miller Bros Co., Johnson City. 

Walter Amann, Knoxville (Tenn.) 
Journal outdoors editor, was recent- 
ly awarded a certificate of apprecia- 
tion by the Tennessee committee, 
Young announced. The certificate 
was given Amann “for forceful news- 
paper reporting that has given the 
people of east Tennessee a better 
understanding of the concept that 
timber is a crop which can be grown 
with the associated benefits of wild- 
life and recreation.” 

Kirk Sutlive, public relations man- 
ager for Union Bag-Camp Paper 
Corp., Savannah, Ga., has been 
named 1957 national advisory com- 
mittee chairman of American Forests 
Products Industries, Inc. 


Dow Adds Building Products 


The Dow Chemical Co. has estab- 
lished a building products group as 
part of its plastics technical service. 

Donald R. Gray, head of the new 
section, will be responsible for de- 
velopment work and technical serv- 
ice on such materials as plastic flash- 
ing, tank lining, pipe lining, and 
other plastics now under develop- 
ment. 

Gray has been associated with 
Dow’s Plastics Technical Service ex- 
trusion and fabricated products sec- 
tions for several years. 


Foster Leaves Barclay 


R. D. Foster of Avondale Estates, 
Ga., on May 15 resigned as South- 
eastern sales representative for the 
Barclay Manufacturing Co. of New 
York City. 


Second HIP Show Set 


The second Home Improvement 
Products Show will be held in Chi- 
cago, January 27-29, 1958. It is book- 
ed at the Sherman Hotel, which can 
accommodate 300 booths. 

Robert Pomerance, HIP Show 
manager, looks for an audience of 
20,000 based on the sell-out success 
of the first HIP Show held in New 
York last February. 

Exhibit space is open to all prod- 
ucts sold or saleable by home im- 
provement specialty dealers. 
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Justice and Burford 
Rise in U. S. Plywood 


Establishment by the United States 
Plywood Corp. of a new sales and 
service area, the North Central di- 
vision with headquarters in Cleve- 
land, has resulted in a series of 
management promotions for Carl W. 
Justice, Jess P. Burford Jr., and 
others, according to Monroe W. Pol- 
lack, vice-president in charge of 
sales. 

Former district manager in Char- 
lotte, N. C., Justice was promoted to 
manager of the new North Central 
division. It includes USP branches 
in Columbus, Cleveland, Cincinnati, 
Toledo, and Youngstown, Ohio; 
Buffalo, Rochester, and Syracuse, 
N. Y., and Pittsburgh, Pa. 

Carroll Cass was advanced from 
assistant manager to manager of the 
Charlotte district, succeeding Justice. 

Wallace E. Williams, former South- 
eastern division manager, has suc- 
ceeded J. O. Dempsey as Midwestern 
division manager for U. S. Plywood 
in Chicago. Dempsey was stepped up 
to Northern region manager. His 
region includes the Midwestern, 
North Central, and Northeastern di- 
visions. The latter headquarters in 
New York City, with Jerry D. Kayne 
as manager. 

J. P. Burford Jr. has succeeded 
Williams as Southeastern division 
manager in Atlanta. He formerly was 
Dallas branch manager. 

Other branch managers involved 
in the USP promotions include: 

W. W. Johnston from Kansas City 
to Dallas. 

R. E. Conley from St. Louis assist- 
ant manager to Kansas City. 

M. M. Spier from Austin salesman 
to San Antonio. 

K. T. Leonhardt from Baltimore 
salesman to Greenville, S. C. 


“Unit Cost Estimating” 


A 20-page chapter on “Unit Cost 
Estimating” has just been published 
by the National Retail Lumber Deal- 
ers Assn. for distribution through 
affiliated associations to dealer mem- 
bers. It completes the Dealer Op- 
erating Guide, which NRLDA has 
developed in three years. 

Prepared by two Michigan deai- 
ers, the chapter provides instruc- 
tions and data that will help a 
dealer create a short-cut estimating 
system tailored to his own needs. 
One table is a materials list show- 
ing lumber, nails, and labor re- 
quired. Another shows figuring of 
unit costs for principal housebuild- 
ing items. A third table illustrates 
compilation of a job estimate. 

Job estimate forms and _ typical 
house elevations are included. 
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This is an exploded view of the parts 


MR. BUILDING and simple assembly of a VULCO 


SUPPLY 
DEALER 


A Few Tools, a Few Compo- 
nent parts ... VULCO “Know- 
How” and YOU'RE IN BUSI- 
NESS! In slack seasons, 
switch your idle labor to 
fabricating VULCO Alumi- 
num Screens and Doors. 


Aluminum Window Screen. 


ers channel correctly, eas- 
ily and quickly — anyone 
can become expert after 


a few tries. 


VULCO Aluminum Inserts are 
easily placed in position and 
‘presto! a super-strong corner. 


_ “| With screen wire in position, 
Vip roller locks wire in frame; add 
« spline, and VULCO window 


screen or door is complete. 


A Leader in the Industry since 1945 
Member: “National Association of Manufacturers” 
“Frame Screen Manufacturers Association” 


METAL PRODUCTS, Inc. 


2801 6th Avenue, South 


Tl: i ee 


NEVER goat COMPETITOR 


— MOREE ERE RRR eee see 
To: Vulcan Metal Products, Inc., Dept. SBS 


2801 6th Avenue, South 
Birmingham, Alabama 


Please send me complete information about 
VULCAN) Quality Products and WULCAN 
Service. No obligation. 


NAME 


ADDRESS en " 


CITY — 2) ee 
 ' s / .PESERS RRR 


Sales Offices: Atlanta, Ga.; Birmingham, Ala.; Boston, Mass.; Chicago, Ill.; Kansas 
City, Mo.; New Smyrna Beach, Fia.; Somerville, N. J.; Tyler, Tex.; York, Pa. 


For more details on above items, use Coupon on Page 74 97 








Redwood | 
Champion — 
Hobbs Wall 


WOU) Waa jy 


(eaeheqin 








¢ 92 years of service to dealers 
everywhere 
¢ Milling, grading, shipping 
know-how 
The right grades at the right 
prices 
¢ Your best bet for Redwood, 
order after order 
For the name of your nearest 
Hobbs Wall wholesaler or commis- 
sion man, write or wire us. 





HOBBS WALL 
ee ae 





405 Montgomery St., San Francisco g 
" GArfield 1-7752 - Teletype SF-761 





Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 
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WHAT THEY SAY 


(Continued from page 42) 


saler, when they have the oppor- 
tunity to save a few dollars from a 
so-called wholesaler who is actually 
in direct competition with them.” 

From Kentucky—‘“The failure of 
some dealers to take advantage of 
the merchandising aids which we 
make available.” 

From Virginia — “No forethought 
to insure information of require- 
ments in advance.” .. . “Complain 
about their cut-throat competition, 
but expect the jobber to have the 
lowest price.” 

From Oklahoma — “They expect 
and receive our best service on 
small fill-in orders. Then they try 
their best to buy larger amounts of 
the same material direct from the 
manufacturer.” 

From Missouri—“They don’t push 
lumber as they should. They’ll sell 
a substitute any time they can, as 
a rule.” 

From Louisiana—‘‘Application of a 
mark-up that is not commensurate 
with the service performed, with 
the result that both dealer and job- 
ber are by-passed.” 

From North Carolina—“Slow pay. 
Take our money and pay it to 
others.” 

From Alabama—‘“Their hesitancy 
to carry a stock and advertise new 
products.” 

From Texas—‘“Poor reception and 
handling of new products.” 

Now, read what some dealers say 
is their “biggest ‘gripe’ about the 
services and policies of wholesalers” 
with whom they deal: 

From Virginia—‘“We find that 
many jobbers are competing with 
us at the retail level. Their sales- 
men are calling on drug_ stores, 
service stations, and the like. This 
may be all right but in our opinion 
purchases of these materials should 
be through the hardware or lumber 
dealer. After all, there is nothing to 
prevent us from buying our razor 
blades, toiletries, etc., from the 
wholesaler.” 

From South Carolina—“Some few 
sell direct to our customers and ex- 
pect to sell us, too. Also some manu- 
facturers by-pass the wholesaler and 
sell our competitors at wholesale 
jobber prices.” 

From Texas—‘“Shortage in stock 
carried by jobber.” 

From Texas—“Stay with lumber 
and hardware dealer and not try 
to sell straight to contractors.” 

But most wholesalers and jobbers 
are quite appreciative of dealers’ 
business for several important rea- 
sons, our S-B-S poll proves. Here are 
some wholesaler answers to the ques- 
tion, “What one factor do you like 
most about selling to retail dealers?”: 


From Tennessee—‘‘As a group they 
are a fine bunch of people who are 
able to offer the legitimate whole- 
saler a substantial volume of year- 
‘round business without the credit 
problems connected with other class- 
ifications.” 

From Oklahoma—“Give us greater 
customer potential.” 

From Louisiana—‘‘They constitute 
our only outlet for some lines.” 

From Maryland—“They are just 
naturally pleasant people from a 
personal viewpoint.” 

From North Carolina — “Dealers 
offer us financial responsibility.” 

From Alabama—“Less credit risk. 
Volume sales. Few complaints.” 

From Arkansas—“Prompt pay.” 

From Kansas—‘‘Some dealer cus- 
tomers arrange profitable dealer- 
contractor meetings.” 


JOBBERS WELCOME 
(Continued from page 43) 


close the door on them. One never 
knows who will turn up with a 
hot, new item. And every sales- 
man has a message that we con- 
sider to our interest to hear. 

Nevertheless, there was no logic 
in the former procedure of having 
salesmen descend upon us en masse 
on Monday. So we worked out a 
system to spread out sales calls 
and tried to cut them down to not 
more than one a week. Most sales- 
men have a regular day to call. 
One of our competitors went fur- 
ther by limiting to once every two 
weeks, a call by any one salesman. 

How our schedule works to the 
advantage of our store and all 
salesmen may be illustrated by 
the case of Toby Knight, sales- 
man for Buell and Company of 
Dallas. 

Knight’s schedule normally calls 
for his arrival about 8:45 a.m. on 
Thursday, and he is always here 
promptly. In this there is an ob- 
vious advantage to both us and 
Knight. A week between calls 
gives him time to prepare infor- 
mation we have asked for and it 
gives him time in which to 
thoroughly organize this one call. 

My work requires that I spend 
considerable time on the telephone 
and that, when occasion demands, 
I wait on customers, too. When 
I am forced to temporarily break 
off our conference, Knight can 
step over to the desk of John L. 
Martin, of our hardware depart- 
ment, and transact that portion 
of his business. 

A good salesman does not sit 
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twiddling his thumbs, nor is he 
disturbed by interruptions such 
as I described. A good salesman 
will take advantage of these in- 
terruptions. If neither I nor Martin 
is available, the good jobber sales- 
man will spend his time main- 
taining his contacts with some of 
our own salesmen. It is important 
for him to do this. Such contacts 
keep his name, his house, and his 
products favorably established 
with our salesmen, who have their 
fingers on the pulse of demand 
and buying power. 

The service we expect from job- 
ber salesmen and the service they 
can render, is limited. As I point- 
ed out, we often ask him to ac- 
cumulate specific and detailed 
product information. A salesman 
will often bring along a factory 
representative and, as a result, 
we get a better picture of the 
product and manufacturer. That is 
a service we like. 

However, to have a factory man 
call on us is one form of service, 
to have a jobber salesman call on 
our customers is something else. 
We never request it. In fact, we 
disapprove of the practice. With 
conditions what they are in this 
industry, one can not be sure that 
a jobber salesman will not, some 
day, transfer to some other whole- 
sale house. Then, knowing our 
customers, he would be in posi- 
tion to attempt to put other prod- 
ucts in competition with products 
we have solidly established with 
those customers. 

Therefore, opportunities for di- 
rect service by a jobber salesman 
are less than abundant. As we see 
it, it about boils down to this: 
The service of a salesman is the 
service of his company — what 
they stock, how they get it to us, 
and when. 

Fraternization with jobber sales- 
men on any kind of an independent 
social level is another practice we 
avoid. Seldom do we see our job- 
ber salesmen except in our store, 
at Hoo-Hoo functions, or in con- 
ventions. Lunching with one sales- 
man would be inviting all sales- 
men to indulge in this form of 
competition. Salesmen seem _ to 
have the same viewpoint, for they 
make no effort at after-hours frat- 
ernization. 

Why do we buy from only about 
40 per cent of the jobber salesmen 
who call on us? 

The answer seems to be plain 
enough. Certainly not entirely be- 
cause of the jobber salesmen as 
individuals. 

You start on 


one brand and 
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Colonel Logan 


e IN STOCK! 


ORNAMENTAL 
IRON WOR K 





e IMMEDIATE DELIVERY! 
BINSWANGER & (0: 


* Richmond, Va. ¢ Columbia, S. C. * Memphis, Tenn. 
¢ Roanoke, Va. ¢ Florence, S. C. * Little Rock, Ark. 
© Greensboro, N. C. ¢ Greenville, S. C. * New Orleans, La. 
¢ Fayetteville, N. C. ¢ Macon, Ga. * Shreveport, La. 

¢ Jackson, Miss. 






























































Porch columns are adjustable if height. 
Many graceful designs. and Step Rail- 
ings available in 10 ft. and 6 ft. lengths. 
Can be cut to size on job as needed. 


ORNAMENTAL IRON AT BIG SAV 


Write today for catalog and new 
low prices on this profitable line of 
Colonel Logan ORNAMENTAL 
IRON. Sold in stock sizes. No de- 
tailed measurements, no drawings, 
no long waiting time . . . you sell 
off-the-shelf the same as other stand- 
ard items. Colonel Logan iron work 
is “fitted” on the job by contractors 
or do-it-yourself owners. Adds last- 


Yes, we have imi- 
tators, but Colonel 
Logan iron work is 
sturdily constructed 
of standard railing 
and column materi- 
als. Look before ~ 
you buy. 
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ing charm. Nationally advertised, 
distributors in all major areas. 
COMPLETE Sales Promotion 
“package”, at less than cost, in- 
cludes: Sample column and railing, 
outdoor metal sign, indoor counter 
card, wall chart, self-mailer folders, 
enclosures. Use the coupon now for 
catalog and full information, no 
obligation. 

Peer ta = eT | 
| Logan Co., 322 Cabel St., Louisville 6, Ky. 


| Send catalog and new, low prices 
on Colonel Logan Ornamental Iron. 








| Address. 


| 
| 
| 
| Name | 
| 
| 











ORNAMENTAL 
IRON WORK 
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As a dealer I know it’s important to 
stress quality and performance for 
products I handle. That’s why when 
lumber is being used near the ground 
or in contact with masonry, I tell the 
buyer to use Wolmanized® pressure- 
treated lumber. Then I know the 
lumber will last a lifetime and give 
complete protection against termites 
and rot. I’ve found that when I call 
attention to the low cost protection 
of Wolmanized pressure-treated 
lumber, it brings in more lumber 
business. 





PRESSURE-TREATED LUMBER 


If you’re a dealer inter- 
ested in products with 
growing profit potentials 
and markets, write for this 
booklet. It tells you about 
Wolmanized lumber, where 
to use it, where to get it. 











KOPPERS COMPANY, INC. 
1456 Koppers Building, Pittsburgh 19, Pa. 








Wolmanized°® 
PRESSURE-TREATED LUMBER 
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you stay with that brand because 


you have it established. You sell 
that brand solidly to your cus- 
tomers and some of them become 
quite fastidious, insisting on that 
and that only. Then there is the 
stocking problem. Why, physical 
capacity for storage alone would 
prevent us from buying from all 
salesmen who call. 

Generally speaking, any jobber 
is entitled to consideration who 
sells lines we stock and sell, who 
maintains an adequate inventory, 
who has a good delivery system, 
an aggressive and helpful sales 
force and, most of all, who main- 
tains what we consider a fair and 
equitable distribution policy. Being 
that kind of jobber, he has the 
type of salesmen who are wel- 
come here. 


LINES HANDLED 


(Continued from page 45) 


wood. Now, 83% sell plain sur- 
face, and 55% sell decorative 
panels. Now, also, 29% sell wood 
particle board. 

More jobbers now handle ex- 
terior house paint—up from 16% 
to 21%. This is only 1% less than 
sell interior paints. 

The complete summary of this 
survey of products handled by 
jobbers has been printed by the 
Southern Sash and Door Jobbers 
Association. It shows returns by 
“districts of states’ for all 144 
types and classes of materials. 


Jobbers Optimistic, 
Add Varied New Lines 


WHOLESALERS of building sup- 
plies are adding new lines and in- 
tensifying their sales promotion ac- 
tivities to help make 1957 as good 
a business year as 1956. 

However, an S-B-S poll of repre- 
sentative distributors in the 18 
Southern and Southwestern states 
indicates that they expect their sales 
volume to be about 10 per cent be- 
low ’56. The tabulation showed that 
30% expect business to be the same 
as last year; 57% expect it to be off 
from 5% to 30%, while 13% antici- 
pate sales gains of from 5% to 12%. 

Testimony of the wholesalers 
shows that they are adding more 
lines this year than they have in 
several. 

The most common lines added by 


wholesalers this year are alumi- 
num windows, prefinished plywood, 
polyethylene film, and combination 
doors. 

Among the other products recent- 
ly taken on by jobbers are cement 
paint, aluminum roofing, plastic 
wall tile, wood block flooring, elec- 
tric tools, insulation board, cabinet 
hardware, fiber-glass paneling, built- 
in ranges, kitchen cabinets, and fir 
moldings. 

Other new items in wholesalers’ 
stocks are plywood siding, cedar 
sidewalls, aluminum framed screens, 
reinforcing mesh, sliding door hard- 
ware, and plastic counter-topping. 


USG Markets Adhesive 


Miracle Adhesives Corp., Bellmore, 
N. Y., has appointed the U. S. Gyp- 
sum Co. as exclusive national dis- 
tributor for its new construction ad- 
hesive. 

Sheetrock Brand Adhesive is used 
as adhesive nail-on of gypsum wall- 
board to framing members in dry- 
wall construction. When this ad- 
hesive is applied in bead form, the 
company claims, only 50% as many 
nails are required as in conventional 
methods. 


Automation Hardboard 


Pushbutton panels operate a new 
hardboard factory in Little Rock, 
Ark. 

According to Hardy & Co., Inc., 
factory owner, two major control 
panels handle the material from its 
raw state to the final oil treatment 
process. 

The product will be known as 
Hardyboard. This trade-mark name 
was derived from the name of com- 
pany president, Robert L. Hardy. 
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O KEYS MADE TO ORDER) 














“I know you love your husband, Mrs. 
Pining, but we can’t make a key for 
his jail cell.” 
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HELPFUL LITERATURE Rosboro Lumber Co., Dept. SBS, 
Springfield, Ore. A special section 
explains “white speck Douglas fir,” 
a characteristic which offers an ex- 
traordinary color variation. 





BEVELED SIDING. A four page SBS, 955 Diamond Avenue, Evans HEATING REGULATOR. “Modern 
brochure illustrates application ville 7, Ind. Control of Building Temperatures 
methods and provides specific data CONSTRUCTION MATERIALS. from Outdoors” is a four-page illus- 
on packaging, coverage, weight, size “Hees toe Industry” ic the. name trated brochure on regulators and 
and thickness of Harborite beveled U. S. Gypsum gives its 33-page pres- time switches made by Automatic 
siding, an overlaid siding with a entation of the research and develop Devices Co. Inc. Dept. SBS, 714 
rabbeted lap. Harbor Plywood Corp., ment of stone. metal and weed US Hillgrove Avenue, Western Springs, 
Dept. SBS, Aberdeen, Wash. Gypsum Co. Dept. SBS 300 W Ill. It describes how heating svs- 

7 ; : , tems may be made fully automatic 


UNDERWATER METAL DETEC- Adams Street, Chicago 6, III. 


TOR. A 24-page catalog contains }jQME IMPROVEMENT FOLDERS. INCANDESCENT LIGHTING. An 


complete descriptions and uses of Insulite Division, Dept. SBS, Min incandescent lighting guide book 
underwater and other metal detec- nesota and Ontario Paper Co., Mir for commercial, industrial, and resi- 
tors. Gardiner Electronics Co., Dept. neapolis 2, Minn.. offers ei shi oe dential lamp users has been issued 
“ pee : S 4, i ” ‘ ght pro ‘ . 
SBS, 2545 East Indian School Road, fusely-illustrated “how - to - do - it” by the Sylvania Electric Products, 
Phoenix, Ariz. guides. Subjects ahiie Vie, Inc., Dept. SBS, 1740 Broadway, 
WATER PUMPS. A loose-leaf cata- Build a Low-Cost Basement Amuss« New York 19, N. Y. 
log contains the complete Com- ment Room,” “How to Add a Roon ESTIMATE FORMS. The Tennessee 
mander line of water pumps, water to the Outside of Your Home,’ Building Material Association, Dept. 
systems, and sump pumps designed “Make Extra Living Space in Your SBS, 711 Broadway, N. E., Knox- 
to provide high capacities and pres- Attic,” “It’s Easy to Build Your ville 17, Tenn., offers inexpensive 
sures. The Tait Manufacturing Co., Own Garage,” “New Ceilings fo1 personalized estimate forms. Forms 
Dept. SBS, 200 Detrick Street, Day- Old,” “Better Farm Buildings Now available are master estimate, junior 
ton 1, Ohio. . rth Cost,” “How to Get More quotation, and purchase order forms 
: poss iving Space ... or a New Garage,” Low price of each item includes 
PLASTIC PIPSS. A 1¢-page bro and “How to Improve Your Home.” imprinting of dealer’s name and 


chure explans the advantages, in- , 
stallation methods and selection of _ WOOD PANELING. The uses of  244ress, plus padding of forms into 
flexible, semi-rigid, and rigid plastic | Douglas fir, West Coast hemlock, CMven:ent sets of 50. 

pipes. It also contains chemical re- and Western red cedar in moder DOOR AND WINDOW FRAMES. 
sistance charts and flow and friction home paneling are colorfully illu Minimum requirements for stand- 
tables. Crescent Plastics, Inc., Dept. trated in a brochure offered by the ard stock exterior wood window 















"Nia? NAGE SG Nii Nise NOS NB? NESE NOS? Nig NG NS? Ns NC 





ALL-ALUMINUM SCREEN DOORS 


CONSTRUCTION: Satin finish APPEARANCE: Most beautiful. 
extruded frame, sag-proof 

corners, concealed attached ECONOMY: Lowest in price, 
hinges, finger-tip latch with easiest installed. 

inside lock. 


The Jayhawker comes complete with Expander channel for 
the hinge side of the door, Expander for the bottom, hinges, 
latch, two 34” push bars, all necessary screws, and instruc- 
tions for jiffy installation. 

The side Expander has two 6” piano-type concealed hinges 
permanently attached in such a way that there is no neces- 
sity of even mortising the door jamb. This makes the Jay- 
hawker the easiest to install of all aluminum door screens 
self positioning and self aligning. Simply cut the side 
Expander to length, attach it to the jamb, and slip the door 
into place. Simple? 

The kick plate being reversible, doors may be had drilled 
ready for the latch and can be hung with either side out 
eliminating rights and lefts. 

Adjustable in width from 4%” undersize to 12" oversize and 
in height to 1” oversize 

Standard Sizes: 2’6” x 6’8” — 2’8*x 6’8” — 3'0” x 6’8” — 
— 28” x70" — 3'0” x7'0”. 


See your distributor or write us about prices; M 0 D FE n N p ~ 0 D U C T S é | N C ’ 


also Z-BAR TYPE DOORS AND SPECIAL SIZES 
1032 W. Kansas @® McPherson, Kansas 
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and door frames are contained in 
CS208-57, a release by the Com- 
modity Standards Division, U. S. 
Department of Commerce. Copies 
at 15c each from the National Wood- 
work Manufacturers Assn., Dept. 
SBS, 332 South Michigan Avenue, 
Chicago 4, IIl. 

GAS-VENTING CATALOG. A cata- 
log of vent pipe and fittings for 
gas-burning devices has been is- 
sued by the Dura-Vent Corp., Dept. 












Handles .. . 


10 BAGS OF CEMENT 
8 BAGS OF PLASTER 
13 BAGS OF MASONRY 


NOT 
A SNAG CEMENT. ETC. 

IN A BAG 

IN A CARLOAD Pallet 












WRITE FOR LITERATURE 
TODAYS 








( Here's the one that ) 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pyr 
—— t 












Most dealers -— 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” at’s more, 
Durham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see ~— sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 



























in POWDER Form 
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SBS, 2525 El Camino Real, Redwood 
City, Calif. Detailed data are in- 
cluded on double-wall, air-insulated 
vent pipe in both 4” oval and in 
standard round pipe sizes, including 
fittings. 


MEDICINE CABINETS. The latest 
trends in medicine cabinets are 
presented in a catalog offered by 
the Bennett Manufacturing Co., 
Dept. SBS, Alden, N. Y. Catalog 
No. 572 also introduces Bennett’s 
new line of fluorescent-lighted mod- 
els, with both hinged and sliding 
doors. 


GROWING WOOD SUPPLY. “Our 
Growing Wood Supply” is a four- 
color booklet which describes forest 
management expansion, fire preven- 
tion, increased insect and disease 
control, and the latest forest re- 
search developments. American For- 
est Products Industries, Dept. SBS, 
1816 N Street, N. W., Washington 
Ca <. 


ELECTRIC THERMOSTAT. A sin- 
gle-throw, reverse-acting thermo- 
stat which closes on a rising tem- 
perature and comes in temperature 
ranges up to 800°F is covered in 
Bulletin RT-804 from Robertshaw- 
Fulton Controls Co., Dept. SBS, 110 
East Otterman Street, Greensburg, 
Pa. 


FIR PLYWOOD. The “hows” of 
buying, working, and _ finishing 
Douglas fir plywood are extensively 
covered in three booklets available 
from the Douglas Fir Plywood Assn., 
Dept. SBS, Tacoma 2, Wash. 


AIR GRILLES. A 24-page catalog 
on the complete line of Uni-Flo air 
distribution grilles is available from 
Barber-Colman Co., Dept. SBS, 
Rockford, Ill. It includes data on 
accessories and _ photographs of 
smoke tests showing the perform- 
ance of the Uni-Flo grilles and ac- 
cessories. 


HOME LIGHTING. A 16-page book- 
let, “Bright Ideas for Brighter Liv- 
ing,” includes sections on exterior 
and interior lighting for every room 
and all outdoor yard areas. Sylvania 
Electric Products, Inc., Dept. SBS, 
1100 Main Street, Buffalo 9, N. Y. 


HARD MAPLE FLOORING. A book- 
let, “How to Lay a Lifetime Floor 
of Northern Hard Maple,” contains 
tips on laying and finishing hard- 
wood floors. Maple Flooring Manu- 
facturers Assn., Dept. SBS, 35 East 
Wacker Drive, Chicago 1, Il. 


CABINET HARDWARE. Trans-At- 
lantic Co., Dept. SBS, 5 North Water 
Street, Philadelphia 6, Pa., offers an 
illustrated catalog of its complete 
line of builders and cabinet hard- 
ware. Included is a jobbers net price 
list. 


METAL PARTITION. Decibel sound 
transmission loss, fire resistive rat- 
ings, and erection and material 
specifications are covered in a new 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





RATES: 
$.10 per word for each insertion. 
Add $1.50 per insertion for blind ads bearing 
box number. Replies provided without addi- 
tional charge. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication. 
Advertisements are set in uniform type of this 
size. No cuts or special borders allowed. Mail 
ad copy te: 
SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N.E. 
Atlanta 8, Georgia 





SALESMAN WANTED 





Experienced salesman wanted for wholesale 
building material firm in medium large mid- 
western city. Company carries complete line of 
stock building products and millwork, selling 
exclusively to lumber yards. Business has been 
established for many years. Substantial salary, 
expenses and automobile furnished. Ages 30 
to 50 may apply. Experience in this field is 
necessary to qualify for position. Please be 
explicit in stating references. Box 83, care 
SOUTHERN BUILDING SUPPLIES, 806 Peach- 


tree Street, N.E., Atlanta 8, Georgia. 





SALESMEN — SCREEN DOORS 


Live wires in all territories to sell a hot 
selling ‘‘All-aluminum” screen door com- 
plete with hardware as low as $13.72. Rep- 
resentatives who mean business can clean 
up fast. Full co-operation and territorial 
protection on reorders; highest commissions. 
Write us about your operations. 
FLORIDA WINDOWS, INC. 
P. O. Box 425, Hollywood, Florida 














A SALES CAREER 





Our expansion program has created an unusual 
opening for an industrious, creative salesman in 
the Jacksonville, Florida area. Exceptional op- 
portunity for growth within the foremost com- 
pany in the growing hardboard industry. Good 
starting salary and incentive, automobile fur- 
nished if required, liberal health, retirement and 
insurance benefits. Reply by letter stating age, 
education, business history and salary require- 
ments. Replies held in strictest confidence and 
a personal interview arranged for qualified 
applicants. MASONITE CORPORATION, 1330 
WEST PEACHTREE STREET, N.W., ATLANTA 
9, GEORGIA, 





MANUFACTURER’S REPRESENTATIVES 
WANTED 





Protected territories open to manufacturers rep- 
resentatives now calling on wholesale building 
supplies, Sash and Door Jobbers and similar 
wholesale outlets to represent popular line of 
flush door inserts. Must have established fol- 
lowing. Reply to Box 84, care SOUTHERN 
BUILDING SUPPLIES, 806 Peachtree Street, 
N.E., Atlanta 8, Ga. 
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20-page manual which illustrates and 
describes seven partition systems. 
Penn Metal Co., Inc., Dept. SBS, 40 
Central Street, Boston 9, Mass. 


PLASTER WALLS. Technical Bul- 
letin No. 8 enumerates fire resistive 
ratings for metal lath and plaster 
in steel and wood construction. Hav- 
ing undergone its sixth revision, 
the circular now gives ratings for 
columns; steel beams, girders, and 
trusses; floors; partitions; and walls. 
Metal Lath Manufacturers Assn., 
Dept. SBS, Engineers’ Building, 
Cleveland 14, Ohio. 


A growing use for vermiculite, 
disclosed by a recent survey, is to 
insulate hollow core blocks, Robin- 
son said. Tests have shown that fill- 
ing the cores with vermiculite dou 
bles the insulation value of th 
wall, regardless of the type of ag- 
gregate used in making the block 
he added. 

R. W. Sterrett, chairman of the i 
stitute’s concrete committee, present- 
ed a report from the Internationa 
Conference of Building Officials, rec- 
ommending a 1:4 mix of vermiculit 
concrete over form board as a satis- 


Builder Wins European Trip 


Lloyd A. Denton, San Antonio, 
Tex., builder, recently won a free 
trip to Europe for two. Presented 
by the Producers Council, the trip 
was the grand national prize given 
for attendance at a showing of the 
council’s traveling building mate- 
rial and equipment exhibition, the 
Home Building Caravan. 

Denton’s name was drawn from 
among several thousand builders 
and residential architects who saw 
the caravan during its 38-city, seven- 


factory structural roof deck alternaté 
to materials specified in the Uni- 
form Building Code. 


month tour which concluded in De- 
troit, April 12. 


BUILDING TOOLS. A 92-page cata- 
log describes 1,500 tools used by 
builders in the trowel and general 
construction trades — from simplest ;— 
hand tools to husky power equip- | 


ment. Goldblatt Tool Co., Dept. > 
SBS, 1910 Walnut Street, Kansas oI) a | EW P ine @) D U  @ Hg 


City 8, Mo. | 
ALUMINUM SLIDING WINDOWS. | 
The Southern Sash Sales & Supply | 
Co., Inc., Dept. SBS, 818 20th Street, | 
Sheffield, Ala. offers a catalog show- | 
ing the many uses of the Ualco Life- 
time aluminum horizontal sliding 
window. Specification details and 
drawings are included. 


that wil make you 
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| 
New Vermiculite Uses | | Greater profits can be yours with Colonial all-aluminum 
° _ shutters. Backed by a carefully planned and organized sales 
Reported at Convention |———! program, you w not lack for a sales promotion program 
a which will he Colonial Shutters sell! Consumers find them 
At the recent annual convention ——————) practical and inexpensive . ideal for modernizing homes 


of the Vermiculite Institute in Fort 
Lauderdale, Fla, new uses for 
vermiculite were reported. 

C. H. Wendel, president of the 
California Zonolite Co., Los An- 
geles, was elected president. 

A new ruling by the Federal Hous- 
ing Administration was announced 
by Stanley K. Robinson, chairman 
of the institute’s insulation com- 
mittee. This ruling permits. ver- 
miculite fill insulation to be installed 


CHECK THESE "Sell-on-Sight” FEATURES 


will not rust, rot, or rattle 

has no welded parts or rivets 

will not break or pull apart 

has a baked enamel finish 

comes in 8 decorator colors 

sizes: heights 351” to 8512"; 
widths 14” and 17” 

approved by both VA and FHA 
easily installed with a screwdriver 











° ° ially vite y f 
in attics of homes throughout the — es = Ne | sn on oe 
; 3 ‘ amily. Each or will receiv p s ‘ 
nation without the requirement of sie Pai . . 
Write today etails and prices. 





a vapor barrier where proper ven- 
tilation is provided. 





LOUIS T. GARRETT COMPANY 


Greenvilie, Mississippi 





MARVEL GLASS HOLDER 


Automatically measures and squares glass; no metal touches 
glass surface; cushion grip absorbs shock. Easy safe cutting. 
Removes salvage down to 1/16” on single strength and 1” on 
double strength, or the thickness of the glass, without endanger- 
ing the main pane. Increasing use of metal sash has made this 
a vital feature. Over 60,000 in use today. Made in four sizes 
and is priced within the reach of even the smallest dealer. 


MARVEL SCREEN RACK, 9 MODELS 








Meets the demand for showing variety of sizes. All models have 
cutter, winder, and automatic measuring gauge. Any rol! meas- 
ured and cut without removal from the rack. Priced for even 
the smallest dealer. Write for complete catalog of all MARVEL 


products. 


MARVEL RACK MFG. CO., Inc. 


Dept. SBS, 24 No. First St., Minneapolis 1, Minn. 
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t= SMALL KIT — 8 Ibs 
Ps 





BUT— iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY wceh 


r) 
ad 
Cam Later (cnerete 
REPAIR — TOPPING — WELDING 
REVOLUTIONIZES cement and masonry repairs - 


ELIMINATEStheCHIPPING orROUGHENING, 


PRIMING ond CURING that are necessary 
with ordinary cement patching moterials 
What's more. it is applied as THIN os 4s or 
more than | whatever thickness needed 
Saves contractors, home owners. farmers, 
maintenance men hundreds of dollors in 
concrete replacement and repairs 


INCREASE YOUR SALES-DOLLAR VOLUME 
? 


INSTANTLY wth Later oncrele 
REPAIR AND TOPPING IN THESE 3 SIZES 


a terrific seller in the “Fix-It-Yourself” market! 


(sufficient to repair 50 to 
150 ft. of overage cracks) 
LIST PRICE... . «i 
LARGE KIT —- 14 /bs 
(double size) 


List Price... . °4.95 


BOTH KITS include powder mix, liquid rubber latex and a trowel. 
See your wholesale supplier or write today for cemplete information. 
Prices are F.O.B. Chicage. 


CAMP COMPANY, rc o- SH 


NUOUS 


OVER YEARS OF 
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CONTRACTORS UNIT- 
52 Ib. drum 
Includes 40-lbs. powder 
mix, 1} gollon latex mixer 
Sufficient to cover approx 
100 sqcft.,, Ae thick 
Listrane.... 510.00 





6958 South Stote Street 
Chicago 21, Iilinois 


SERVICE 








Vacation as 
“MARS. HOMEMAKER” does 


Your choice of one, two or three bedroom Villas 





All on the ground floor, completely furnished for 
vacation living. This, with complete recreation 


facilities, makes E 
buy. Write today 
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llinor Village Florida's best vacation 
for 28 page color brochure 
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‘DAYTONA 
BEACH 





650 VILLAS 
BY-THE-SEA 


FRESH WATER Pog, 


SHOPPING CENTER 


NURSERY-PLAYGROUND 


AT THE WORLD's 
MOST FAMOUS BEACH 
ee. 


Florida 
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OPEN THE DOOR TO 


and LOWER COST 


IN DOOR-LITES & LOUVRES 


DEALERS-FOR ANOTHER REAL MONEY MAKER, 
ASK FOR OUR FREE PAMPHLET" THERE'S PROFIT 
IN PICTURE FRAMING” 


SEE YOUR JOBBER TODAY, OR WRITE 


GEORGIA ART SUPPLY CO. 


Office: 280 GARNETT ST. S.W. + ATLANTA 3, GEORGIA 





NEW HOMES WILL BE BUILT 


There’s business for hustlers, at both 
retail and manufacturing levels— 
We are hustling. 

YOU'LL HEAR FROM US...our 
woodsmen are back cutting timber 
and beautiful Western Pine logs of 
all species are rolling to the mills. 
You can be sure of High Quality 
Precision made products from us— 
Lumber, Mouldings, Millwork and 
Panels—in mixed cars if you choose. 


AL 
=. ee 
” = Ni, The Ralph L. 


= SMITH 


Lumber Company 


Mills at Anderson, Red Bluff, Castelia, 
Wildwood, and Mt. Shasta, California 





Sales Office at Anderson, California 
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Special 
CARRY-OUT 
PACKAGE 


NU-WoOD 
TILE 


FOR CEILINGS AND WALLS 





to boost your sales, cut your delivery costs... 


Dealers are calling these Nu-Wood 
handy packages one of the biggest 
merchandising events in years. 

And do they sell tile! Many cus- 
tomers take these packages right off 
the floor—carry them away in their 
own cars, station wagons or trucks. 
That cuts delivery costs while it 
keeps sales on the up and up. 

And what’s inside those packages 
answers a vital need in today’s home 
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building and remodeling markets. 
Nu-Wood random drilled acoustical 
tile—to take the nuisance out of 
noise. Nu-Wood® plain tile with its 
wonderful light-reflective surface. 
Both so easy to apply with staples, 
nails, clips or adhesive. 

Behind it is a complete merchan- 
dising program designed to help you 
sell more—a big display and a host 
of other materials and sales plans. 





Get all the facts from your Wood 
Conversion Company salesman—it 
will pay you to ride this big trend. 
Wood Conversion Company, Dept. 
131-67, First National Bank Build- 
ing, St. Paul 1, Minnesota. 


Sold by lumber dealers 


NU-wooD 


acoustical and decorative tile 
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with SASHCO TENSION SCREENS 


Sashco Beats All Previous Sales Records! 


And here's why: 


@ Easy to install from inside with only a screwdriver. 
Easy to put up and take down from inside the house. 
Easy to keep taut. Sashco tension locks are precision designed. 
Easy to store. Lightweight, roll easily, take little space. 
Easy to fit. Adjustable sill strip for warped or uneven sills. 


Easy to like. Fit snug against blind stop; 
wonderfully effective. 


Easy to afford. Low price, no maintenance, no painting. 


for the SASHCO All-Weather Wood 


Window, fits all wood windows. 


i \\ Made for the SASHCO Twin and 
i} 


Call or write for additional information and low- 
priced dealer displays 
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“py IN HARD HARDWARE 
MERCHANDISING 


A 
Y 


CABINET HARDWARE, FORGED IRON HARDWARE, BUILDERS 
HARDWARE, SCREWS AND BOLTS, MISCELLANEOUS 
SHELF HARDWARE PRODUCTS 


all are ‘Select-a-Pak’d” to meet your every customer demand 


Now your hardware department can include the fastest-moving items in 
smartly-styled Cabinet Hardware, Authentic Forged Iron Hardware, top- 


quality Shelf and Builders Hardware . . . ‘Select-a-Pak'd'’ to provide 
convenient customer inspection of merchandise. Order yours NOW ... 
all from 1 source . . . all from your National Lock supplier. In addition 


to a well-rounded inventory selection and simplified purchasing, Select-a-Pak 
offers many time-saving, space-saving dealer benefits, too! Write 
for illustrated Catalog-Price List No. 256 describing the program. 


NATIONAL LOCK COMPANY 


Rockford, Illinois 


~ 
> 


FURNITURE SCREWS 
AND BOLTS 


CABINET NATIONAL BUILDERS SASH CABINET 
HARDWARE LOCKSETS HAROWARE HAROWARE tOcKs CASTERS 


Merchant Sales Division y 








